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Dealer Picture 
At a Glance 


(First half of 1955 
compared with 1954) 


Up Down 
Gross Profit ............. | 641 
Total Expense .......... | 16.06 
Operating Profit . 63.16 | 
Used-Vehicle Selling | 
SE ca obpsiioasscatactooves | 28 
Used-Car Inventories | 15.79 
Total Service Sales... | 25.26 
Service Absorption .. | 107 





TeedCar Si Stocks 


Climbing Again 
Franchised Deale 
Near 30-Day Supply 


DW 


Soon After ’55 


By Robert M. Lien® 
Associate Editor 

SOLD used cars in th 
of new-car dealers hava edged 









hands 


upward again and are nudgikg the 


lim re- 


theoretical 30-day-supply 
last week. 

As of Sept. 1, the average uséd- 
car inventory consisted of a 29.]- 
supply, according to an = 


A month earlier, stocks equa] to 
248 days’ sales were tabulated. 
That represented the low point of 
the year. Used-car stocks also had 
fallen below a month’s supply on 


' July 1, when they were in 27.4-day 


supply, and on June 1, when the 
inventory = good for 29.1 days’ 
sales. * * 
ALL 6s used-car census 
points prior to June 1, fran- 
chised dealers’ inventories had 


' ranged above the 30-day limit. 


There are apparently two basic 
reasons fdr the swelling of used- 
car inventories: 

’ 1, The annual fall softening in 
the market for used cars, which 
usually becomes more pronounced 
as new-model debut time ap- 


2. High-pressure cleanup activi- 
ties on new cars which have boosted 
the number of tradeing beyond the 
normal late-summer level. 

The latter factor has also had a 
secondary effect on stocks. Nor- 
mally, a dealer accepting a greater 
number of tradeins could whole- 
a more units to keep his stock in 


* * * 


THIS time of year, however, 


T 
At many wholesale buyers have 


(Continued on Page 4, Col. 1) 
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First-Half Gross Off, But Operating Figure Still Is 3 Percent... 












fy Maynard M. Gordon 
News Editor 
IRABCHISED dealers held their 
op@rating profits at a steady 3.1 
percem in the first half despite a 
secong- quarter decline in gross 
earniggs, NADA’s quarterly busi- 
ness #management report showed 
last Week. 
Rather substantial reductions 
in @perating expenses were made 
by fhew-car and truck merchants 
in Prder to compensate for the 
digj in gross profits. This balanced 
ouf the first-half net yield at 3.1 
Defcent—exactly the same as that 
fof 1955’s first quarter. 
Ithough new-car sales zoomed 
to new highs in. the April-June 
iod, gross profits dropped from 
a first-quarter industry average of 
158 oo to a six moptk 


, 









* * 


Dealers Urged to Rush 
Senate Questionnaire 
WASHINGTON. — Dealer or- 


ganizations and individual dealers 
across the country are urging 


It was pointed out that it is 
essential that the Senate sub- 
committee get a large return 
from dealers. 









to a 19 percent “net”—an average 
which NADA sstatisticiangs couple 
with repossession reserves. 


Fixed or operating expenses 
continued to decline in the second 
quarter of this year. The first- 
half average of 7.9 percent con- 
trasted with 8.5 percent for the 
initial quarter and 9.9 percent in 
the first 1954 half. 

The 3.1 percent showing on oper- 
ating profits did not reflect the 
reportedly “profitless” sales forced 
on dealers by the '55-model clean- 
up. Blitz and giveaway sales to 
unload °55 stocks began late in 
July. aie 


NADA computed the percentage 
of operating profit to net dealer 
worth at 11 percent for the first 
half of 1955. The return on invest- 
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models. Page 2. 


for cars. Page 57. 


Inside Automotive News... 


It’s hi-fi in a four-door hardtop for 1956 as 
Chrysler Corp. previews new models. Page 2. 


Car salesmen wanted WITHOUT experience. 
Ford announces a “safety package” for °56 


Another big chunk is added to consumer debts 


New-car and truck registrations and new-car prices, Page 54. Used- 
car auctions, Pages 4, 50. Production by makes, Page 61. 




















































ment was only 5.7 percent a year 
previous. 

Another component in the dealer 
profit picture—variable selling ex- 
pense — showed the smallest of 
declines over the period surveyed. 
The industry average for this item 
was 3.6 percent at the end of the 
first half, 3.7 for the first quarter 
and 3.8 as of June 30, 1954. 

Net worth per dealer averaged 
$118,774 in this year’s account- 
ing, compared to $108,871 a year 


ago. 
All sales, expense and operating 


By Martin L. Whitmyer 
Staff Writer 

k= of the industry focus on 

General Motors this week as 
Cadillac becomes the first of the 
corporation’s five divisions to go 
into the ’56-model changeover 
period. 

Cadillac closed out production of 
55 models last Friday, and Pontiac, 
although division officials are non- 
commital on a definite date, is ex- 
pected to go down for changeovers 
about mid-month. The remaining 
three divisions, Buick, ‘Chevrolet 
and Oldsmobile, are scheduled to 
go down during the first week of 
October. 


Buick will build a few ’56 mod- 


was learned, will not begin until 
early October. 

Faced with cessation of produc- 
tion activities at the two GM divi- 
sions and below normal output at 
Chrysler Corp. and Ford Motor Co. 
until assembly lines can get back 
into full swing, the industry is ex- 
pected to produce only about 475,000 
cars in September, lowest car-out- 
put month of this: year. 


* * * 


| HOWEVER, would still be the 
third highest September output 
on record. Highest output for any 
September was the 609,763 cars 
rolled from the lines in 1950. Sec- 
ond highest was the 534,500 cars 
turned out in September, 1949. 


Hampered by the loss of a work 


day due to the Labor Day holiday 


plus only token output at Chrysler 
Corp., Ford Motor and American 
Motors, the manufacturers last 
week produced only .74,320 cars, 
lowest output week of ’55, but still 


6.6 percent above the 69,739 cars 








Pct, Total 
Ist Half istHalf ist Half ist Half 


profits were computed without tak- 
ing into reckoning Federal income 
taxes. 

On a cash basis, dealers averaged 
a first-half operating profit of $138 
on each new car and truck retailed 
after paying off $520 in total costs, 
NADA reported. - 

* 


T= $520 expense sum was 
broken down as follows: War- 
ranty and policy and delivery ex- 
pense, $46; salesmens’ salaries and 
commissions, $88; all other salaries 
and wages except mechanics’ earn- 


How Dealers Fared on Expenses, Profits 


on: sth Nore: The following figures are taken from the NADA bulletin, “Operating Averages for 
etailing Industry.” 


FIRST HALF, 1955 


OPERATING PROFIT BEFORE TAXES 
*GROUP I 


GROUP II 


Sales Pct. Total Sales 


1955 1954 1955 1954 
100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 
148 15.9 148 15.9 14.1 14.8 13.4 14.7 14.6 15.6 
3.2 3.6 3.8 4.0 42 44 4.1 44 3.6 3.8 
8.6 10.3 7.7 10.1 7.0 8.5 6.3 8.5 19 9.9 
118 13.9 11.5 14.1 112 12.9 10.4 12.9 1L5 13.7 

OPERATING PROFIT 

Including Finanee Reserve. 3.0 2.0 3.3 18 29 19 3.0 18 3.1 19 


* Groups are based on the volume of 1954 retail deliveries of new cars and trucks as follows: Group I, 1 to 149 units; 
Group II, 150 to 399; Group IH, 400 to 749, and Group IV, 750 and over. 


Output Off; GM Begins Changes 







turned out during the same week 
of last year. 

Also adding to the industry’s 
plight last week was a strike at 
Studebaker’s South Bend plant 
and the continued closed lines at 


model output this week. 

Last week’s output was 27.2 per- 
cent below Automotive News’ three- 
year index. The previous week’s 
turnout of 85,922 cars was 15.9 per- 
cent below the average week of 
the last three years. 

* x * 
M PRODUCED 61,636 cars last 
week to run its to-date totals 
to 2,898,763, or less than 102,000 


Top Cars 


New-car registration for seven 
months: 





1955 Pos. Make 1954 Pos. 
1—905,912 Chev. 817,306— 1 
2—884,300 Ford 816,470— 2 
3—446,441 Buick 306,640— 3 

Plymouth 254,219— 4 
5—342,733 Olds. 235,551— 5 
6—312,875 Pontiac  208,6098— 6 
7—213,419 Mercury 171,366— 7 
8—169,590 Dodge 90,827— 8 
9— 98,801 Chrysler 63,231—10 
10— 84,349 Cadillac 63,960— 9 
ll— 74,072 DeSoto 46,596—13 
12— 62,306 Stude. 56,431—11 
138— 57,082 Nash 51,202—12 
14— 31,708 Packard 25,368—14 
15— 27,974 Hudson 21,362—16 
16— 18,727 Lincoln 22,836—15 
li— 4324 Willys 11L,379—17 
18— 821 Kaiser 6,558—18 
26,377 Misc. 16,120——— 
Total All Makes 
3,291,116 





GROUP Ill 


Pet. Total Sales Pct. Total Sales Pct. Total Sales 
lst Half IstHalf istHalf istHalf istHalf ist Half 
1955 1954 1965 1954 1955 1954 


rofits Hold as Dealers Cut Costs 


ings charged to labor cost, $168; 
shop tools and supplies, $15; total 
rent and expense in lieu of rent, 
$36; advertising, other than factory 
cooperative, $31; insurance, other 
than building, $13; all others, $123. 

Group IV dealers, those retailing 
750 or more new vehicles last year, 
had the largest return on invest- - 
ment (13.9 percent) and the small- 
est total expenses (10.44 percent). 

Group III dealers (400 to 749 
retail unit sales) grossed 12 per- 
cent on investment against 11.2 

(Continued on Page 58, Col. 1) 














INDUSTRY 


GROUP IV AVERAGE 

























units away from the three million 
mark in ’55 calendar-year produc- 
tion. Last week’s output accounted 
for 82.9 percent of total industry 
output, as compared with the cor- 
Poration’s production of 75,004 cars 
or 87.3 percent of total industry 
output the previous week. 


Chevrolet turned out 28,800 cars 
last week; Buick produced 11,420; 
Oldsmobile, 9,705; Pontiac, 9,151, 
and Cadillac, 2,560. 






391 cars was set on Nov. 30, 1948. 

Second best daily output was 

265 cars built March 2, 1954. 

Highest daily output of ’55 models 

was the 234 units built on June 1. 

Below-normal operations at Dodge 
and only token activity at DeSoto 
and Chrysler divisions gave Chrys- 
ler Corp. 3,450 car completions last 
week. Dodge produced 2,500 cars; 
DeSoto, 500, and Chrysler, 450. 

a *” 7 

MERICAN MOTORS was the 

only member of the Little Three 
producing last week, and that was 
only at the corporation’s E] Se- 
gundo (Calif.) plant. Nash sched- 
uled 172 cars and Hudson, 62. 
Production ig expected to pick up 
this week as the corporation's 
Kenosha (Wis.) plant goes back 
into operation. 

The Kenosha plant will not return 
to Rambler production, but will 
continue to build out 55 Hornets, 
Wasps, Ambassadors and States- 

(Continued on Page 61, Col. 4) 
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Annual Wage Post 


ned... 





AMC Pact Recognizes 
Problems of Little 3 


By Joseph M. Callahan 
Staff Writer 
HE contract settlement reached 
between American Motors Corp. 
and the CIO Auto Workers was the 
first important 
break in the union’s 
policy of pattern set- 
tlements in the auto 
industry. 

While the new pact 
follows the Big Three settlements 
in most respects, it differed in one 
important way —the supplemental 
unemployment benefit program 
was postponed for 15% months, an 
acknowledgment by the UAW that 
the Little Three auto makers have 
special problems. 

This settlement must be inter- 
preted as a minor victory for Ed- 
ward L. Cushman, AMC’s industrial 
relations vice-president; who had 
maintained from the beginning that 
the smaller makers should not be 
harnessed to the patterns estab- 
lished by the Big Three. 

Under terms of the new three- 
year contract, which will give 
each worker about 14 cents an 
hour in extra benefits the first 
year, AMC will not begin the 
five-cent hourly payments into 
the supplemental - benefits fund 
until Sept. 15, 1956, and payments 
to workers will not begin until a 
year later. The settlement came 
after an eight-hour strike. 

Leonard Woodcock, UAW vice- 
president who headed the union 
negotiating team, said the union 
agreed to the guaranteed wage 
postponement to gain pensions for 
about 3,000 former Hudson workers. 

* + * 


Special Problems Noted 


ALSO recognize that Ameri- 

can Motors has had special 
problems,” Woodcock said. “We 
hope that our concession—with the 


U.S. Judge Upsets 
FTC Order on 


Tire Discounts 


WASHINGTON. — Federal Judge 
Alexander Holtzoff last week struck 
down a Federal Trade Commission 
order designed to shield small tire 
retailers from undue competition 
from big dealers. 

The judge ruled its provisions 
were not in. accordance with the 
Robinson-Patman Act. 

The order was devised to prevent 
large dealers from squeezing out 
smaller ones through a price edge 
gained by big discounts from man- 
ufacturers on large purchases. 

It would limit discounts on a 
single shipment of tires and tubes 
sold at wholesale to the amount 
now given on 20,000-pound carloads. 
Twenty tire manufacturers are 
fighting the order. 

Judge Holtzoff may allow the 
case to go to trial. But he told 
James Durkin, special assistant to 
the attorney general who is repre- 
senting the FTC, that the tire in- 
dustry had raised serious questions 
of fact “regarding FTC findings on 
monopoly among car dealers.” 





Auto Production — 86,959 cars, 
trucks in week vs. 82,569 year before. 

Business Failures — 215 in week 
vs. 193 year earlier. 

Department Store Sales—Up 9 
percent in week from year before. 
’ Freight Loadings — 791,977 cars 
in week, up 115,279 cars from 1954. 

Oil Stocks — 259,835,000 barrels, 
9 decline of 2,634,000 in week. 

New-Car Sales — 4,165,020 in 
1955. to date vs. 3,291,116 year be- 
fore. ‘, 

New - Truck Sales — 518,496 in 
1955. to date vs. 498,684 year ago. 
1 $eft Coal Output—9.48 million 
- tons’ estimated for week vs. 7.513 mil- 
lion tons year earlier. - 


Business Barometer 





aid of a newly designed line of cars 
—will help the company regain the 
position it should have in the auto 
industry.” 

Woodcock also admitted the com- 
pany’s earlier contention that AMC 
was paying its employes better 
wages than most of the other auto 
workers. 

Cushman replied, “I wish you 
had admitted that a long time 

ago. It would have made things a 
lot easier.” 

“Yes, but it wouldn’t have been 
so much fun,” Woodcock grinned. 

The controversial extra snack 
and wash-up times, which bogged 
down the talks for several days, 
will be retained in the new pact. 
There were few changes in the 
working conditions. 

Woodcock added later, “This is 
not going to be the pattern of the 
Little Three. We were bargaining 
on the economic facts of American 
Motors.” 

* * * 


Studebaker Still Down 
ANWHILE, the unauthorized 
walkout by Studebaker work- 

ers in South Bend continued last 
week and the situation was 
worsened by the cessation of nego- 
tiations. Rebuffing the recommen- 
dations of their bargaining team, 
the 9,000 workers voted to strike 
and then walked off their jobs two 
weeks ago. 

Late last week top officials of 
the UAW International union or- 
dered the Studebaker workers to 
return to their jobs today (Sept. 
12). 


Currently talks are under way 
between the UAW and the Packard 
division of S-P. This contract has 
_ extended one month to Sept. 
0. 

Last week Emil Mazey, UAW 
secretary - treasurer, lauded the 
continuing peace in the auto in- 
dustry despite the hard - fought 
contract negotiations. 

Noting the 12 years of peace with 
General Motors and 14 years with 
Ford, Mazey credited the peace to 
the practice of giving management 
advance notice of the union’s 
carefully-prepared demands and to 
the $25 million strike fund. 

Last week an agreement was also 
announced between Allis-Chalmers 
Mfg. Co. and the UAW, covering 
17,500 workers in six plants. The 

(Continued on Page 58, Col. 4) 





Horse on Buick 
°56s Defer to Dobbin 


On Carless Mackinac 


MACKINAC ISLAND, Mich.— 
Residents of this island last week 
witnessed a strange sight — ’56 
Buicks with more than 200-horse- 
power being towed by a team of 
horses. 

The return to the horse-drawn 
carriage is the result of Buick di- 
vision plans to take publicity pho- 
tographs of its 56 models on the 
island. 

Since cars are forbidden here, 
the new Buicks must be towed 
around for the photographers by 
the “live horsepower.” 





Steel Output — 93.8 percent of 
capacity estimated for week vs. 63 
percent year before. 

Treasury Bills—2.134 percent per 
year discount vs. 2.088 week ago. 

Used-Car Prices—$775 in Sept. 
vs. $769 in Aug. 


















ae ee 
Common Stocks 

Sept. Aug. 1955 

7 31 High Low 
Am. Motors 91, 9% 13% 7 
Chrysler 85% 87%. 92% 66% 
GM 129%, 127% 138 89%, 
Kaiser 3% 3% 5 2% 
S-P 9% %M% 15% 9 
Average 47.63 47.57 








‘Scissors’ Hardtop Window for ‘56 Chryslers— 


The new Chrysler four-door hardtops will feature full-width rear doors equipped 
with the dual windows shown above. Both sections are operated from the same 
power or manual control. The glass. segments raise or lower in a scissors-like motion 
and overlap when fully closed. A small retainer bar along the top of the opening 


snugly holds the raised window. 





Ford’s °56 Safety Program 
‘Packages the Passenger’ 


DEARBORN. — Ford Motor Co. 
last week announced that its 1956 
cars will contain a five-part, safety- 
device package aimed at substan- 
tially reducing injuries to passen- 
gers in the event of highway acci- 
dents. 

This is a result of Ford’s crash- 
injury program, which, it said, was 
the first in the industry to embody 
the new safety concept of “packag- 
ing the passenger” as a means of 
limiting injuries. 

The study, Ford said, is a com- 
panion project to its accident pre- 
vention program which includes 
the development of such things 
as better brakes and improved 
steering. 

The announcement was made 
during the two-day national safety 
forum and crash demonstration 
sponsored by Ford and attended 
here by nearly 100 traffic safety 
specialists. 

Addressing the forum, Company 
President Henry Ford II said that 
his organization was stressing the 
public service as- 
pect of the safety 

package above the 
commercial gain. 

“I would be less 
than honest, of 
course, if I denied 
that we hope this 

safety package 
will help us to sell 
1956 automo- 
biles,” he said. 
“Of course, we do. 
We certainly 
hope at least that it won’t hurt our 
1956 sales. Nevertheless, I feel fully 
justified in saying that this is a 
public-service program.” 

In presenting a $200,000 Ford 
check to the Cornell crash-injury 
research project, Ford called for 
a “new safety crusade which can 
and undoubtedly will bring about 
a material reduction in the an- 
nual toll of deaths and injuries.” 
He urged compulsory state car 
inspections and tougher driver 
licensing requirements. 

The safety features include: 

1. A deep-center steering wheel 
which sloWly gives way under 
crash impact, absorbing energy and 





Henry Ford II 


distributing it over the driver’s o> 


chest. (Standard on all cars.) 

2. Safety door latches, designed 
to prevent the door from springing 
open under impact, giving the pas- 
senger added protection against 
being thrown out into the road. 
(Standard on all cars.) 

3. Seat belts, structurally an- 
chored to the vehicle with a steel 
plate. They not only help to retain 
an occupant inside the car, Ford 
said, but reduce the possibility of 
being thrown against the instru- 
ment panel, header bar. and wind- 
shield. (Optional on all cars, both 
for front and rear seat.) 

4. Crash cushioning for instru- 
ment panel and sun visors. (Op- 
tional on.all cars.) 

5. Safety rear view mirrors with 
specially prepared backing to re- 


duce possibility of glass falling out 
when shattered. (Optional on all 
cars.) 

Ford, in addition, said it had re- 
designed the front and back seat 
supports to reduce the possibility of 
seats coming loose under severe 
shock. 

On the options, Ford announced 
a suggested list price of $16 for 
the crash cushioning and $25 for 
the cushioning plus front-seat belts. 

Researchers have found, the com- 
pany said, that almost half of all 
injuries suffered in automobile ac- 
cidents are received on the steering 
wheel, the instrument panel, the 
mirror or by being hurled from the 
vehicle. 

Vice-President Benson Ford re- 
vealed that while Ford would fight 
for leadership in the area of auto- 
motive safety, it would also pro- 
mote competition in this field by 
releasing to any auto company all 
designs and specifications of safety 
features developed by Ford as well 
as all information developed 
through the crash-injury research 
program. 

Speaking at the opening session 
of the forum, A. L. Haynes, Ford 
executive engineer, said specialists 
believe that auto accident injuries 
may be reduced 35 to 50 percent in 
the next few years as a result of 
new devices engineered by manu- 
facturers. 





Crash for Safety— 


The value of safety devices which will 
appear in 1956 Ford cars is shown in se- 
quence photographs of a test crash staged 
by Ford engineers. The cars, with life-like 
dummy passengers, are shown in the top 
photo at the instant of impact. In the 
second photo, the dummy in the crash 
car's right front seat strikes the padded 
sun visor while the dummy in the driver's 
seat hits the deep-center steering wheel, 
which distributes the force and absorbs 
the energy of the crash. The dummy in 
the parked car, restrained by a seat belt, 
momentarily slides over into the seat and 
then rights himself in the third photo. 
Although the parked car was struck at a 
vulnerable spot, all doors remained 
closed because of safety door latches. 


Chrysler Shows 
36s to Press 


Tautness and Action 
Key to New Styling 


DETROIT.—Chrysler Corp. today 
unveiled at a press showing its 
complete line of “Flight Sweep” 
1956 passenger cars with “poised 
for action” styling. 

Included among the new models 
is a four-door hardtop. 

Virgil M. Exner, styling director, 
linked the new styling concept to 
the lines of jet fighter, speed boat 
and racing car. The new cars em- 
body, he said, “tautness and sense 
of motion.” 

He mentioned the Chrysler Air- 
flow of the 1930s as the pioneer 
of the streamlined era and em- 
phasized the new high sweep 
rear-fender treatment. The rear 
light assembly was described by 
Exner as having a “control-tower 
appearance.” 

Other new features included a 
Highway Hi-Fi record player which 
will be optional on all cars, safety 
door latches, pushbutton Powerflite 





Pushbutton Drive— 


The above picture shows the new push- 
button control panel for Powerflite trans- 
missions on Chrysler Corp.'s 1956 cars. 
It was unveiled today at the corporation's 
press preview at Chrysler proving grounds. 
Safety features prevent the starting of the 
car unless the transmission is in neutral 
and prevent shifting into reverse at speeds 
over 10 m.p.h. 

* * * 
transmission control and improved 
engines. 

The new record player, first to be 
offered for automobiles, is of a new 
design engineered by Columbia 
Broadcasting System. Chrysler said. 
that shocks or sudden turns will not 
deflect the sapphire stylus from the 
groove. 

It plays seven-inch discs, six of 
which come with the player, and 
45 minutes of continuous music or 

(Continued on Page 58, Col. 3) 


Personal Income 
Soars to Record; 


Employment Up 


WASHINGTON. — The note of 
prosperity was underscored last 
week when the government reported 
a record public income in July and 
that employment and construction 
continued at peak levels in August. 

The Commerce Department re- 
ported an annual personal-income 
rate of $304% billion in July, an in- 
crease of $3 billion over June and 
$14% billion in a year. 


Minor to Manage 


Dodge Sales 


DETROIT. — Promotion of Jack 
W. Minor, 34, director of advertis- 
ing and merchandising for Dodge, 
to the new post 
of sales manager 
in charge of ad- 
vertising, mer- 
chandising and 
related sales ac- 
tivities, was an- 
nounced last week 
by Byron J. 
Nichols, vice-pres- 
ident and general 
sales Manager. 
Minor’s new du- 
ties will cover 
both Dodge passenger cars and 
trucks. 





J. W. Minor 
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Dealers tell me 


By John 0. Munn 


OST dealers have been so forced 

to devote their attention in 

the last two years to new-car sales 

exclusively that it is always re- 

freshing to have someone urge at- 

tention to the basic end of this 
business—the service department. 

The other day I received from 
Atlantic Discount Corp., a bulle- 
tin edited by H. Bertram Lewis 
on this subject. 

Lewis has been for many years 
a respected advisor in this trade 
and the thoughts expressed in the 
bulletin are too valuable for such 
limited distribution. I am therefore 
giving it to you in its entirety. 

Lewis writes, “The truly scien- 
tific way to be sure of survival in 
the automobile business is to base 
one’s financial planning from the 
start on service. 

” * + 


Plan Absorption 


"_ oe means projecting one’s 
operations from the day when 
one enters the business upon a 


N. Y. Convention 
Promises to Be 
Largest in History 


ALBANY.—Advance registrations 
indicate that the 32nd annual con- 
vention of the New York State 
Automobile Dealers Assn. at Sara- 
nac Inn, N. Y., Sept. 18-20 will be 
the largest in the group’s history. 

More than 500 have registered 
and final attendance figures are 
expected to top 700. 

Frank H. Yarnall, NADA presi- 
dent, will be one of the principal 
speakers. Others who will address 
the dealers and their wives are: 
J. Lance Rumble, truck retail 
branch general manager, General 
Motors of Canada; Dr. Tennyson 
Guyer, executive assistant, Cooper 
Tire & Rubber Co., Findlay, O.; W. 
Heartsill Wilson, director of Dodge 
national forum; Dr. Ralph C. Ep- 
stein, consulting economist, Buf- 
falo, N. Y. 

Fred E. Mason (Dodge-Plym- 
outh), Malone, association presi- 
dent, will preside at the business 
sessions and will introduce the new 
slate of officers. 

Members of the convention are 
Glenen K. Vars (Buick), Great 
Neck, chairman; Sperry W. Miner 
(Oldsmobile), Buffalo; Clarence E. 
Preston (Hudson), Oneonta; James 
L. Ruckle (Pontiac), Yonkers, and 
G. W. Dodds (Ford), Gouverneur. 


St. Louis Show 
Is Rescheduled 


ST. LOUIS. — The Greater St. 
Louis Automotive Assn. has changed 
its 1956 auto show dates to Jan. 
14-22. 

The show will be held in the East 
a’ at the Arena on Oakland 

ve, 
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service profit sufficient to carry the 
general expense account of the en- 
tire operation—fixed charges and 
current expenditures other than 
those that represent the direct cost 
of new and used-vehicle sales. 

“It means making a careful ad- 
vance estimate of the profitable 
service volume that can be ex- 
pected from the potential service 
customers in one’s territory— 
buyers of new cars and trucks, 
buyers of used cars and trucks 
and owners of the line already 
in the territory, and planning the 
shop’s investment for the purpose 
of handling that volume and 
making the expected profit from 
it at reasonable prices. 

“For dealers already in business, 
who feel that the foundations of 
their enterprise are not secure and 
who want to make them so it 
means the same thing, only planned 
from a going standpoint. 

“In no other way can he make 
sure that he will stay solvent come 
what may, and that he will—if he 
handles the sales end of his job 
with equal efficiency—make the ut- 
most profit from his operation as 
a whole. 

* * * 

Service Forgotten 
“TPECENTLY we talked with a 

man who had just entered the 
business as a dealer in a foreign 
car. He was so enthusiastic about 
the car itself that he hadn’t given 
a thought to service. 

“It is doubtful if his net profit, 
after washout on new-car sales 
will pay the rent of his premises, 
let alone yield any net profit for 
him over and above the cost of 
all his operations. Even assuming 
that on a foreign specialty, he 
would not overtrade, the volume 
to make his venture pay just 
doesn’t seem to be there. 

“He is a perfect example of the 
type of dealer that is in most 
trouble today, no matter what line 
he represents. He simply has not 
thought his problem through. He 
does not realize that the automo- 
bile business is in reality five or 
seven businesses: (1) New cars; (2) 
used cars, possibly; (3) new trucks 
and, if so; (4) used trucks; (5) 
service; (6) accessories and, in 
these days when incidental profits 
mean so much and when every 
dealer needs to control his time 
sales and receive profits from their 
reserves, insurance, repairs, re- 
peated owner contacts, etc. (7) fi- 
nancing. 


Close Scrutiny Urged 


‘TXRULY smart operators plan 

from the start, and forever 
thereafter, to get maximum results 
from each of these separate busi- 
nesses and watch each one from 
day to day to see that it is per- 
forming as it must to get the 
hoped-for results. 

“From the standpoint of basic 
long-term security, service is by 
far the most important—and in no 
field of activity does the dealer 
have the odds on success so greatly 
in his favor. 

“He sells the cars and trucks 
that need his kind of service. 
They come to him at the start 
for policy tune-ups and any other 
needed policy work. He has an 
early chance to make their own- 
ers feel that they never want to 
go elsewhere for any kind of 
service. 

“He uses factory parts, he has 
mechanics who should know his 
line of cars and trucks far better 
than those of any competitor. If 
he sets things up right, uses sound 
service sales promotion—and plenty 

of it—and makes every contact a 
source of owner satisfaction and 
goodwill he simply cannot fail to 
make a handsome service profit. 
There is no legerdemain about it. 
The business is there and simply 
awaits cultivation. 

“The dealer who neglects to 
seize this outstanding opportunity 
has only himself to blame if his 
business shows little or no profit 
when its final figures for the year 
have been computed.” 


Below-Dealer Prices on 450 Chevrolets .. . 





PAA Raps Factory Sale to State 


HARRISBURG, Pa.—The Penn- 
sylvania Automotive Assn. has 
urged dealers to ask their factories 


to sell cars to state and local gov- | 


ernments at prices no less than 
those available to the dealers— 
plus a fair delivery and handling 
charge for the dealers. 





Floor Space for Auto Show— 


The Chicago Automobile Trade Assn. has allotted 135,000 square feet of floor 
space in the International Amphitheater to representatives of 16 auto makers for 
the 1956 Chicago Automobile Show, Jan. 7-15. Members of the show committee 
are, from left, Joseph P. Mcinerney (Chevrolet), Walter A. Gerwig (Buick), Chairman 


Earl T. Zweifel (Ford), CATA President 





“If they (the factories) are go- 
ing to cut prices to the state, 
then they should lower prices to 
everyone,” the bulletin declared. 

This PAA action followed a state- 
ment from William D. Thomas, of 
the State Department of Property 
and Supplies, that a contract for 


Cc. J. McCorkle (DeSoto), Show Manager 


Edward L. Cleary, Max S. Evans (Oldsmobile), Jerry H. Cizek (Chrysler-Plymouth), and 


M. F. McCarty (International Harvester). 








NADA Hikes Horsepower 
Of Membership Drive 


WASHINGTON. — In its pro- 
gram to reach more new-car and 
new-truck dealers NADA has ex- 
panded its membership drive con- 
siderably in the past few months. 

New material to be used in an- 
nual GAD (Give-A-Day-To-Your 
Associations) programs sched- 
uled for about 40 states during 
October will be sent to all state 
association managers by this 
week. 


This material includes a leaflet 
describing in detail the quarterly 
bulletins issued by NADA on dealer 
profit and loss figures. These bul- 
letins, designed to cover operating 
expenses, inventories, profits, losses 
and a host of other financial de- 
tails for dealers, are issued for 
each make of car and for four dif- 
ferent size dealerships. Space is 
provided on each bulletin for deal- 
ers to fill in their own figures for 
comparison. 

Another leaflet describes what 
NADA is doing to help rid the in- 
dustry of bootlegging and phantom 
freight and to help reduce dealer 
losses on warranty service through 
the reinsertion of definite areas of 
sales responsibilities. 


Another leaflet contains quotes 
from letters sent to NADA by 
dealers telling the advantages of 
NADA membership. 

Also, NADA has completely 
changed its membership certificate 
and is now offering frames for the 
three-colored certificate at cost plus 
handling for $1. This frame also 
can be used for the recently-issued 
NADA code of ethics. - 

In discussing the membership 
drive, H. L. Galles jr., chairman 
of the NADA membership commit- 
tee, said, “Considering the number 
of changes that have taken place 
in dealerships during the past year 
NADA’s membership is in excellent 
shape. By and large most dealers 
are now members of NADA. 

“There are some who have 
opened dealerships in the past 
few months who have not been 
contacted and there are a few 
who have allowed their member- 
ship to lapse during the summer 


Ohio Dealers to Hold 


Convention in Cincinnati 


CINCINNATI. — The Ohio Auto- 
mobile Dealers Assn. has announced 
that its 22nd annual convention 
will be held here, Nov. 13-16. 


The association said that the 
local headquarters for the meeting 
will be located in the Netherland- 
Plaza Hotel. 


months. Our dues collections dur- 
ing June, July and August were 
well above those in 1954, and, in 
numbers, we’ve lost comparatively 
few dealers this summer.” 


In the manual for area chairmen, 
Galles said, “If every member of 
the National Automobile Dealers 
Assn. were to drive the new car he 
sells in a procession there would 
be a line of cars approximately 200 
miles long. Allowing adequate space 
for moving along on the highway 
the procession would extend from 
Washington to New York.” 

Galles said that if dealer mem- 
bers, their families, their employes 
and their employes’ families were 
grouped into one locality that you 
would have as many people as live 
in the five states of Idaho, Mon- 
tana, Nevada, Utah and Wyoming. 

The coming GAD drive will be 
the eighth. Except for 1953 when 
the GAD program was staged in 
May the drive has always been in 
October. 

Essentially the drive consists 
of personal calls on non-members 
by the more than 2,800 NADA 
area chairmen whose appoint- 
ments run from July ist through 
next June 30th. 

Serving with Galles on the mem- 
bership committee are R. D. Mc- 
Kay, vice-chairman, Wichita, Kans.; 
Birkett Williams, Cleveland; David 
N. Holmes, Battle Creek, Mich., and 
J. E. Sharp, Beckley, W. Va. 





450 new cars had been awarded to 
the Chevrolet division for $1,139 to 
$1,223 per unit. 

Chevrolet bid $1,139 each for 270 
two-door sedans; $1,172 each for 
150 four-door sedans, and $1,223 
each for 30 models with overdrive, 
dual exhaust and rear-view mirrors 
for the state police. 

The association stated, “If the 
factory can afford to sell auto- 
mobiles to political subdivisions 
for less than they sell the same 
automobiles to their dealers, the 
statement ‘Maybe car prices are 
too high,’ is entirely in order. 

“Following the announcement 
that the State was buying cars for 

$1,139, many of our dealers’ cus- 
tomers wondered who was telling 
the truth when dealers complained 
about low profits. They are led to 
believe that dealers buy automo- 
biles for less than $1,139 when ac- 
tually the dealers’ cost is consid- 
erably more.” 

It was pointed out that the news- 
paper stories on the subject did 
not mention that the state cars are 
exempt from excise and state taxes 
or that the price is under dealer 
cost, even when figuring in the 
state’s tax advantage. 

PAA stated, “This is only the 
first move for, according to news- 
Paper accounts, the state plans 
to replace its 3,200 automobiles 
annually ... thus placing on the 
used-car market 3,200 one-year- 
old automobiles to be sold di- 
rectly to the general public rath- 
er than traded in to dealers. 

“We do not blame the state for 
obtaining new automobiles at the 
lowest prive possible but there is 
no excuse for any automobile fac- 
tory to upset the market and dis- 
tort public thinking by undercut- 
ting its own dealers.” 

Meanwhile, the Pennsylvania De- 
partment of Property and Supplies 
hailed the first large-scale sale of 
state cars to the public ag success- 
ful beyond expectations. 

Thomas said receipts from the 
sale of 100 cars on a bid basis 
last month totaled $41,156 for an 
average bid of $411. 

He said 200 more cars will be 
offered for sale in October and the 
program will accelerate until the 
state will be selling its entire fleet 
of cars annually within a year. 
The program is expected to save 
Pennsylvania $2.5 million yearly. 


NADA Executive Unit 


To Meet in Washington 


WASHINGTON. — The NADA 
executive committee will open a 
two-day meeting here tomorrow 
(Sept. 13). 

On the agenda are the next 
steps for the national association 
to take in the nation’s highway 
and parking problems, the Senate 
subcommittee which is making a 
study of “all phases of automo- 
bile marketing” and the coming 
NADA convention and exhibition 
in Washington, Jan. 29 to Feb. 1. 





~ 





- 





Reneaus Aid Driver Training— 


Hundreds of high school students in Chula Vista, Calif., will receive their driver 
training in two new dual-controlled Chevrolets loaned to the school system by Lov 
and Travis Reneau, co-owners of South Bay Chevrolet Co. From left, Lou Reneau 
presents keys to Robert O. Sprague, principal of Mar Vista High School, while Travis 
Reneau gives keys to Joseph Rindone jr., Chula Vista High School principal. 
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Used-Car Stockpile 
Climbs from °55 Low 


(Continued from Page 1) 


temporarily withdrawn from the 
market and others have sharply 
curtailed buying activity. That is 
because all models will shortly be- 
come “one year older’—asg '56s are 
introduced. 

So the spate of tradeins has 
seen used cars backing up on 
dealers’ lots. This could signal 
used-car difficulty in months 
ahead for dealers who don’t take 


e Names 7 
To Regional, 
District Posts 


DETROIT. — Seven new appoint- 
ments have been announced by 
Dodge in various offices across the 
nation. 

J. F. Fox has been named Cin- 

_cinnati regional service manager; 
William H. Bushkin is San Fran- 
cisco regional service manager; 
Dunbar Francis Lippitt jr. Min- 
neapolis region new-car sales and 
distribution manager; Robert O. 
Clemens, Syracuse region new-car 
sales and distribution manager; 
Edward J. Kennedy, Newburgh 
(N. Y.) district manager; Clarence 
B. Eckhart, New York regional 
service representative, and John S. 
Alwen jr., Seattle city manager. 


Mercury, Lincoln 
Hike Smith, Abely 


DETROIT. — Traver C. Smith 
has been appointed manager of the 
Boston sales district of Mercury 


division of Ford Motor Co, it was 
announced by Joseph E. Bayne, 
general sales manager. 

Smith succeeds J. F. Abely, who 
has been named Lincoln division 
sales liaison manager. Abely will 
be located in Detroit. 

Smith joined Lincoln - Mercury 
division in 1946 and has been na- 
tional used-car manager, business 
Management manager and special 
assistant to the general sales man- 


ager. 
Abely, a veteran of 36 years in 


the automotive business, joined 
Ford’s Boston District as a special 
sales representative in 1939 and 
Was appointed manager of the Bos- 
ton Lincoln-Mercury district when 
it was formed in 1947. 


General Motors’ Powerama— 
Spread over one million square feet of 


immediate steps to keep their 
used-car operations in trim. 

A year ago, when used-car stocks 
also were heavy, dealers cleaned 
out new cars early and had one to 
two weeks to concentrate entirely 
on their used-car department. 

This year, with the new-car 
cleanup apparently going to over- 
lap new-model introductions, deal- 
ers won’t have a chance to take a 
good look at their used cars before 
they become embroiled in new- 
model shenanigans. 

The last four to eight weeks of 
the cleanup and the same amount 
of time in the new-model year will 
therefore signal the critical period 
for used cars, as far as franchised 
dealers are concerned. 

* + - 


Yate dealers say they are 
keeping used cars moving 
through attractive pricing and thor- 
ough reconditioning. One stressed 
quick reconditioning. 

Other retailers have stepped 
up advertising—in quality as well 
as quantity. Another said he was 
giving his prime used pieces more 
Prominent display. 

One dealer in the Upper Midwest 
said he had stepped up the required 
number of daily calls by used-car 
salesmen and was getting good re- 
sults. 

* * + 

- AN apparent paradox, the 

overall average price of used cars 
sold at wholesale auction last week 
increased $6 to $775, according to 
Automotive News’ index. That was 
$4 higher than it had been a month 
earlier. 

On last week’s index, all models 
except two showed increases. The 
exceptions were ’51s, which fell 
$4 to $449, and ’55s, which 
dropped $32 to $2,072. Both prices 
represented record lows. 

Other models on the index ad- 
vanced as follows: '49s, up $6 to 
$233; '52s, up $8 to $648; ’53s, up 
$13 to $943; 50s, up $17 to $340; 
488, up $22 to $187, and ’54s, up 
$25 to $1,332. 


Chevrolet Adds Seat Belt 
As Option on ’56 Models 


DETROIT. — Seat belts and 
shoulder harness will be offered 
as optional accessories on Chev- 
rolet’s 1956 models, T. H. Keat- 
ing, general manager, announced 
last week. 

Special kits containing factory- 
approved seat belt components 
will be available through Chev- 
rolet dealers, Keating said, and 
will offer seat belts or belt and 
shoulder-harness combinations. 

“But, they are not a guarantee 


that respect still lies in safe driv- 
ing habits and proper mainte- 
nance to keep the car operating 
at peak efficiency.” 


Rosenstock Takes ‘Em by Bargeload— 


One of three barge loads of DeSoto Fireflites, the largest single shipment to arrive 
at one time in Texas, is being unloaded for Rosenstock Motors (DeSoto-Plymouth) in 
Houston. On hand to meet the shipment are Julius Rosenstock, left, and Al Duderstadt, 
Dallas DeSoto regional manager. Rosenstock is a DeSoto grand award winner. 


New August Sales Marks 
Claimed by Auto Makers 


August and its hot weather didn’t 
stop the sales pace of 1955, accord- 
ing to various manufacturers in 
reports issued last week covering 
the month’s business. Among those 
reporting were: 


Cadillac 


Cadillac new-car sales during 
August soared to a high of 14,034 
it has been announced by J. M. 
Roche, general sales manager. 

This new mark represents the 
highest total for the month of 
August in Cadillac’s 53-year his- 
tory. The old August record of 
13,604 cars was established in 1950. 

The August sales figure is second 
best for 1955, topped only by March 
when 14,639 cars were delivered. It 
is the third highest month in Cad- 
illac sales history, exceeded only by 
December, 1954, and March, 1955, 
Roche said. 


Mercury 


More Mercurys were sold in the 
first eight months of 1955 than in 
all of 1954, Joseph E. Bayne, gen- 
eral sales manager of Mercury divi- 
sion, announced. 

Mercury’s eight-month total was 
271,441, compared with 268,613 in 
all of 1954. 

August sales were 35,966, a record 
for the month. It was the third best 
month in Mercury history. 


Nash 


Nash new-car sales in August 
soared 25.70 percent over the same 
month of 1954, Roy Abernethy, sales 
vice-president, has announced. 

Sales totaled 7,791, compared with 
6,200 in August, 1954. Sales of new 


cars in the first eight months of} 


this year rose 21 percent over the 
same period of last year, Abernethy 
said. The January to August total 
climbed to 70,272, against 58,072 
last year. 

The Rambler and Ambassador 


‘jlead the gains in both the month 


-= | while 


and year-to-date sales, Abernethy 
pointed out. Rambler sales were up 
56.30 percent in August, 71.70 per- 
cent in the first eight months, 
Ambassador deliveries 
climbed 33.30 percent and 21.30 per- 
cent respectively. 
Buick 

Buick sales during the first eight 
months of 1955 totaled 530,243, ex- 
ceeding sales for the full year of 
1954 by nearly 13,000, Ivan L. Wiles, 
general manager of Buick, reported. 

Wiles said 1955 sales are within 
5 percent of Buick’s 12-month 


4isales record of 556,203, established 


in 1950. 

August sales were 69,090, a Buick 
record for that month. Deliveries 
for the last 10 days of the month 
were 23,960. 


Oldsmobile 
J. F. Wolfram, general manager 


te of Oldsmobile, reports that during 


Chicago's lakefront is the General Motors’ 


August, Oldsmobile dealers deliv- 
ered 56,032 new cars, a new peak 
for that month and 151 percent of 


Oldsmobile’s total for the first eight 
months of 1955 to 421,239 new cars, 
surpassing the best 12-month period 
in Oldsmobile’s history. That was 
1954, when Oldsmobile dealers de- 
livered 412,431 new cars to cus- 
tomers. 

August retail sales this year were 
climaxed by a final record 10-day 
period in which 20,251 new Olds- 
mobiles were delivered, Wolfram 
said. This marks the fifth 10-day 
period this year in which Oldsmo- 
bile sales have topped the 20,000 
figure, he added. 


Nash Launches 
‘Totem’ Contest 


In Service, Parts 


DETROIT. — With a slogan of 
“Don’t Be Low Man on the Totem 
Pole,” Nash has launched a four- 
month contest for dealership parts 
and service managers. 

Prizes of up to $175 value in mer- 
chandise will be awarded to 210 
winners, according to C. M. Tilling- 
hast, Nash general parts and serv- 
ice manager. 

Prizes will be awarded on a basis 
of percent of quota of customer 
labor sales attained and percent of 
quota of parts sales. 

Each winner will receive 10,000 
prize points for merchandise. In 
addition, the top man in each of the 
21 zones will win the grand totem 
pole zone award of 13,000 additional 
points. 


South Wind Says 


New Heater Is 
Hotter, Faster 


INDIANAPOLIS. — The South 
Wind division of Stewart-Warner 
Corp. has developed a new auto 
heating system which it says de- 
livers heat 60 percent hotter and 
400 percent faster than other avail- 
able heaters. 

The new system is completely 
independent of the engine and the 
manufacturer says it employs prin- 
ciples used in aircraft heaters. Air 
is changed in the vehicle every 60 
seconds. 

A thermostat in the heat duct 
provides contro] through a range 
of 65 to 180 degrees Fahrenheit, 
about 40 degrees warmer than heat- 
ers using engine coolant as a heat 
source. Inside temperature is auto- 
matically maintained at a selected 
level by the thermostat. 

The heater will be available as 
optional equipment on two 1956- 
model cars, the company said. It 
utilizes the standard blower and 
instrument panel controls, as well 





‘Independent’ Nester 


South Wind's new heating system is - 
said to be completely independent of the 
car's engine or coolant, delivers heated 
air from the outside almost instantly, and 
automatically maintains a _ pre-selected 
temperature. The system will be available 
as optional equipment on two 1956 model 
cars. 

 . ae 


as the distribution chambers inside 
the car and the fresh air intake. 

South Wind officials say the 
quick heat feature is particularly 
desirable for modern cars 
overhead - valve, high - compression 
engines because of their slow 
warm-up. 


$150,000 Fire Sweeps 
Robinson Motors 

SALEM, Ore.—A $150,000 fire at 
the Robinson Motor Car Co. de- 
stroyed 20 automobiles, two buses 
and $10,000 worth of tires. The loss 
was partially covered by insurance. 


Used-Car Bulletin from Detroit... 


Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


Sept. 7 
(Sale off $50 to $100. Sold 62 per- 
cent of 166 cars entered.) 
BUICK—’55 Super conv., 
Century 4-dr., $1,510*. '53 Super Ri- 
viera coupe, $1,180*, $1,100* (ps), 
$1,075; 4-dr., $925*; Special Riviera 
coupe, $1,035; 4-dr., $1,035, $1,030. 
*52 Super Riviera coupe, $865*; 4-dr., 
$800*; Special 4-dr., $725. '51 Super 
Riviera coupe, $630*; Special 4-dr., 
- 


$500°*. 
CHEVROLET—'55 One-fifty (8) 2-dr., 
. "54 Two-ten station wagon, 
; 2-dr., $1,070; 4-dr., $1,010. 
"53 Bel Air 2-dr., $1,000*, $880, $830; 
4-dr., $815*; One-fifty 2-dr., $580. 
SL Deluxe 2- dr., $420°. 
CHRYSLER—'53 NY club coupe, $925°; 
4-dr., $850°; Windsor 4-dr., $490; 
club coupe, $480°. ss) | Windsor Sport 
coupe, gt 4-dr., $420°. °49 club 
coupe, 
at Fire Dome (8) Sport 
coupe, $2,285* (ps). ‘53 Fire Dome 
(8) 4-dr., $1,015", $950*. 
DODGE—'53 Coronet (8) club coupe, 
$750, $710*; Sport coupe, $680*. '52 
Meadowbrook club coupe, $410. ‘51 
ig 4-dr., $200. °50 roadster, 
1 
FORD—’55 Custom (8) 4-dr., $1,640*. 
’54 Main (8) Ranch Wagon, $1,400; 
7s dr., $850; Crest (8) Victoria, $1,- 
260°; Custom 


; Country sedan, $1, 
a 4-dr., $1,065; 2-dr., $1,050. "653 


$2,600*. ‘54 


Crest (8) Victoria, $1,125*, $1,100; 
Custom (8) 2-dr., $825*, $800, $755*; 
4-dr., $725; Custom (6) 2-dr., $680; 
%-ton pickup, $660. ’52 Custom (8) 
4-dr., $635*, $530; Custom (6) 2-dr 
$570; Main (6) 4-dr., $570; Main (8) 
2-dr., $370. ’51 Custom (8) Victoria, 
$525, $510*; club coupe, $320*; 4-dr., 
$430*; Custom (6) 2-dr., $570; De- 
luxe (6) 2-dr., \ 
tom (6) 2-dr., $175 

HUDSON—’53 Hornet club coupe, $700*. 
52 Hornet Sport coupe, $490°. 

— 4-dr., *, "51 4-dr., 


$17 
LINCOLN—’ 53 Sport coupe, 
’52 4-dr., $880*. 
MERCURY — ’52 4-dr., $720*, 
"51 club coupe, $450 
NASH—'53 Rambler 4 ar $660. 
OBILE—’54 (88) Holiday, $1,- 
. "53 (88) 4-dr., $1,285" (ps), 
. *51 (98) 4-dr., ¥ iso; 


$2,675* (ps). 


’54 Plaza club coupe, 
. °53 Cranbrook 2-dr., $680, 2 
at $590, $515; 4-dr., $640; club 
. °52 Cambridge club 

25. 


$1,660*. 
$710*. 


PONTIAC—’53 Chieftain (8) Catalina, 
$1,175*, $1,160*; 4-dr., $955°; 2-dr., 
$905*. °52 Chieftain (8) Catalina, 


'54 Champion “club 


the 37,054 new cars delivered in 
August, 1954, which was the previ- 
ous mark. 

The August deliveries brought | 


“Indicates automatic transmission or overdrive and (ps), power steering. 


Powerama, “world's fair of power," celebrating the achievement of GM's creation of 
Other Auction Reports are on Pages 50, 51, 52, 53, 55 


its 100 millionth diesel horsepower. The circular area is the theme center around 
which are more than 250 exhibits, including marine displays along the loke at the 
right. The show will remain open until Sept. 25. 
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ume for a Fresh Start 


the showroom, in the shop and on the used car lot. 


ee. Have you ever thought 
of all the ways in which autumn is really the “fresh start” time 
of year—even more so than January? 

So many things happen when autumn rolls around—chil- 
dren starting back to school . . . people starting new jobs. . . 
families moving into new communities and new homes. . . 
teachers starting a new school year...clean-up of current 
model cars and the introduction of new models. 

And what does all this mean to you? With aggressive and 
intelligent salesmanship, it can mean just one thing—a new 
“fresh start’ season full of car selling opportunities. The turn- 
ing of the calendar in September is the signal that vacation 


days are over and that greater sales action is the keynote in 


To help you make the most of your selling opportunities, 
we suggest that you consult Universal C.I.T.’s manual en- 
titled “Continuing Program for Developing Dealer Profits.” 
This program, now in its second year, places in your hands 
dozens of tested, practical and profitable ideas collected from 
successful dealers all over the country . . . ideas on “Locating 
Prospects”, “Promoting Car Sales”, “Controlling Finance 
Sales”, and “Following Thru on the Sale.” 

Your Universal C.1.T. District Manager has the full story. 
He’s ready to help you cash in on all your sales and profit 
opportunities during the months ahead. Why not give him a 


call right now? 


Universal C.1-T) Credit Corporation 


One Park Avenue, New York 16, New York 


OVER 440 OFFICES SERVING THE 


UNITED STATES AND CANADA* 


*In Canada, Canadian Acceptance Corporation Limited 
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| asked. “No ... it can’t be done,” 

: was the answer. 
VE Beasley-Cross told the public that 
1] = | it pays the same price for new cars 


® « a (Wk Gv 
Intense Ad Frenzy Wiltin Ape [sau"trucks ‘ne tie “ont lara 
TAR dealer or any other dealer.” 

| yt Bog oye d | “Don’t be misled by the big 
By W. C. Lockwood The advertisement — announcing |a low-mileage convertible free at NEW CLUWIATIE. bulls— wild hogs—big bears— 
Stall Writer la “stupidendug sale’ was sand-|the first 300 ladies after our doors | ee wheel and card deals—or other 
DETROIT.—As the cleanup sea-| wiched between one carried by Pat-| open (bring your own battery| » gimmicks in today’s advertise- 
gon moves deeper into September, | terson-Ford—which offered 1955 charger); over 8,000 cars delivered | > | ments. Remember, nobody is go- 
the drive to sell out the 1955s is| Fords for as low as $195 down and , , biewer ing to give you ‘something for 
e this year; we’re 10 times bigg thing’ It t be d ” the ad 

still racing along at a red hot pace | $49.95 per month—and another by thant evr other Qseler ta town | nothing.’ It can one! e 

but advertisements seem to have | “Superman” Bender (Mercury). y aa : , A said. 

lost much of the intense frenzy! The sale was limited, the ad The finale was: “At 11:35 a.m. | ! | The public was asked to trade on 
displayed during past weeks. | said, to a Saturday only. “We’ve Saturday morning, the whole | fry 4 difference. “After all is said 
Also, more attempts by dealers | flipped our lids! We're off our | agency will be blown up just for Z jos te the net ea is a 
to counter the blitz tendency | rocker!” it began. kicks. Tickets for this spectacu- 6) =" ; A an ~~ — the 
were noted. | Among the “deals” advertised; lar display now on sale at our | : ))} | es = it in wr ing—then i. 
However, a critical situation in|were: All cars to be sold at $300) parts counter at 75 cents a copy. Se = . he tee Saas deat bodaes 
New York was noted by the Times|under invoice; $4 down, 17 years! (we have already purchased 300 can aaa ~a aioe sean 
which said that there will be ap-|to pay, 3,500 cars to choose from; : ve y , 
ly 100,000 ’55s in dealers’| sales force of eight able-bodied | Pounds of TNT.) + | In another advertisement of this 
oe eae : en i = The kicker below said: “Silly, — | type, Packard Retail Branch, Pitts- 


han e be auctioned off to the 5 : : t ° 
aan tae. autedelinan ae hi * ue at bidder’ fom breakfast, | isn’t it? Of course. We don’t mean “So what if we ain’t eating— |burgh, phrased its message in a 


In St. Louis, Castles-Wilson|lunch and dinner, bring a friend; |it either, but why don’t you stop) we're selling cars, ain’t we?!” | “nonsense, it’s just horse sense” 
Buick Co. lashed out at zany dealer |free radios, .22 caliber rifles, bicy- by and check CW-55 which sincere- | ja ; saan 
offers in an ad intended to “point |cles, mud pie sets, Davy Crockett|!y means that we are making the | ' ere’s a lot of foggy thinking 
out how ridiculous some of the au-|suits and 4.50 percent rate charts longest trades in our 35 year his- | Cross Chevrolet Co. also tried to about used-car buying. All it really 
tomobile advertisments have be-|to all children under 65; one dozen tory. counter the blitz. consists of is that old Yankee cus- 


e . C. Beasley-! “Somethi thing?” it|tom of horse-trading. You have to 
come. : | Fones, & act of sterling silver and’ In Kannapolis, N. C. Beasley! = ee eee ang: | know how to judge soundness of 


limb and wind, and that means 
more than just looking into the 
equine dentures,” the ad read. 

Packard offered to “tell you 
how to test any car on our lot 
that interests you. We’re sure 
that Packard used cars are 
trades that will make everybody 
happy.” The cars advertised were 
called “today’s entries.” 

Elsewhere the cleanup picture 
looked like this: 

Avcusta, Ga.: United Motor Sales 
advertised a 1955 model liquidation 
sale, wholesale to dealers and pub- 
lic with downpayments as low as 
$69, first payment in 60 days and 
2% years on the balance. “We fi- 
nance anyone. Hurry, hurry, hurry.” 

Evanston, Itt.: Fohrman Motors 
(Packard) promised “it’s all free 
when you buy your new Packard at 

/ * Fohrman. An all-expense holiday 
in Paris for two. Fly ... direct 
/ EXCLUSIVE AY from Chicago. Finest hotel. All 
meals. Sight seeing and entertain- 

ment all included.” 


\ 
\ New York: Dexter Motors 
- ' (Dodge-Plymouth) announced that 
| . it must sell 220 cars in 30 days. 
\ \ 


Dodges were offered as low as $1,- 

826, Plymouths, $1,769 with no cash 

\ down and three years to pay at 

| bank rates; Crest Olds Corp. told 

the public help was wanted to move 

WITH ONE I 107 cars. “Since our terrific volume 
I for the first six months has cov- 


Some Dealers Ridicule Blitz .. . 





CAVALIER 


4 a 









in 


. 
ANY POSITION 


the aristocrat 







ered our whole year’s overhead, we 
MOVEMENT! ] can really make you a sensational 
deal,” Crest said. 

Jensational new development I Leff Motors Corp., Manhattan, 
and H. R. Motors, Inc., the Bronx, 
(both DeSoto - Plymouth) joined 
in an advertisement that said 
“even Groucho is amazed” at the 
cash savings. Charles Kreisler, 
Inc. (Oldsmobile), staged a 
“cleanup sale” to move 400 cars 
“left to be sold between now and 
November” with up to three 
years to pay. 

Of 21 dealers buying display ads 
on one page of a New York news- 
paper, six of them were Oldsmo- 
bile; three, Buick; three, DeSoto- 
Plymouth; two, Cadillac; two, 
Dodge-Plymouth, and one Chevro- 
let, Chrysler-Plymouth, Ford, Pack- 
ard and foreign. 

Rootes Motor Corp. advertised 
the Sunbeam this way: “You are 
cordially invited to a demonstra- 
tion without obligation at your 
home or office.” There was no men- 
tion of price or terms. 

SPRINGFIELD, ItL.: Springfield Mo- 
tors, Inc., offered $1,200 discounts 
on Lincolns and $700 on Mercurys 
and noted that “the 1956 cars will 


of body mount 










mirrors 





Positive friction adjustment «+ Eliminates loose heads 


Precision bearing movement « Roller bearing action be higher (in price).” R. E. Broe, 
Inc. (Dodge-Plymouth), advertised 
PT Mae eal ee Lat Tt dale -Tut J (Thal) new models of both makes at $100 


over invoice. 

Capital City Motors (Ford) 
Far greater horizontal and vertical movement also stressed the possibility of a 
price hike: “Remember, the 1956 
cars will be higher in price.” Cap- 
ital pledged the “greatest new 


: CEE Ue | car sale ever to hit Springfield” 
and offered cars as low as $1,- 
V7 Pr U Be 849.50 equipped with heater, turn 


Permanent vise grip body mounting — left or right 


male wel) 0-021  SaESEae dT Ls 
SCR ene rec tte 3 rae) 


signals, oil filters and P.A. 

UN TY wipers. 
Dea Giuffre Buick, Inc., invited buy 
ar ers to “share our gold fortune.’ 
A The ad was illustrated with a coir 
MANUFACTURING COMPANY — in three segments, dealer cost it 
black, taxes in gray and profit ir 
Makers of Safetylights, outside rear view mis foglights, back-up light white. An arrow indicated that th« 


profit was “yours for the asking.’ 
The deal was outlined as “cas! 
2909 SOUTH INDIANA AVENUE ~ CHICAGO 16, ILLINOIS value plus our profit for your car.’ 


d fire yht deck ald Y ch ght ind emeraency 


PirtsBurRGH: East Liberty Motor 


(“the original discount house, nev 
| (Continued on Page 61, Col. 3) 
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All advertisers—classified, national or retail—want action. 
To get it, they pick THE INQUIRER. Proof? THE 
INQUIRER is tops in every important advertising 
classification and is now in its 22nd consecutive year of 
total advertising leadership in Delaware Valley, U. S. A. 
Of course you want action, too. See us. 


Big Industries Expand in 
DELAWARE VALLEY, U.S.A. 


62% of Delaware Valley homes are % + = 
owner-occupied—and families in e e ta 1 wirer 
America’s 3rd Market spend heavily to 


furnish and improve them. Effective 





buying income over $8 billion annually. Constructively Serving Delaware Valley, U.S.A. 
Exclusive Advertising Representatives: West Coast Representatives: 
NEW YORK CHICAGO DETROIT SAN FRANCISCO LOS ANGELES 
ROBERT T. DEVLIN, JR. EDWARD J. LYNCH GEORGE S. Dix FITZPATRICK ASSOCIATES FITZPATRICK ASSOCIATES 
342 Madison Ave. 20 N. Wacker Drive Penobscot Bldg. 155 Montgomery St. 3460 Wilshire Boulevard 


Murray Hill 2-5838 Andover 3-6270 Woodward 5-7260 Garfield 1-7946 Dunkirk 5-3557 
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Philadelphia Deal Hires 21 You 


AUTOMOTIVE NEWS, SEPTEMBER 12, 1955 


Men... 


Wanted Inexperienced Salesmen 


By Norman Shigon 
Staff Correspondent 

PHILADELPHIA. — “We don’t 
hire experienced salesmen. They’ve 
been softened up during the lush 
days. We like to take young fel- 
lows who have never owned their 
own yachts but would like to.” 

These are the views of Murray 
W. Kester, general manager of 
Chestnut -Ford here, whose 24- 
man sales force has 21 young men 
who have been hired in the past 
year. He continued: 

“We like to convert Fuller brush 
salesmen and other house-to-house 
salesmen. These fellows are more 
on their toes than the salesmen 
who wear flowers in their lapels. 

“There is very little room left in 
this business for the fast wrap-up- 
deal men since most potential cus- 
tomers are shoppers. Most sales 
now are made by salesmen who 
beat the bushes rather than sales- 
men in the showroom.” 

Maintaining that there is still 
money in auto retailing, Kester 


said many dealers were making 
money in former years in spite 
of themselves. 

“Now,” he continued, “They really 
have to know their business. A well- 
run dealership can get a good re- 


Swindle on Contracts 


Reported by BBB 


NEW ORLEANS. — Auto buy- 
ers are being swindled by a few 
dealers in this area who trick 
them into signing blank purchase 
contracts, according to the Better 
— Bureau of New Orleans, 

ne, 

James W. Barr, manager of the 
bureau, said: “One man was 
promised $1,700 for his old car. 
He signed a blank purchase con- 
tract and learned two weeks later 
that the dealer had filled in a 
tradein allowance of only $1,300. 
In addition, his last payment— 
the balloon note—was increased 
from a promised $600 to $1,200.” 


turn on its investment—perhaps a 
better return than in many other 
business ventures.” 

Aggressive salesmanship is 
stressed at Chestnut Ford. Each 
man must be on the job at 8:30 a.m. 
with 25 postcards made out for the 
daily sales meeting. If a man misses 
a meeting, he is fined $1; if he 
misses two: meetings, he is fined 
$2; he is fired if he misses three 
meetings. 

Kester, a speaker of consider- 
able reputation, livens up the 
meetings with stories and jokes. 
He is a member of the famous 
Friar’s Club and produces the 
sales show for Ford salesmen in 
the Chester (Pa.) area every 


year. 

The firm runs many contests. 
Currently it is awarding $500 in 
prizes to the salesman who sells 
the most cars over his quota, the 
salesman who gets the most finance 
deals and the salesman with the 
most used-car appraisals. 

Kester reports that the salesman 


Bound for the U. $.— 


This new Lancia “Spyder” sports car is 
being loaded aboard the freighter S. S. 
President Madison in an Italian port for 
shipment to the U. S. and the American 
market. The “Spyder"’ is manufactured by 
Lancia & Co., Turin, Italy. 


with the largest number of ap- 
praisals ig usually near the top in 
Sales because he has the most 
opportunities to sell. 

The new and used-car sales 
organizations at Chestnut - Ford 


The World’s Greatest Manufacturer of Belts for Men 
| Announces the New, Tested, Approved* 


RICKOK 


CAR 
CRASH 


SAFETY BELT 


The manufacturing skill that has made Hickok the world’s largest producer of men’s 
belts and accessories—the merchandising know-how that has made Hickok products 
best-sellers in more than 10,000 retail outlets—is now being devoted to producing 
and marketing the finest automobile safety belt ever devised. The Hickok Car Crash 
Safety Belt will be sold and installed through regular automotive retail channels. 
Territories are still open and jobber’s inquiries are invited. See address below. 


#Researched and Tested by Cornell University 
Aeronautical Laboratory, Inc., the Hickok 
Car Crash Safety Belt cuts automobile death 
and injury potential up to 66%, reduces driv- 
ing fatigue up to 33%. It is the “THE” safety 
belt designed by Cornell Laboratories, accord- 
ing to their own rigid specifications. In colors 
to harmonize with any car interior. 


SAFETY BELTS ARE IN THE NEWS! 


“Don’t be surprised if seat belt options are announced by 
one or more car manufacturers during the next month.” 


Automotive News 


“To protect yourself in today’s cars, the Cornell (Uni- 
versity) staff recommends a safety belt, warning, how- 
ever, that not all of the 36 belt models on the market 
protect the car occupant properly. The belt must be 
anchored to the frame of the car...and must be able 
to withstand at least a 3000 pound load per person.” 


This Week Magazine 


“Safety Belt Saves Driver in Crash.” 
Headline from Syracuse Post-Standard 


“Resolved: That the American Medical Association rec- 
ommends to the motor car manufacturer of America 
that they equip all automobiles with safety belts...” 

Proceedings of the A.M.A. San Francisco Meeting 


Anchored firmly to frame of car—not to seats, 
floors or doors, which easily rip loose—the 
Hickok Safety Belt holds seat and rider in 


place, withstands loop loads 


up to 3000 


pounds... yet installation takes only one-half 
to three-quarters of an hour! In colors to 
match or complement any car interior. Made 
to fit most makes and models of cars. 


7 STAR MERCHANDISING PACKAGE 


To help you tap this $2,000,000,000 market! 


the advertising. 


>t >t bt Ot ot 


1000 LINE NEWSPAPER AD in cities where distribution 
is adequately started. Ad to include dealer names. 


FOLLOW-UP NEWSPAPER ADS after the 1000 line ad 
has run. These also to include dealer names. 


FREE MAT ADS for use by retailers and jobbers. 
FREE CONSUMER BROCHURES for use on retail counters. 
FREE SHOWROOM DISPLAY that ties in solidly with 


FREE PUBLICITY RELEASES for use in local newspapers. 


FREE ¥2 HOUR FILM on safety belt research for show- 
ing at PTA meetings, schools, clubs, etc. 


INQUIRIES INVITED FROM AUTOMOBILE MANUFACTURERS AND JOBBERS 


Write or Phone: Hickok Automotive Safety. Division of the Hickok Mfg. Company, Rochester 1, New York 





are separate. Each group has 12 
salesmen. Kester believes that 
this plan makes each salesman 
an expert in a different type of 
selling. 

The plan has been successful to 
the extent that, Kester says, “While 
most new-car dealers are consti- 
pated with used cars, we are in the 
market for them.” 

The company has an unusual 
mailing piece for prospective cus- 
tomers. It sends out picture post- 
cards with cartoons especially de- 
signed for the firm. 

Chestnut-Ford has three Negro 
salesmen and one Negro sales- 
woman. They are not restricted 
to handling colored trade. Al- 
though Philadelphia is a town 
where prejudice is at a low level, 
the practice has received com- 
mendation from many organiza- 
tions and from the Negro press. 
Kester tries to make his adver- 

tising a little different and he 
thinks advertising should offer ideas 
ag well as prices. 

Recently he advertised that 
Chestnut-Ford didn’t care which 
dealership was first but that it 
would offer the best deal it could. 

“The thing that makes a good 
dealership is a lot of traffic,” Kes- 
ter stated. He added that the things 
that produce traffic are personal 
contacts, cold spears, telephone 
calls, would-you-takes and adver- 
tising which is consistent but a 
little different. 

In all these policies Kester has 
the backing of the major owner 
and president of Chestnut-Ford, 
27-year-old Robert Rosenfeld, who 
is a graduate of the Ford Mer- 
chandising School. The former 


| owners were Maxwell Milestone 


and Abe Rosenfeld, father of the 
present owner. 

A veteran of the auto business, 
Kester won a national sales con- 
test in 1922 for selling 69 cars in 
one month. His prize was a trip to 
Detroit and later a chance to have 
his own franchise. 

He took the franchise in 1926, 
operating on New York’s East Side 
until 1939 when he went to Scran- 
ton, Pa. as a Dodge distributor. 
From 1942 until 1954 he managed 
Motor-Twins in Wilkes-Barre, Pa. 

Kester views the present auto 
retailing industry as a “survival of 
the fittest” contest but he hopes 
that this is a temporary condition. 

As a temporary expedient, 

Chestnut-Ford recently conducted 
a sale of new Fords without a 

downpayment and payments 

spread over three years. The cus- 

tomer did not have to make a 

Payment for three months and 

for every new customer the buyer 

would bring in, he could post- 
pone his payment for another 

month. P 

Kester states that he would pre- 
fer to sell the merits of the car 
rather than price, and he is train- 
ing his salesmen to sell the merits. 

Commenting on service, Kester 
stated, “Customers are unhappy 
when they come to the service de- 
partment. It is most important that 
the work be done properly and the 
customer be kept happy. In fact, 
that is the whole idea of selling— 
keeping the customer happy.” 


Sales Tax Dies, 
But Pa. Dealers 
Find No Boom 


HARRISBURG, Pa. — (UTPS)— 
“Death of a Sales Tax” apparently 
was having little affect on automo- 
bile sales in Pennsylvania, accord- 
ing to reports from scattered deal- 
ers in the first few days after the 
sales tax expired at midnight, 
Aug. 31. 

Several dealers reported that 
some customers ordered cars sev- 
eral days before the one percent 
levy expired, but stipulated that 
delivery was not to be made until 
after Aug. 31 in order to save the 
tax. 


The tax on a car applied only to 
the cash difference between the 
price allowed on a tradein and the 
full purchase price of the new car. 

One large dealer saw “no differ- 
ence” in sales in the days immedi- 
ately following the expiration of 
the levy. He added, “I don’t think 
people realize the tax is off yet.” 

Another dealer said sales in- 
creases were “somewhat notice- 
able.” 

Most dealers feel sales will pick 
up as more people realize the tax 
is dead. 
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GLOBE HOISTS 
ARE DIFFERENT 


When you install a Globe Auto Hoist, you 
get the most for your money—and you get it first! 


Car servicing practices have changed—paced 
to the constant improvement in motor car design. 
Design “‘firsts’”’ introduced in Globe Auto Hoists en- 
able you to do faster, better, more profitable work 
on today’s cars—yes, even equip you to service the 
cars of the future. 


It is a widely known fact in the servicing 
industry that Globe puts more grinding, polishing, and 
honing work into the making of each cylinder than 
you'll find in any other lift. This means that you get 
the most for your money in a Globe Hoist—precision- 
built quality which will pay out in long, dependable 
service. Auto Hoists are the only product of Globe’s 
factories—and for more than a quarter century, Globe 
has devoted its entire ““know how” and machine facil- 
ities to this one specialized product. 


GLOBE HOISTS 
ARE BEST 


Mirror-smooth cylinder walls... precision- 
fitted moveable lower guide bearings . . . long-wearing, 
trouble-free packings—rugged superstructures... every 
Globe Hoist comes to you with quality built into 
every component. Time after time, Globe-patented and 
pioneered “‘firsts” have set the pace in lift design. 


Years ago, Globe introduced a nation-wide 
Authorized Service Depot organization which brings 
installation and service to you, wherever you are. 


GLOBE PATENTS 
The world-famous principle of “Frame-Kontact" lifting was invented, 
patented, pioneered and licensed by Globe Hoist Company. It is 
covered by the following U.S. Patents: 2458986—2593630— 
2583635—2612344—2612355—2654443. Other U.S. and For- 
eign Patents issued and pending. In addition to the above, fifty-six 
other Patents mark Globe's leadership in the automotive lift industry. 


B) THE BEST LIFT \ 
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Fam fie 


PRINCIPLE 


This Globe development has revolutionized 
automotive Hoists, makes possible savings in 
servicing time up to 60%. 


BLADE RAILS AND FLUSH FLOOR 
INSTALLATION... 
eliminates floor 
hazards, provides added 
accessibility, improves 
spotting. 


QUICKLY ADJUSTED ROLLER JACKS... 
equipped with 

large roller bearings and 

sturdy side braces, pro- 

vide a new order of con- 

venience of positioning 

under rear axle. 


LOAD-COMPENSATING 
LOWER BEARING... 

located below end of 
plunger, this feature assures 
smooth travel, permits off-center 
loads, gives extra strong, “‘two- 
fisted” support. 


LOW OIL CONTROL... 

automatically stops the 
rising cylinder when oil supply 
becomes depleted. Prevents for- 
mation of airpockets. 


LONG-LIFE PACKING... 

another important principle pioneered by 
Globe, keeps oil in, dirt and water out. Perform- 
ance tests of 60,000 lifts under heavy loads, 
equivalent to 12 years normal use, prove trouble- 
free wear-resistance of Globe designed packing. 


ee re 


FREE WHEEL TYPE 
AUTO HOISTS 


““FRAME-KONTACT"' HOISTS 
SINGLE POST TWO POST 


ROLL-ON TYPE 
AUTO HOISTS 


TWO POST 
TRUCK HOISTS 


TWO POST 
AUTO HOISTS 


FOUR POST ELECTRIC WHEEL TRANSMISSION 
eens eal elt Re.) DOLLY DOLLY 





AUTOMOTIVE NEWS, SEPTEMBER 12, 1955 





Building Through Human Relations .. . 


Teamwork in the Dealer Shop 


Eprror’s Note: One of a 
series of letters to inspire 
team spirit to be utilized by a 
service manager or dealer 
orally in staff meetings, by 
letter sent to the employe’s 
home or posted on dealer’s 
bulletin board. 


By John O. Munn 


Dear Fellow Worker: 


OB security is a great 
deal more important 
than Social Security. It re- 
quires a lot more than the 
Ne. 15 pittance we pay 
INA for Social Securi- 
series 9: but it pays a 
lot more. We get 
the proceeds of Job Secu- 
rity every pay day. Let’s 
look at the contribution we 
have to make to assure Job 
Security. 

We are exchanging our 
services for the money that 
is in the pay check. We 
really are paid by the peo- 
ple we serve. If they stop 
coming here, this business 
soon fades away and pro- 
duces no more income for 
any of us. 

These are good reasons why 
we should try to make our 


Southwest Show, 





With First 56s, 
Set for Oct. 7-23 | 


DALLAS. — The Southwestern | 
Automobile Show, the first of the| 
regional shows to display 1956 mod- 
els, will be held Oct. 7-23. 

It will be the 39th year of the| 
show, which runs concurrently | 
with the State Fair of Texas. 

Increased attendance over the 
record of approximately 5% million 
set last year is expected because 
the fair opens one day earlier this 
year, because of the higher general | 
level of business and the end of| 


services so desirable that our 
old customers keep on coming, 
and bringing in new ones. 

The best advertisement 
this concern can have is 
the good word spoken by 
a pleased customer to 
someone who is looking for 
a real automobile store. 


The big boss around 


here is the customer. Let’s 
| treat him kindly and cinch 
| our Job Security. 


Sincerely yours, 


CAR DEALER & 
COMPANY 
Manager 


| More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 


The longest auto 

race that ever took 
place... round-the-world 
in 1908...was won by 

a Thomas Flyer 
equipped with a 
Brown-Lipe Transmission 


. 


| New Type of School Buses— 


North Carolina has purchased 50 of these large Thomas school buses of a new 
| design which gives increased seating capacity. Made by P. A. Thomas Car Works, 
| Inc., High Point, N. C., they are built on GMC chassis with the body carried out 


' front over the engine. Another feature is a roll-out engine for easier maintenance. 


The race started in New York in February 
1908, with 6 cars entered, and primitive road 
conditions were encountered right from the 
stort. 


In the race across the U.S. to Seattle, western 
gumbo ond axle-deép water holes were con- 
quered by unfailing Brown-Lipe transmission 
of power. 


the drouth in the Southwest. 

J. N. Whitehurst, manager of the | 
Authorized New Car Dealers of 
Dallas, Inc., sponsor of the show, 
said that possibly a third of the) 
1956 models will be ready for dis-| 
play when the show opens and| 
that other makes would be un-| 
veiled before the show closes. 

Besides the American stock cars, 
there will also be numerous experi- | 
mental, antique, foreign and sport | 
cars on display. Chrysler President | 
L. L. Colbert will attend the) 
opening. 


L-Ms Add Continental 


Appointment of three Baltimore 
Lincoln-Mercury dealerships—Mar- 
tin J. Berry, Inc.; H. Hicks, Inc., 
and Moyer Motor Co. — as Conti- 
nental dealers has been announced 
by H. M. Cunningham, Washington 
district sales manager. The Conti- 
nental Mark II igs scheduled to 
appear this fall. 





After covering 13,000 land miles — 8,000 in 
low gear—the race ended in Paris 170 days 
later with the Thomas Flyer as the winner! 


Non-existent highways in Russia required 
travel for days at 10 miles per hour over ties 
of the Trans-Siberian Railroad. 


Shipped to Japan by boat, the sturdy Thomas 
Flyer once again started to blaze its own 
trails through roadiless country. 


—and a Parish Frame 
..-another Dana product... 
assured an unyielding backbone 
of strength for the winning 
Thomas Flyer! 
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Radar-Eye Robot | 
Applies Brakes 


Automatically 


| 


Rabaut, Detroit Democrat, has en- 
tered in the Congressional Record 
his experiences with a radar- 
equipped car that stops automati- 
cally if anything gets in its way. 

Developed by Carl Rashid, a De- 
troit safety engineer, the device 
uses a radar screen mounted below 
the grille work and extending the 
width of the auto, Rabaut said. 

It projects an impulse that is 
guaranteed to halt the car if any-| 
one or anything appears in its path, 


Equal shifts for 
driver convenience 


More leverage for 
ease in shifting 





Tocco fork pads 
for long wear 
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|he added. A similar device is 


| mounted on the rear for use when 
backing up. 


The faster the car is moving, the | 
|farther the radar beam projects. 
| At high speeds it will often begin 


stopping the car before the driver 


| i Ww! f object ahead. 
WASHINGTON, — Rep. Louis C.| "areas coe ontad 


“Tests were conducted in Michi- 


|gan wherein two radar-equipped 
| cars 


tried unsuccessfully at 50 
miles per hour to crash headon,” 
Rabaut stated. 

He noted that the device does 
not work when the car is going 
under 10 miles an hour so as not 
to hinder parking or entering a 
garage. 


| 

Wondering how new-car and truck pro- | 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story | 


every week throughout the year. 





How They're Pushing Sales .. . 





Dealer Ad Ideas 


The Winnah! 

ESULTS of stock car races that 

resulted from a friendly argu- 

|ment among some West Texas auto 
|dealers have been used with effect 
by Snodgrass Motor Co. (Stude- 
baker), Dumas, Tex. 

The arguments about their 
make cars performance led to 
the dealers finally agreeing to 
settle it on nearby “drag” tracks. 
When a Commander V-8—nick- 
named Davy Crockett—won at 
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The first selective type transmission 
in automotive history was shipped 
from the Brown-Lipe factory to E. R. 
Thomas Motor Company in 1906. As 
standard equipment in the Thomas 
Flyers in 1908, a Brown-Lipe Trans- 
mission helped one of these famous 
cars win First Place in the only round- 
the-world automobile race ever held. 

















Amarillo, Snodgrass took a full 
page newspaper ad to proclaim: 
“Studebaker wins again.” The ad 
said that “to the already long lists 
of ‘first’ in the economy and styling 
fields, Studebaker now adds an- 


| other first—speed.” 


* * * 


No Hokus Pokus 


HIS We Believe!” said Potzler 
Lincoln - Mercury, Inc., Plym- 
outh, Ind., in a newspaper ad, with 
the following explanation: 
“We believe that truth, _Plus fair 


Today, the Spicer Brown-Lipe Fully Synchronized Transmission is still setting out- 
standing records for ruggedness, economy and ease of operation in hundreds 
of thousands of heavy-duty truck and bus installations. 


Military and civilian service in all parts of the world have tested and proved 
correct the Spicer Fully Synchronized gear-shift principles illustrated here. 


Ask Spicer engineers to demonstrate the many advantages of the Spicer Brown- 
Lipe Fully Synchronized Transmission to your heavy duty needs in any field. 
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Alloy steel-carburized 
gears for more life 
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dealing, brings confidence. We do 
not believe in ‘hokus pokus’ or 
‘Tom Foolery.’ Sensible people want 
the facts. We Do Not have to sell 
any certain number of cars in any 
certain length of time. We will be 
pleased with all sales we make— 
one at a time. We Will Not try to 
make people think they are getting 
sometking for nothing; it just can’t 
be done. We Will Not stoop to 
unscrupulous methods to sell cars. 
If we advertise, we have the cars 
to deliver. 

“We Give Free courteous atten- 
tion, kind treatment and the kind 
of automobile deals we would like 
to get ourselves were we in your 
place. We Hope You will come in 
and try us. We will not fool 


a 
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Free Wheeling 


N PROMOTING a clearance sale 

of used cars traded in on new 
Chevroiets, L. O. Gates, Mishawaka, 
ind., offered “all this” free with 
each used car purchased: 

“Free Water in Your Radiator! 
Free Air in Your Tires! Free Water 
in Your Battery! Free Advice (Any 
iK<.nd); Free Conversation!” 

* +t oe 


‘Wish You Were Here’ 





Let Us Design and Build 
Your Next Display 


C. @. MITCHELL, INC. 


| 8? Main St. 


N EDITORIAL-TYPE adver- 

tisement has been used by 
Baker Motor Co., Inc. (DeSoto- 
Plymouth), Greenville, S. C., to 
stress integrity of an established, 
franchised dealer. 

Titled, “Wish You Were Here,” 
the ad tells the story of two 
young men who bought a car 
from a transient used-car dealer 
for a long trip and how they 
were aided by a “lot of wonderful 
repairmen along the way” who 
kept their “junker” going. 
However, they didn’t forget the 

chap at home who had sold them 
the car. They dutifully posted 
“Wish you were here” cards to him 
from spots along the way like 
Crocodile Pit, Leavenworth Prison 
and Death Valley. 


Warner to Head 
Cadillac Works 


DETROIT. — Harold G. Warner 
| has been appointed works manager 
| of Cadillac, according to Don E. 
| Ahrens, general 
| manager. Warner 
| succeeds Harold 
| A. Barber, who 
|retired Sept. 1 
|after 33 years 
| with Cadillac. 

Warner joined 
Cadillac in 1927 
|}and was gradu- 
ated from the 
GM Institute in 
1932. After hold- 
ing various posi- 
tions in the tool room, engineering 
|laboratory, tool design and cost 
|estimating department, he was ap- 
pointed foreman in final assembly 
in 1937. 

In 1945 he was named assistant 
master mechanic. In 1952 he was 
appointed general manufacturing 
superintendent of the Cadillac tank 
plant and the following year he 
transferred to Detroit to assist in 
the expansion of the manufactur- 
ing facilities at | the Cadillac plant. 





H. G. Warner 





L &F F ‘Motors Opens 


Lee Brietling and Fred T. Wiss- 
| cha have organized L & F Motors 
(Studebaker) in Sidney, Mont. 
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For Every Purpose 

Any Quantity 
Indoor—Outdoor 

Any Material 

Low COST 

Fast Service Anywhere 
Posters, Signs, Scotch Lite 
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Capsule Comment 


Senators probing the auto industry have sent a compre- 
hensive list of 20 questions to 40,000 U. S. dealers. 


Suggested Question No. 21: Would you trade the auto 
business for any other? 


* ¥ * 


Among the flurry of dizzy cleanup ads is one offering a 
free trip to the moon. 


The moon’s an open point for dealerships, with a good 
chance for territorial security. 
* * mm 
Colors on 1956 cars will be softer, more refined and 
more varied, according to auto stylists and paint company 
officials. 
Dealers will still be hunting for a pot of gold at the end 
of the rainbow. 
* * * 
Idea man in Iowa has set up a “truckport” with parking 
space, service department, sleeping quarters, television 
lounge and deluxe restaurant. 


But it isn’t a real truck stop if it doesn’t have a well-built 
blond dealing mugs of coffee and slabs of apple pie. 
* * * 


Ford Motor Co. has announced the creation of an advanced 
product study and engineering research office. 


Just the place to develop a device to keep the horn in 
the car behind you from blowing the split-second the light 
turns green. 

* * ae 
Seventy percent of all cars on the road today are owned 
free and clear, according to the American Finance Confer- 
ence. 


And every one a potential tradein. 








Events 


Dealer Conventions 


Sept. 12— Delaware Automobile Dealers 
Assn., Rehoboth Beach, Del, 

Sept. 14— Vermont Automobile Dealers 
Assn., Equinox House, Manchester, Vt. 

Sept. 16— 24th Annual State Convention, 
Kansas Motor Car Dealers Assn., Broad- 
view Hotel, Wichita, Kans. — 

Sept. 16— Oregon Automobile Dealers 
Assn., Multnomah Hotel, Portland, Ore. 

Sept. 18-19— South Dakota Automobile 
Dealers Assn., Sioux Falls, S, D. 

Sept. 18-20—32nd Annual Convention, 
New York State Automobile Dealers, 
Inc., Saranac Inn, Saranac, N. Y. 

Sept. 19-20—Minnesota Automobile Dealers 
Assn., Radisson Hotel, Minneapolis, 


inn, 
. 19-20— Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria, Ill. 
Sept. 19-20—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, Wis. 
a 5-27—Tennessee Automotive Assn., 
uena Vista Hotel, Biloxi, Miss. 
Sept. 25-27— Texas Automotive Dealers 
Assn., Shamrock Hotel, Houston, Tex. 
Sept. 26-27—Automobile Dealers Assn. of 
North Dakota, Fargo, N. D. : 
Sept. 26-27 — Pennsylvania Automotive 
ag William Penn Hotel, Pittsburgh, 


a. 

Sept. 26-27—Colorado Automobile Deal- 
ers Assn., Broadmoor Hotel, Colorado 
Springs, Colo, ; 

Sept. 28-30—37th Annual Convention, New 
Jersey Automotive Trade Assn., Hotel 
Chalfonte-Haddon Hall, Atlantic City, 


N. J, 

Oct. 9-10— New Hampshire Automobile 
Dealers Assn., Mt, Washington Hotel, 
Bretton Woods, N. H. 

Oct, 9-10— Georgia Automobile Dealers 
Assn., Bon Air Hotel, Augusta, Ga. 
Oct, 9-l1I—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi, Miss. 
Oct. 15-17—Arkansas Automobile Dealers 
Assn., Majestic Hotel, Hot Springs, Ark. 
Oct. 16-17—Oklahoma Automobile Dealers 

Assn., Mayo Hotel, Tulsa, Okla. 

Oct. 16-18—National Independent Auto- 
mobile Dealers Assn. Annual Convention, 
Hotel William Penn, Pittsburgh, Pa. 

Oct. 23-25— Florida Automobile Dealers 
oom Sans Souci Hotel, Miami Beach, 

a. 

Nov, | — Connecticut Automotive Trades 
Assn., 34th Annual Convention, Hotel 
Statler, Hartford, Conn, 

Nov, 6-8—Automotive Trade Assn. of Vir- 
ginia, Roanoke Hotel, Roanoke, Va. 
Nov, {3-14—20th Annual Convention, 
Automobile Dealers Assn. of Alabama, 

Tutwiler Hotel, Birmingham, Ala. 

Nov, hio Automobile Dealers 
Assn., Netherland Plaza Hotel, Cincin- 
nati, O, 

Dec, 2—Nebraska New Car Dealers Assn., 
Paxton Hotel, Omaha, Neb. 

Dec. 6—Utah Automobile Dealers Assn. 
Convention, Newhouse Hotel, Salt Lake 
City, Utah. 

Dec. 9-10 — Montana Automobile Dealers 
Assn., Northern Hotel, Billings, Mont. 
Jan. 28-Feb. | — 39th Annual National 
Automobile Dealers Assn, Convention, 
Sheraton Park and Shoreham Hotels, 

Washington, D. C, 
* * * 


Dealer Auto Shows 


Oct. 7-23—Southwestern Auto Show, Au- 
a Bidg., Texas State Fair, Dallas, 
ex, 

Nov. 12-20—Portland (Ore.) Show. 

Nov. 26-Dec. 3— Buffalo Auto Show, 
Masten Avenue Armory, Buffalo, N. Y. 

Jan.— Columbus Auto Show, Veterans 
Memorial Bldg., Columbus, O. 

Jan. 7-15—27th Annual Automobile Show, 
National Armory, Washington, D. C. 
Jan, 7-15— Chicago Auto Show, Interna- 

tional Amphitheater, Chicago, Ill. 

Jan, 7-15 — Houston Auto Show, Houston 
Coliseum, Houston, Tex. 

Jan, 7-15—St. Louis Auto Show, Kiel Audi- 
torium, St. Louis, Mo. 

Jan, 13-22—Indianapolis Auto Show, Man- 
ufacturers Bldg. State Fair Grounds, 
Indianapolis, Ind. 

Jan. 21-28— Baltimore Auto Show, Fifth 
Regiment Armory, Baltimore, Md. 

Jan, 21-28 — Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh, Pa. 

Jan. 21-29—Cleveland Auto Show, Cleve- 
land, O, 

Jan, 28- Feb. 4— Rochester Auto Show, 
Rochester War Memorial Auditorium 
and Exhibit Hall, Rochester, N. Y. 

Feb. 3-12—Omaha Auto Show, New Mu- 
nicipal Auditorium, Omaha, Neb. 

Feb. 14-19— Lansing Auto Show, Civic 
Center, Lansing, Mich, 

Feb. 18-26—Detroit Auto Show, Michigan 
State Fair Grounds, Detroit, Mich. 

Es 


General 
Sept. 6-17—National Machine Tool Build- 
ers Assn. Show, Chicago, Ill. 
Sept. 6-17—Production Engineering Show, 
Navy Pier, Chicago, Ill. 
Sept. 6-17—Machine Tool Show, National 
(Continued on Page 56, Col. 5) 


30 Years Ago... 





Letterbox 


‘Who Cares Who’s First?...’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Race of Death? 


Regarding Leo Hamilton’s (Bu- 
ick - Chevrolet, Chippewa Falls, 
Wis.), complaint that “Top Cars” 
was not on the Automotive News 
front page Aug. 15, we have this 
comment: We wonder just how 
many such dealers there are still in 
existence, who have fallen prey to 
profitless “blitz” selling, and ap- 
parently, even now at this late 
hour, are still unable to “see the 
light.” . 

Hamilton is concerned about the 
thousands he has spent to help 
bring Chevrolet back to first rating 
—frankly, we are far more con- 
cerned about the thousands of deal- 
ers who have been either frozen 
out altogether or are in dire stress 
today and the plight of the smaller 
manufacturers, because of this type 
of so-called businessman (without 
any resemblance), who has joined 
the sales “rat race.” 

Personally, we don’t give a hoot 
who is in first or second place and 


The Big Stories 


s “Experiments with the explosion of the atom have no practical 
importance at this time,” according to Dr. Gerald L. Wendt, dean of 
the School of Chemistry and Physics at the Pennsylvania State Col- 
lege. “But,” he added, “atomic energy cannot be forgotten entirely.” 

Representative Martin B. Maden, of Illinois, chairman of the House 
Appropriations Committee, is convinced that the so-called luxury or 
nuisance taxes, particularly on automobiles, should be repealed. 

Just as the Willys-Overland Co. steps into big fall production, John 
N. Willys, president, announces a price cut of $60 on the standard 
Overland sedan, bringing the new sales figure at the factory to $595. 

Between 55 and 60 percent of the world’s output of crude rubber 
for 1925 will be consumed in the Akron district this year. 


—From the files of Automotive News. 


would welcome a change of rating 
method, based on which group of 
dealers netted the largest return 
on their investments, which would 
be of much value. To our mind, it 
is very unimportant who is first or 
second, but it is very important 
for all dealers to realize that the 
aggregate of the two top sellers is 
too high, to the point that the mar- 
ket has not absorbed them on a 
normal basis. In other words, this 
high aggregate is evidence that the 
dealers in both these make cars 
have done an irresponsible job in 
(1) not holding back the factory 
pressures of ruthlessness, and (2) 
have allowed their customers to 
“push them around” in their own 
showrooms. 

By way of correction, we flatly 
suggest some business night classes 
for this type of dealer in such mat- 
ters as “overproduction,” “satura- 
tion points,” “point of diminishing 
returns,” “cut-throat competition” 
and “defining net profit,” to name 
a few. 

This is not intended as a per- 
sonal quarrel with Mr. Hamilton, 
as he admits to having been in the 
wholesale end for 24 years, and the 
transition to retail can understand- 
ably be quite an ordeal in times 
such as these—WHAT WE ARE 
INTERESTED IN, is to attempt to 
stimulate some real businessmen 
to start doing some real business- 
like thinking, in order to get hold 
of their businesses—before it is too 
late. Less volume and more profit 
per unit is the only answer—don’t 
kid yourselves into thinking any 
differently—Lzon Sunpat, Owner, 
Lee’s Auto Sales, Blue Earth, Minn. 
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Performance 
I thought John Benedict con- 
ducted a sound and intelligent ap- 
praisal in the Aug. 15 issue on the 
(See LETTERBOX, Page 56, Col. 3) 
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A good reliable 


Source 


FOR AUTOMOTIVE EQUIPMENT 





oon four wheel brakes to the latest development in 
power braking, Bendix Products Division has demon- 
strated its unique ability not only to keep pace but 
actually to anticipate the industry’s requirements for 


the latest and most efficient in automotive components. 





BENDIX LINKAGE TYPE POWER STEERING—Because Bendix* BENDIX LOW PEDAL POWER BRAKE—Specified by more car 
Power Steering is of the linkage type, manufacturers find it manufacturers than any other make, Bendix* Low Pedal 
especially adaptable for production line installation withoutex- | Power Brake makes possible quick, sure stops by merely 
tensive engineering changes. Manufacturers can now meet the _ pivoting the foot from the go to the stop control. No need to 
ever-increasing demand for power steering more efficiently and _lift the foot and exert leg power to bring the car to a stop. 


more economically with Bendix Linkage Type Power Steering. |§ Result—more driving comfort, less fatigue and greater safety. 
*REG. U.S, PAT. OFF. 


BRAKES ¢ POWER STEERING » POWER BRAKING « CONSTANT VELOCITY UNIVERSAL JOINTS « HYDRAULIC REMOTE CONTROLS 





BENDIX hehe SOUTH BEND INDIANA 


Export Saies: Bendix Internatione! Division, 205 East 42nd Street, New York 17, N.Y. 


AVIATION CORPORATION 
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Probe Witnesses Split 
On Value of Price Act 


By William Ullman 


Washington Correspondent 


cgay appearing before the recent hearings of the 


Senate antitrust and monopoly subcommittee contrasted 
sharply in their evaluation of the worth of the Robinson- 
Patman Act and other anti-price-discrimination legislation, 
according to a staff report to the Senate Small Business 


Committee. 


Prof. Jesse Markham, 


Princeton, former chief econ- 
omist of the Federal] Trade Com- 
mission, said that he felt the Rob- 


inson-Patman Act led to higher 
prices and rigidities in the economy 
and that monopoly violations should 
be met with tough enforcement of 
the basic Sherman provisions. He 
did admit that the legislation was 





oo 


sometimes useful in meeting cer- 
tain situations. 

Prof. Walter Adams, Michigan 
State College, on the other hand, 
| vigorously defended anti-price-dis- 
crimination legislation and accused 
the retiring FTC chairman, Edward 
Howrey, of “administrative subver- 
sion of Congressional intent” by 
refusing to enforce the Robinson- 





Patman Act which had been passed 
by Congress and 
made the respon- 
sibility of the 
Federal Trade 
Commission. 

Prof. Adams 
also accused the 
Attorney Gen- 
eral’s national 
committee to 
study the anti- 
trust laws of 
being in favor of 
“hard competi- 
tion” when it called for lessening 
the usefulness of the Robinson- 
Patman Act, but of refusing to be 
equally unequivocal in calling for 
“hard competition” through all-out 
enforcement of the Sherman and 
Clayton acts. 

In his statement, Dr. Adams 
also stated that Government reg- 
ulatory agencies are probably the 
greatest promoters of monopoly 
within the American economy 
today. 

George J. Burger, testifying for 
the National Federation of Inde- 
pendent Business, told the subcom- 
mittee that the “consistent, vigor- 
ous enforcement of the antitrust 
laws ... is the only major item 





William Ullman 





been particularly outstanding. 





which will keep smal] business in 
our overall economy.” 

Burger and other witnesses also 
called for more adequate appropri- 
ations and staffs for the antitrust 
division of the Department of Jus- 
tice and the Federal Trade Com- 
mission, “so that small and inde- 
pendent businesses can be protected 
from discriminatory and monopoly- 
producing business practices.” 

George H. Souther, appearing for 
Electric Auto-Lite Co., testified 
that the Robinson-Patman Act 
“would become infinitely more pala- 
table to businessmen if the sub- 
stance. of the law were unchanged 
but its language clarified so that 
all concerned could know with cer- 
tainty what the law means.” 


-. Senator Harley Kilgore, West 
Virginia Democrat, and subcom- 
mittee chairman, at the close of 
the second group of hearings re- 
fused to predict whether any 
new laws or changes in old ones 
might result from the inquiry. 

He did say, however, that “at 
least some clarifying amendments 
seem to be needed.” 

Chief Counsel Joseph Burns said 
he thought the testimony “shows 
conclusively that it (the Robinson- 
Patman Act) is not a well-written 





follow the leaders on whaa 


In design, advertising and promotion, and sales increases, Chrysler is a pace 
setter for 1955. And under the direction of Fred Harris, Regional 
Sales Manager of Chrysler Sales Corporation, sales in North Texas have 


Like leaders in many other fields, Chrysler Corporation depends on WFAA 


to help sell this important market—one of the fastest growing two-car 
markets in America. And for 33 years WFAA has proved its own leadership 


in reaching the audience of Radio Southwest. 


If you want to sell this golden market—follow the leaders— 


put WFAA on your schedule. Your Petry man can give you all the details. 


A Clear Channel Service of the Dallas Morning News 


Alex Keese, Manager 
Geo. Utley, Commercial Manager 


Edward Petry & Co., Inc., Representative 


50.000 
WATTS 


Deac— - 


NBC 


law, because so many persons sim- 
ply do not understand its language.” 
+ * + 


Dealer Gets Loan 


HE Small Business Administra- 

tion last week announced the 
first $250,000 small business loan 
made by the agency under the in- 
creased lending authority recently 
approved by Congress. The previous 
limit of Government participation 
in an individual small business loan 
was $150,000. 

A pimiento cannery in Georgia, 
employing 300 persons in season, 
got the first $250,000 loan, with 
bank participation. Meanwhile, 
an Arizona auto dealer got $45,- 
000; a Georgia service station 
$4,500; a Maryland auto repair 
shop $5,000; an Alabama auto 
service agency $125,000, and a 
California tire recapping firm 
$30,000. 

The smaller loans were made 
direct, the larger with bank par- 
ticipation. In the $250,000 cannery 
loan, the bank participation is 25 
percent. 


* * * 

Ogden Joins ODM 
RANK C. OGDEN, on loan from 
Detroit Edison Co., will take 
over Oct. 1 as assistant director of 
materials for the Office of Defense 
Mobilization, ODM Director Arthur 

Flemming announced last week. 

Ogden succeeds William S. Floyd 
who is returning to Shel] Oil Co. 
In his new ODM post, Ogden will 
be responsible for advising Flem- 
ming on the quantity of materials 
|required to meet the nation’s de- 
fense and stockpile needs, as well 
as on materials expansion and pro- 
curement programs for mobiliza- 
| tion. 





* * * 


Old-Timer Meeting 


—— of the Washington 
chapter of the Automobile Old 
Timers will stage their fall meeting 
|Sept. 26, it was agreed last week. 
In the absence of President Stanley 
Horner who will not return from 
an around-the-world jaunt until 
November, Donald Barnhart, first 
vice-president, with the aid of Leo 
Sugrue, secretary-treasurer, will 
supervise arrangements for the get- 
together. Fred Elliott, executive 
vice-president of the national or- 
ganization, is expected to be 
present. 
* * + 

AAA Convention Set 
| GEPT. 19-22, the National Capital, 

in large measure, will be taken 
over by the American Automobile 
Assn., as about 1,500 delegates and 
their wives swoop down on Wash- 
ington for their annual convention. 

The delegates, it was said, will 

come from 34 states, Canada and 
the Canal Zone and will represent 
nearly 5,000,000 motorists—mem- 

| bers of the clubs affiliated with 
the AAA. 

Highway legislation, travel and 
| speed will be top subjects of debate. 
A notable list of authorities will 
| participate. 
* * x 
| Fat Summer 


| JREVERSING a normal trend at 
this season, business across the 
|nation perked up a bit last week, 
| according to official reports, which 
| said there were signs of robust eco- 
|nomic health on many sides. 

There were nearly 65,000,000 
| gainfully employed —an. alltime 
| high; average hourly wages at 
| record high; steel mills operating 
| at 50 percent above productive 

capacity a year ago; automobile 
| factories, having produced over 
| 5,200,000 units, bustling with ac- 
| tivity, and a_ record - breaking 
number of travelers-on-vacation. 

It was noted that among cautious 
‘observers there is a feeling that 
while installment debt is increas- 
ing, it is not gaining faster than 
| incomes—paced by steady employ- 
|ment, growing overtime schedules 
;}and recent pay boosts, plus retro- 
|active pay under newly negotiated 
| contracts. 


2 State Groups 


Set Conventions 


WASHINGTON. — Two more 
state dealers associations have an- 
nounced 1955 convention dates and 
locations. 

The Montana Automobile Deal- 
ers Assn. will meet in Billings at 
the Northern Hotel, Dec. 9-10 and 
the Delaware Automobile Dealers 
Assn. will convene at Rehoboth 
Beach on Sept. 12. 
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A Studebaker 


case history 
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rs a bit north of San Francisco, 
along the Bay, there’s the pleasant, 
prosperous town of San Rafael. Like 
so many communities, all across the 
land, San Rafael is a thriving place 


to do business . ; . with a lot of nice 
folks to do business with. 


And if you stop at 1826 Fourth 
Street, you’ll be right at the door of 
Marin Motors, where young and en- 
thusiastic Studebaker dealer Thomas 
Parks is busy building a real future. 


Mr. Parks is just 27. But he’s 
typical of the many aggressive new 
members of the Studebaker dealer 
family... men who are finding what 
they’ve always wanted in the way of 
a solid business of their own. 


Tom Parks isa graduate of the Uni- 
versity of San Francisco, right next 
door to his home town. He played 
football there .. . went on to play a 
bigger game asa | Captain i in the U.S. 
Marines for 6 years. He’s married, 
and has two daughters, and he’s been 
looking around for the kind of 
opportunity in business that would 


STUDEBAKER DIVISION OF STUDEBAKER-PACKARD CORPORATION... 
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Take your cue 


for a bright, new future 


from 


San Rafael’s 


‘THOMAS V. 
PARKS 


Fe has a brand new 
Studebaker Dealership | 
at the age of 27! £4 


help him look after his family. 


Through hard work he acquired 
a lot of practical knowledge about 
cars... and what makes gave their 
owners the best value. 


vy 


v4 STUDEBAKER 
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Marin Motors, 1826 Fourth St., San Rafael, Calif. 


So when the opportunity presented 
itself, Thomas Parks applied enthusi- 
astically for a Studebaker dealership. 


Today, the West looks more golden 
than ever to this businessman. 


Tom Parks himself put it this way: 
“TI discovered Studebaker is going 
places... with a great car, and a fine 
company behind it. I just decided to 
go places with them!” 


Ww"" sinus you? Wouldn’t you 
like to join the go-places Stude- 
baker team ? 


If you have automobile selling expe- 
rience ...a lot of real ambition and en- 
terprise ...and a limited amount of 
cash onl’. . you may well be the 
next new cnciehdiees dealer. 


Don’t let youth deter you. Stude- 
baker likes young men on the move, 
as the case history here proves. 


But don’t wait too long in communi- 
cating with us. Studebaker dealer 
franchises are being taken up fast. 


Get in touch now with William A. 
Keller, General Sales Manager, Stude- 
baker Division, Studebaker-Packard 
Corporation, South Bend 27, Indiana. 


STUDEBAKER 


ONE OF THE 4 MAJOR FULL-LINE PRODUCERS OF CARS AND TRUCKS 
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Citizens Group Battles 
N. M. Truck-Size Law 


SANTA FE, N. M.—A group call- 
ing itself the Citizens’ Good Roads 
Committee has been formed in New 
Mexico to seek a referendum vote 
at the 1956 general election on a 
1955 state act increasing truck 
weight limits by 20 percent. 

The new law raised the single 


axle limit from 18,000 to 21,600 
pounds. Tandem axle limits were 
increased from 32,000 pounds per- 
mitted by State Highway Depart- 
ment directive to 34,320 pounds for 
axles four feet apart and upwards 
as the distances between axles in- 
creases. 


DALLAS BUSINESS IS BIGGER THAN DALLAS: 


.or Dallas County . . 


The new act also extended to 
all haulers the right to carry the 
86,400 pounds gross maximum 
weight previously allowed only 
haulers of natural New Mexico 
products. The former general 
gross maximum limit had been 
76,300 pounds. The new law also 
increased the height limit to 13% 
feet. 

Edgar D. Otto, former president 
of the Albuquerque Chamber of 

Commerce, is chairman of the ref- 
erendum vote committee. Other 
members include: 

Patrick Hill, Albuquerque, secre- 
tary-treasurer; John Augustine, Las 
Cruces, representing the New Mex- 
ico Farm and Livestock Bureau; 


.or Dallas C&RTZ 


Stolen 1956 Lincoln 
Mystifies N. Y. Police 


BUFFALO.—Tonawanda (N. Y.) 
police can’t understand why they 
have received so many tips in 
their search for a 1956 Lincoln 
sedan, stolen recently from Gillen 
Motors. 

Although no one is supposed to 
know what a ’56 Lincoln looks 
like, dozens of persons have called 
police to report the $5,600 car. At 
last report the car was still 
missing. 


Peter Brooks, Albuquerque, repre- 
senting the New Mexico Motor 


Dallas’ Insurance Business-- 
3rd LARGEST 


IN THE 


NATION 


Southland Life Insurance Company’s projected 
$20,000,000 Southland Center will be Dallas’ largest 
downtown office building development, cover an 
entire city block, rise 40 stories in its tallest unit. 


F more than 700 insurance firms operating 
in Dallas, 196 are home-officed here. Eight 


home companies organized 


this year. Assets of 


the Dallas-based companies are reckoned at 


$1,000,000,000 — twenty-five 
two years ago. 


Dallas’ business gets its 


per cent more than 


extra bigness from 


North Texans who depend upon Dallas for the 
advantages of a metropolitan city, and who rely 
upon The Dallas News for news of their Dallas 


interests. You are assured a 
ness when your advertising 


bigger Dallas busi- 
reaches The News’ 


larger circulation throughout the larger, richer 


72-county Dallas Market. 


Important to Dallas’ growth, insurance com- 
panies have financed the construction of virtually 
every major office building in the city. The invest- 
ment of insurance company reserves also has been 
of tremendous import to the recent industrial 
development of Texas. Clearly, Dallas’ insurance 
business is bigger than Dallas! 


According to Consumer Markets’ Editor, Edwin 
Goldstein, the buying of non-residents affected Dallas’ 


1954 sales volume as follows: 


Store Group 


Total Retail Sales. $980,834,000 


Food Sales. . 
General Mdse 


Home Furn....... 
Automotive Sales . 


Drug Sales 


% of Dallas City Sales* 
to Non-Residents 


38.1% 
14.3% 
61.4% 
38.4% 
35.9% 
33.4% 


Dalias City Sales* 


159,065,000 
184,108,000 
51,543,000 
221,410,000 
29,599,000 


* Includes both direct and mail order sales 


Ue a a me ea 


Ghe Dallas Morning New 


DALLAS’ LARGEST NEWSPAPER: More people BUY The News... 
people are INFLUENCED by The News than any other North Texas Newspaper. 


more people 


READ The News... 


more 


CRESMER & WOODWARD, Natl. Representative 


New York °¢ 
San Francisco 


Chicago ° 
¢ Detroit ° 


Los Angeles 
Atlanta 


Club; W. E. Kistler, Albuquerque, 
and State Rep. Tom Morris of Quay 
County, who opposed the weight 
bill when it was before the Legis- 
lature. 


To refer the law to the voters 
for possible repeal, the committee 
must file with the secretary of 
state by next July 6 petitions bear- 
ing the signatures of 20,000 regis- 
tered voters. 

A statement issued by Leslie R. 
Thomas, managing director of the 
New Mexico Motor Carriers Assn., 
charged that the railroads were be- 
hind the referendum movement. 


“It appears again,” Thomas as- 
serted, “that well-meaning people 
are being shunted into a group 
to say something for someone 
else. The railroads are continu- 
ing to use front organizations to 
fight the trucking industry. 

“With a possible referendum in 
the offing, the voter is entitled to 
all the facts of this technical and 
complicated law, in the layman’s 
language. The New Mexico Motor 
Carriers Assn. proposes to do just 
that.” 

Gov. John F. Simms jr., who sup- 
ported and signed the new weight 
measure, in commenting on the ref- 
erendum movement, said: “It’s a 
perfectly proper way to refer any 
act of the Legislature to the people. 
I’m sure that if they follow the 
pertinent statutes, they have every 
right to do it.” 

The new committee, in announc- 
ing its referendum plans, con- 
tended that the new law allows 
higher truck weights than permit- 
ted by any other Western state. 

“This law,” the committee de- 
clared, “permits bigger and far 
heavier trucks than are recom- 
mended by the U. S. Bureau of 
Public Roads and the American 
Assn. of State Highway Officials. 
Surveys and exhaustive tests have 
proved beyond any doubt whatso- 
ever that weights in excess of those 
urged by these two groups cause 
rapid deteriorating effect upon 
present highways, and increase 
costs of new construction by as 
much as 30 percent. 

“In addition, and most impor- 
tant to the some 230,000 New 
Mexico car owners as Well as the 
thousands of tourists, are the in- 
creased danger hazards. Narrow 
roads, narrow shoulders, and 
narrow old-fashioned bridges 
create a danger to the automo- 
bile and truck driver on a major 
portion of our New Mexico roads. 

“A school bus, loaded with chil- 
dren, meeting a large three-unit 
eight and one-half foot wide truck 
on one of our many 19-foot wide 
bridges, presents a most gruesome 
picture,” the committee said. 

In order to accommodate vehicles 
measuring eight and one-half feet 
in width, safety officials say that 
roads must be a minimum of 24 
feet in width to afford maximum 
safety. Yet, over 80 percent of ‘New 
Mexico’s primary road system is 
less than 24 feet in width, it stated. 

“Thousands of New Mexico tax- 
payers raised their voices in pro- 
test when the ‘Big Truck Bill’ was 
passed. Since that time additional 
thousands of citizens have joined 
in opposition to the measure. 

“Vigorous criticism has come 
from the press, the 9,000 members 
of the New Mexico AAA Motor 
Club, the some 8,000 members of 
the New Mexico Farm and Live- 
stock Bureau, motel owners and 
others dependent upon our im- 
portant tourist industry, and from 
great numbers of prominent civic 
and business leaders from over 
the entire state,” the. group said. 

It was earlier reported that an 
analysis of violations of the new 
truck weight law was being con- 
ducted at the order of Gov Simms, 
who said he believed that “chronic 
violators on over-weight” could be 
handled in “other ways” than the 
act’s penalty provision specifying 
fines from $25 to $100. 

Such violators, the governor in- 
dicated, might be more effectively 
handled through the State Highway 
Department reducing weights al- 
lowed and the State Corporation 
Commission holding “fitness” hear- 
ings on violators under its juris- 
diction. 

Pending outcome of the analysis, 
Simms said he didn’t know wheth- 
er he would recommend more 
stringent penalty provisions if a 
special state legislative session is 
called. “I haven’t got the figures, 
the whole picture,” he said. “I 
don’t think we have enough of a 
cross-section of operations to draw 
any conclusions on it.” 


i 
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THE BEST DEALERS 
SELECT THE BEST... 


There are three clear-cut reasons why the most successful 
dealers in the country select Lincoln Power Lubrication 

Reels . . . first, the exclusive feature of air-power actuation, plus 
smooth, uniform retraction makes it possible to handle more 
lubrication jobs with far greater efficiency than is possible 
with conventional equipment; second, their clean, functional 
styling commands instant customer attention and confidence — 
an ordinary lubritorium is transformed into a sparkling 


“‘showcase”’; third, installation is simplicity itself and 


maintenance is the lowest ever recorded for similar equipment. 


When you are ready to make your lubritorium a proven 
“Invitation To New Business,”’ contact your local 

Lincoln Sales and Service Wholesaler. He will consider it a 
privilege to serve you. 


*Trade Name Registered 


LINCOLN ENGINEERING COMPANY - 5709 Natural Bridge Avenue «+ St. Louis 20, Missour!l 


The Most Trustworthy Name in Lubricating Equipment 


Selling Car Coolers— 

“Miss Magnetic Clutch,’ 21-year-old Carol Jones, was picked by dealers and dis- 
tributors of the Mobil-aire auto air conditioners, made by Mobilaire Mfg. Co., Dallas. 
She will appear at automotive conventions and shows to demonstrate the air condi- 
tioner line. Carol is pictured above with the Mobilette, an under-dash unit. 











NEW FRAME DESIGN—Engine located as far forward as 
possible and mounted to achieve short-cab design ond handle 
35-foot “high-cube” trailer within 45-foot limit. Tubulor traverse 
member construction eliminates critical vibration and torsion. 


HIGH-MILEAGE POWER with the new Cummins JT6B 175- 
horsepower Turbo-Charged Diesel with new PT fuel injection sys- 
tem capable of unusually high mileages without adjustment or 
repair. Outstanding acceleration, uniform road speed with single- 
stick safety operation. 


LIGHTWEIGHT CONSTRUCTION boosts payload, too. Alumi- 
num fuel tanks, radiator shell, hood, bumper, crosswalk and spe- 
cially designed lightweight engine accessories. 
TOP PAYLOAD WEIGHT DISTRIBUTION advontageous for 
“high-cube” service becouse of the shift of additional chassis and 
engine weight forward . . . lightweight design. 


FUEL ECONOMY with PT fuel system. Simplicity of design, oper- 
ation and function keeps fuel injection cost ot a minimum. 


ENGINE ACCESSIBILITY excellent. New frame design allows 
quick, easy inspection ond servicing of vital component parts, 
wiring ond air and fuel lines. 


SAFETY CAB FEATURES ore driver favorites because of im- 
proved vehicle balance, unique relay steering system. Lower center 
of gravity becouse of new frame mount and lower front of frame. 
Maximum visibility. 

QUALITY RIDE, becouse of rubber-mounted cab construction 
and 53-inch front spring suspension. New, quieter, over-sized 
muftier, complete insulation, year-round cab ventilating system. 
Four-woy adjustable seat. 


LOW MAINTENANCE COST—tonger periods between down- 


time ... more running time because of simplicity of overall unit and 


chassis design. Fewer moving ports...less wear...less maintenance. 
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News to Note . .. 


$65 million primary aluminum plant 

of Anaconda Aluminum Co. has 

been formally opened here. 
President Russel B. Caples said 

he expects the new facility to reach 

its planned capacity rate of 120 

million pounds annually by Jan. 1. 

+ * + 


Credit Union Names Dealer 


GOFFSTOWN, N. H.—(UTPS)— 
Laurence F. Whitten, automobile 
dealer, has been elected to a two- 
year term on the board of direc- 
tors of the Goffstown credit union. 

* + * 
Acme Aluminum to Switch 


To Tool and Die Making 


DAYTON, O.— Acme Aluminum 
Alloys, Inc. has announced a $500,- 
000 expansion and renovation pro- 
gram to convert the firm from a 
foundry, primarily, to a tool, die 


Auto World in Brief 


COLUMBIA FALLS, Mont.—The| and special machinery manufac- 





turer. 

Most of the expenditure will be 
for new machinery, including large 
vertical mills to handle major die 
jobs, R. C. Crouch, president, ex- 
plained. 

i * + 


Fisher Moves Offices 


DETROIT.— Fisher Body has 
moved its general offices to the GM 
Technical Center area in Warren 
Township, Mich. Its new address is 
Fisher Body division, General Mo- 
tors, Detroit 2, Mich. 

+ * + 


Dealer Wins Sales Contest 


TOPEKA, Kans.— Scott Motors, 
Inc., here sold 753 cars and trucks 
to lead all regional dealers in simi- 
lar-size cities in Chevrolet’s sales 
contest. Lloyd Scott, president, and 
his life were awarded a vacation 








Roadway Express, Inc., Opens New “Hot” Relay 


Express Routes with 140 of these 
New WHITE DIESELS 









THE WHITE MOTOR COMPANY 


* Cleveland 1, Ohio 
FOR MORE THAN 50 YEARS THE GREATEST NAME IN TRUCKS 
GET ALL THE FACTS FROM YOUR WHITE REPRESENTATIVE ... TODAY! 


The first of these new Whites —140 
of them—are now being delivered to 
Roadway Express, Inc., of Akron, O., 
and they're already rolling up the 
miles on “slip-seat” relay service in 
Roadway’s North-South Operation. 
These new Whites with “high-cube” 
trailers will boost payload substantial- 
ly and step up service to and from the 
southland. They'll be running over 
100,000 miles a year for Roadway. 











trip to Mexico. The general man- 
ager and sales manager of the 


firm won trips to Bermuda. 
* + * 


Reynolds Plans Expansion 
Of Aluminum Capacity 
LOUISVILLE.—Reynolds Metals 
Co. will increase its primary alumi- 
num producing capacity to 1.1 bil- 
lion pounds, Richard S. Reynolds 
jr.. president, has announced. 
The firm will spend about $200 
million on a 270-million-pound ex- 
pansion of primary producing and 
related facilities, including new 
bauxite mines in Haiti and Jamai- 
ca, he said. Another $30 million will 
go for modernization and enlarge- 
ment of fabricating plants, he 
added. 


* * + 


History of U. S. Oil Industry 


Prepared for Centennial 


NEW YORK.—A two-volume his- 
tory of the American oil industry is 
being written by the Center for So- 
cial Research of Northwestern Uni- 
versity under a grant provided by 
the American Petroleum Institute. 

Publication is scheduled for 1959, 
centennial anniversary of the pe- 
troleum industry in the U. S. Chief 
author and director of the project 
is Dr. Harold F. Williamson, chair- 
man of Northwestern’s committee 
on business history. 

+” * * 


Canadian Grease Sales Dip 


OTTAWA.—Factory sales of au- 
tomotive grease totaled 24,317,500 
pounds in 1954, 5,561,500 pounds 
fewer than in 1953, the Canadian 
Government reports. 

* od * 


Cummins Opens in Alaska 


ANCHORAGE, Alaska.—Cum- 
mins Diesel Sales of Alaska, Inc., is 
now distributor of Cummins prod- 
ucts for the entire territory, ac- 
cording to C. R. Boll, sales vice- 
president of Cummins Engine Co., 
Columbus, Ind. Dale Ungerecht, 
formerly of the Washington state 
branch, is manager. Complete parts 
and service maintenance will be 
available for Alaskan Cummins 
users, Boll said. 

* * * 


Crane Breaks Ground 


For Research, Lab Units 


CHICAGO.— Crane Packing Co. 
has broken the ground for two new 
one-story buildings to house re- 
search and laboratory facilities as 
well as its office and cafeteria in 
suburban Morton Grove. 

The buildings will contain 46,500 
square feet and are in addition to 
a new 126,000-square-foot factory 
now in operation. 

* * cd 


Witco Chemical Increases 


Carbon Black Production 


NEW YORK.—Witco Chemical 
Co. has announced it will build new 
production facilities which will in- 
crease by 10 percent the total an- 
nual national output of SRF type 
carbon black and meet the grow- 
ing demand, particularly for auto- 
motive rubber products. 

To be located at the Witco-Con- 
tinental plant, Eunice, N. M., facil- 
ities will produce 25,000,000 pounds 


of carbon black. 
ca = * 


Armstrong Tire to Expand 


Warehousing Facilities 


NATCHEZ, Miss.—Armstrong 
Tire & Rubber Co., an affiliate of 
Armstrong Rubber Co., West Hav- 
en, Conn., plans to expand its 
warehousing facilities here, accord- 
ing to Frederick Machlin, president. 

The new structure, which will 
cover approximately 200,000 square 
feet and cost an estimated $1,100,- 
000, was necessitated by the in- 
creased production of tires and 
tubes. 

* ” oe 
Denver Yield Gains 


DENVER.—Receipts of the Den- 
ver Motor Vehicle Department for 
the first seven months of 1955 
jumped to $4,410,612, more than 28 
percent over the $3,423,821 collected 
in the same period of last year. 

* ~ * 


Mirror Bright Polish 
To Expand Facilities 
PASADENA, Calif—Almost a 
year to the day from the opening 
of its headquarters here, Mirror 
Bright Polish Co. has announced 
a plant expansion. 
The addition, which will double 
(Continued on Page 19, Col. 1) 
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the production facilities for the! 
firm’s Mirror Glaze line of automo-| 
tive, aircraft and furniture polishes, 
will be completed within 60 days, 
the company said. 

. * + 


Canadian Parts Sales Up 


OTTAWA.—Canadian dealers’ 
auto parts and equipment sales in- 
creased 17 percent in dollar volume 
at the wholesale level in June, com- 
pared with the same month last 
year, the Canadian Government re- 
ports. The value of the dealers’ 
stocks rose 1.6 percent in the same 
period. 


| 


* * * 


Canadian Auto Imports 
Running Ahead of 1954 


OTTAWA.—Canadian imports of 
ears and trucks rose to $45,337,000 
in the first five months of 1955 as 
compared with $40,393,000 in the 
same period of 1954, the govern- 
ment reports. 

Automobile parts imports for the) 
same two periods were $119,281, 000 | 
vs. $95,430,000. Car and truck im- 
ports were $11,147,000 in May, $10,- 
816,000 in April and $8,251,000 in 
March, according to the Govern- 
ment. en 2 


Personnel Report 


NEW YORK.—“Current Practice 
in the Development of Management 
Personnel” is a new research re- 
port by James C. Sinnigen pub- 
lished by the American Manage- 
ment Assn. The report is available 
at $1.25 to AMA members and $1.75 
to nonmembers from the American 
Management Assn., 330 W. Forty- 
second St., New York 36, N. Y. 


* * * 


Pittsburgh Plate Builds 


Glass Research Center 


PITTSBURGH.—Pittsburgh Plate 
Glass Co. is building a multimillion- 
dollar glass research center in 
Harmar Township near here. 

Two separate buildings featuring 
virtually all-glass exteriors are 
planned. The development and 
product control building will have 
an area of 170,000 square feet. The 
basic research building will have 


six floors and 70,000 square feet. 
*~ * = 


At Least They’re Loyal 


COLUMBIA, Mo. — Beary-Bur- 
gess Motor Co. (Lincoln-Mercury) 
got some repeat business in a big 
way. Thieves took $200 from the 
office safe recently, and a week 
later returned and stole a new Lin- | 
coln Capri. i RE rc | 


Wilee, Hoye Form Company 


DETROIT.— Watson Industries, 
Inc., has been organized here by 
Ervin J. Wilee and Clifford W. 
Hoye, formerly with Rycenga Mfg. 
Co., Detroit. , 2 


Berg to Award $600 


Truck Roadeo Prizes 


CHICAGO. — Berg Mfg. & Sales 
Co. has announced that it will award 
$600 as prizes to winners in the 
National Truck Roadeo for the 
next five years. 

Prizes of $150 each will be 
awarded to national champions in 
the straight truck, the three-axle 
semi-trailer and the four axle- 
semitrailer contests. Prizes of $50 
will be warded to runners-up in 
each of the classes. 

* 


* 


Cab Firm Selects Nash 


MILWAUKEE.—Checker Cab Co. | 
has purchased 33 Nash Statesman 
cars for its cab fleet. The cars will 
be delivered through L. P. Hartung, 
local Nash dealer. 

x eo | 


‘Fred Russell’s Car Care’ 


Out in New Edition 


WEST HARTFORD, Conn. — A 
new and revised edition of Fred 
Russells Car Care has been pub-| 
lished in the Fawcett “How-To” 
book series. 

The book is designed to give the 





layman an understanding of how a 


car works and how to take care of 
it, as well as tips on better driving. 
The author, Frederick C. Russell, 
writes a syndicated newspaper col- 


| umn and a magazine column on car 


care. 
*® * * 


Normel Incorporates 
MONTREAL. — Normel Accept- 
ance Corp., Ltd., has been incor- 
porated under a Federal charter 
issued in Ottawa. The head office 
will be in Montreal. 
* * * 


Eaton Stamping Division 

Moves to New Factory 
CLEVELAND. — Production has 

been resumed by the stamping di- 


vision of Eaton Mfg. Co. in its new 
plant here. 


When full production is achieved 


in the new building—a completely | * 


remodeled and enlarged plant ac- 
quired late last year by Eaton— 
stamping capacity will be increased 
by approximately 40 percent, ac- 
cording to E. M. deWindt, general 
manager of the division. 

* * * 


Chattanooga Cars Gain 


CHATTANOOGA, Tenn.—Sales 
of auto stickers by the city reached 
a new high of 48,225 as of Aug. 11, 
according to Sherman Robinson, 
city treasurer. This compares with 
41,145 for the same period in 1954, 
and 43,766 in 1953. 

+ a * 


Ford Deal Elects Chapman 


LIVINGSTON, N. J.—E. V. Chap- 
man has been elected vice-presi- 
dent of Washington Motors Sales 
Co., West Orange and Livingston 
Ford dealership. He will head the 
service and parts department, the 
paint and body department and 
the new-car get-ready division. 

* * a 


Sunset Oil Sells Outlets; 


Union Leases McKale’s 
PORTLAND, Ore.—Westway Pe- 


troleum Corp. has purchased 160 
gasoline retail outlets from Sunset 


Oil Co. for a Price estimated at 

















Big and Bold— 


Said to be the highest dealer sign in 
Los Angeles County, this one was erected 
by Hensley-Johnson Motors, over its Ford 
dealership in Bellflower, Calif. It is 58 
feet high and has three separate flasher 
sections — Ford, the arrowhead and the 
firm's name. The |-beams holding the sign 
are set 22 feet in the ground and are 
encased in concrete. 
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lease its 43 service stations in Seat- 
tle, San Francisco and Portland to | 
Union Oil Co. Tom Wise, McKale’s 
president, said termination for 
about 400 workers has been ar- 
ranged on the basis of one week’s 
salary for each year’s service. 
* + * 


Divco to Show Trucks 


At Laundering Institute 


DETROIT.—Diveco Corp. will ex- 
hibit two new delivery trucks at 
the American Institute of Launder- 
ing convention in Philadelphia Nov. 
18-20, 1955, according to Roy H. 
Sjoberg, sales vice-president. 

Divco said the trucks were the 
only complete vehicles specifically 
designed for multi-stop laundry and 


other deliveries. 
+. + * 


Bendix Research Plant 


Planned Near Detroit 


DETROIT.—Construction will be- 
gin immediately on a million-dollar 
plant near Detroit to house the re- 
search laboratories division of Ben- 
dix Aviation Corp. Malcolm P. 


more than $1,500,000. The purchase| Ferguson, president, has an- 
was financed by Union Oil Co. for| nounced. 


Westway, its subsidiary. 
Meanwhile, in Seattle, McKale’s, 
Inc., has announced that it will 


The new building, to be located 
on a 46-acre site, will provide 85,000 


square feet of floor space. 
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potential... 
than double .. . 





THOUSANDS OF BILL- 
BOARDS AND POSTERS 
COAST TO COAST! 


today! 


MANUAL 


NOW FRAM brings you the most important Instal- 
lation Manual ever published . 
pages that show you how to reach your top sales 
how to make oil changes pay off more 
how to plan your stock and sales! 
















. 36 fact-packed 


AND FRAM GIVES YOU YOUR 
GREATEST FALL PROMOTION! 


ey FULL PAGES AND DOUBLE 
\ SPREADS IN TOP 
NATIONAL MAGAZINES! 





ALL FREE—IF YOU SIGN UP NOW! 


Get your Fram Manual and tie in with this great 
Fram Profit Program. See your Fram Distributor 
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Brand-New Sparkle: 


N\' 7 


BRAND-NEW! 


“A Day in the Life of Donald Duck’’. 
Entirely new, uproarious cartoon show. 


BRAND-NEW! 


“The African Lion’’—a feature-length, 
true life adventure. TV premiere! 


BRAND-NEW! 


“Davy Crockett and Keelboat Race’’, 
“Davy Crockett and River Pirates’’. 


BRAND-NEW! 


“Jiminy Cricket presents Bongo”’, the 
performing bear. A sure-fire hit! 


BRAND-NEW! 


“The Story of Robin Hood”’—starring 
Richard Todd. Another “T'V first’’. 


BRAND-NEW! 


“The Legend of Sleepy Hollow” —im- 
mortal story. First showing on TV. 


NOW! MORE 
THAN EVER- 


for Nash 


BRAND-NEW! 


**Man and the Moon’”’. First of the new 
space-flight series. Satellite Preview, 


BRAND-NEW! 


**Adventuresof Mickey Mouse”. Donald 
Duck and Goofy star with Mickey. 


BRAND-NEW! 


“The Goofy Success Story”. Lovable, 
laughable Goofy. Completely new show! 


© Walt Disney Productions 


itbays 10.sell 
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Disneyland 


THE TELEVISION PROGRAM THAT... 





% Is Watched by 50 Million People Every Week 
* Covers 96.4% of the Nation Over 174 Stations 


* Has Won More Awards Than Any Other TV Show 
* Delivers Showroom Traffic Week After Week 


During the past summer—even with “repeats” 
(some shows for the third time)—Disneyland 
consistently rated among the “top 10” tele- 
vision programs—averaging nearly two- 
thirds of the total viewing audience. 


But watch Disneyland now! A whole new 
series of all-new shows, just a few of which 
are listed at left. Yes, Nash dealers have the 
hottest show on the air helping them to sell 


Nash-built automobiles on a profitable basis. 


That’s not all! Disneyland is just one part of 
the aggressive Nash advertising, merchan- 
dising and promotion program. A program— 
coupled with outstanding products—that has 
won Nash a summer sales increase of 25.7% 
over last year. A program and products that 
have enabled Nash Dealers to attain a level 
of profits among the highest in the industry. 


eweeoeveeeeeeeeaee eee eee eee eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeaeeeeaee 






FL A SH! J Yes, the N.D.V.I.F. is already up in the millions and now 
y #) SS really snowballing. Every Nash dealer, regardless of 

Z size or volume, benefits from this unique profit-sharing 
fund. There's no quota to make. And every new Nash 
dealer is getting this whopping extra bonus on every new 
car he sells starting with the very first. Get the facts now 
about Nash open points and the unusual profits in a Nash 
franchise. Write in complete confidence to: Dealer 
Development Department, Nash Motors Division, American 
Motors Corporation, Detroit 32, Michigan. 


NOW MILLIONS OF 
DOLLARS IN THE “KITTY”! EXTRA 
BONUS CASH FOR NASH DEALERS 
IN THE NASH DEALER VOLUME 
INVESTMENT FUND (N.D.V.I.F.) 


EXCITING NEW PROGRAM SERIES 
STARTS THIS WEEK ON 
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High ways & Safety “es 


NEW YORK. — Ten states, led 
by Minnesota, will receive the na- 
tion’s top awards for the extent 
and quality of their driver educa- 
tion programs conducted during 
the 1954-55 school year. 

The selections were made by 12 
educational and traffic safety lead- 
ers comprising the judges of the 
eighth annual National High School 
Driver Education Award Program. 

The judges selected Minnesota 
and Massachusetts to receive top- 
ranking awards of excellence. 
Awards of honor were earned by 
California, Delaware, New York, 
Oklahoma and Vermont, while 
three states, Arizona, New Jer- 
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Minn. and Mass. Tops 


In Driver Training 


special progress awards be given to 
public schools in Colorado, Missis- 
sippi, Montana and Washington 
and that special citations for driver 
education attainment be given to 
private and parochial schools in 
Delaware, New Hampshire, North 
Dakota, Oklahoma and Vermont. 
Thomas N. Boate, manager of the 
accident prevention department of 
the Assn. of Casualty and Surety 
Companies, which sponsors the pro- 


Ohio Selects Toll Route 


Gov. Frank J. Lausche has de- 
cided to route Ohio’s projected Cin- 
cinnati-Conneaut toll highway 


gram, said that typical of the cri- 
teria used in evaluating the state 
programs were percentage of eligi- 
ble students enrolled in driver 
courses, number of hours of behind- 
the-wheel practice driving and per- 
centage of high schools in which 
driver education was taught. 


Boate stated that, “after several 
years of leveling off, states this 
year reported a significant increase 
in their driver education programs. 
During the 1954-55 school year 
9,968, or 50 percent of the public 
high schools in the nation, offered 
driver education courses and en- 
rolled 994,212 students, or 62 per- 
eent of the total potential enroll- 
ment.” 

The percentage of public-school 
participation in driver training 
courses during the last school 
year by state is: 

Alabama, 4; Arizona, 100; Arkan- 
sas, 3; California, 100; Colorado, 
63; Connecticut, 48; Delaware, 66; 
Florida, 20; Georgia, 15; Idaho, 8; 
Illinois, 100; Indiana, 45; Iowa, 44; 


19; Texas, 25; Utah, 24; Vermont, 
70, and Virginia, 72. 

Washington, 45; West Virginia, 
27; Wisconsin, 90; Wyoming, 34, 
and District of Columbia, 27. 


Safety Congress 
Meets Oct..17-21 


Latest methods of promoting 
safety will be discussed Oct. 17-21 
in Chicago at the 43rd National 
Safety Congress and Exposition, 
the annual convention of the Na- 

_ ‘|tional Safety Council. 
— More than 12,000 safety men 
Fuel Detectiv from all fields—industrial, traffic, 

This 9 to 1 compression ratio engine farm, school and home—will hear 
was designed by duPont's petroleum| come 600 program participants at 
chemicals division to show the _ 200 sessions. 
mance characteristics of gasolines. Shown 
adjusting the controls of the single- ae a aaote ty af 
cylinder engine is |. T. Rosenlund, man- Safety Engineers will sponsor ses- 


oleal aoa ae a sions of general industrial interest. 
3 *s *« 8 





fo 
I 
me 
for 


sey and Pennsylvania, qualified 


Mexico and Ohio. 
The judges also instructed that | split. 





through southeastern Cuyahoga| Kansas, 49; 
County “to insure its financial feasi- | Louisiana, 14. 
honorable | bility.” The selected route bypasses| Maine, 33; Maryland, 35; Massa- 


r awards of merit. and New York, 94. 


n addition, special 


Connecticut, Kansas, New| villages south of Cleveland which! gota, 100; Mississippi, 19; Missouri,; Oregon, 52; 
the northern route would have|36; Montana, 39; 


Kentucky, 24, and|New Jersey, 100; New Mexico, 38, 


North Carolina, 20; North Da- 
ntion awards were authorized|a series of high-value residential| chusetts, 100; Michigan, 46; Minne-| kota, 99; Ohio, 48; Oklahoma, 92; 
Pennsylvania, 
Nebraska, 39;| Rhode Island, 29; South Carolina, 
Nevada, 36; New Hampshire, 43;'25; South Dakota, 39; Tennessee, 
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Here on Mr. George Tallman’s farm in Schuylkill County, Pennsylvania, are just three 
of the more than 40 pieces of equipment used to keep products growing and going to market. 





Biggest Power User in the World 


Yes, the farmer is the biggest user of power in the world. He 
uses power in the form of trucks, tractors, implements and cars 
and he uses them constantly. You will find, too, that the farmers 
in Pennsylvania, Ohio and Michigan are among the leaders as 
owners, users, and buyers of all the automotive products neces- 
sary to modern mechanized farming. Being in the top third farm 
income group and with steady year-round income, the farmers 
in these three states are top prospects for the products you sell. 


Send for Your 
FREE COPIES 
of the 
‘‘FARM PETROLEUM MARKET’ 


Three new booklets on the farm 
markets in Ohio, Michigan and 
Pennsylvania contain important 
facts—on automobiles, trucks, trac- 
tors, garden tractors, petroleum 
products, tires and accessories (plus 
heating and cooking equipment). 
The booklet for either state—or 
all three—will be mailed free upon 
request. Write to Capper-Harman- 
Slocum, Inc., 1010 Rockwell 
Avenue, Cleveland 14, Ohio. 


THE OHIO FARMER - MICHIGAN FARMER - PENNSYLVANIA FARMER 


Your advertisements in PENNSYLVANIA FARMER, MICHIGAN 
FARMER and THE OHIO FARMER will reach the big majority of 
the best farmers. And, it’s the kind of advertising your dealers 
and distributors want and need. Your advertising will look 


good and you'll save extra money because the roto printing we 
use requires no plates. 











Standard Expands Space 


For Commercial Parking 


Standard Auto Co. (Cadillac- 
Oldsmobile), Louisville has ex- 
panded its commercial parking lot 
holdings by razing the old Wells 
building which will give Standard 
80,000 square feet of leased and 
wholly-owned space adjoining the 
dealership location. 

Two or three years ago Standard 
tore down several buildings it had 
purchased and converted the area, 
nearly half of an entire block, to 
commercial parking. The dealer- 
ship bought the Wells property in 
the 1930s. It formerly had housed 
Rambler, Jeffrey, Nash and Ford 


dealerships. 
* * * 


Gov. Langlie Describes 
War on Highway Killers 


In discussing safety measures 
during the Governors Conference 
in Chicago, Gov. Arthur B. Langlie. 
Washington Republican, spoke of 
the success of his all-out drive 
which he called a “war on highway 
murderers.” 

The governor estimated that the 
campaign saved at least 200 lives. 
Among the aids, he said, were 
drunk-o-meters, radar and un- 
marked patrol cars. He said that 
Washington now has a helicopter 
used to spot slow drivers. Gov. G. 
Mennen Williams, Michigan Demo- 
erat, said his state has used the 
National Guard successfully to 
control traffic during holiday 
periods. 

7 . s 


| Colorado Eyes Stricter 
| Driver Licensing Tests 


A more stringent Colorado driver 
licensing program with tougher 
examinations and uniform tests 
throughout the state has been rec- 
ommended to Gov. Edwin C. John- 
son by the State Revenue Depart- 
ment. 


Recommendations include: State 


|econtrol over licensing in all 63 


counties, license suspension on three 
convictions within any 12-month 
period, strict supervision of all 
county examiners and complete re- 
examination every three years of 
all drivers over 65 years old and, 
eventually, all drivers. 

” a e 


Licenses from Trailers 


Illinois has started a trailer serv- 
ice for issuance of drivers’ licenses 
and has put two on the road to 
visit county fairs and centennial 
celebrations. Secretary of State 
Charles F. Carpentier said the idea 
was to make it easier for persons 
to renew and obtain the permits. 
About 30 percent fail to renew an- 
nually, he said. 

* . +o 
Eye-Yi-Yi! 

Every state in the Union except 
Utah is using radar to catch 
speeders, reports the American Au- 
tomobile Assn. 

* & ®@ 
Mayor ‘Courtesy Driver’ 


Mayor Charlotte Whitton was 
named Ottawa’s first “courtesy 
driver” by the Junior Board of 
Trade which is promoting courte- 
ous driving. 

* * 8 
Maine Issues Permits 


A new Maine statute provides 
that no one will be allowed to 
learn to drive a car unless he or 
she first obtains a $1 permit from 
the Secretary of State. 
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Reconditioning in Right Place Pays an s-66 
Used Cars Float in Black Ink 


By Ed Brown 
Staff Correspondent 
NEW YORK. — Money spent in 
the right place for used-car recon- 
ditioning pays dividends, says Ken 
Wellner, head of Nash Broadway 
in Manhattan. 


| that hasn’t been properly cared 
| for,” Harris says. 

Knowing where to recondition is 
|the important thing, he feels. 


eign car in trade, with about 2,000 
|miles on it, but with bad scratches 


In one case the firm took a for-| 





| 
| 
| 


| 
| 


in the rear. Nash Broadway al- 
lowed $600 for it against a new) 
automobile. Most dealers had re- | 
fused any kind of a quotation on | 
it, and the loca] representative of 
the manufacturer had also shied 


In fact, Nash Broadway’s as- 
tute reconditioning program has 
helped keep the dealership in the 
black all year despite razor-sharp 
competition in one of the natidn’s 
toughest marketing areas. 

“We made a profit in July,” Well- | WY from the trade. 
ner says. “It wasn’t a big profit,| Nash Broadway spent $15 to re- 
but it was a profit. We haven’t|paint the scratches. A complete 
done a spectacular job here. But|clean and wash job followed, and 
when you hear about big-volume | two days after the car appeared on 
dealers losing four and five thou-|the showroom floor it sold for 
sand dollars in July, our situation | $1,050. 
compares rather favorably.” Harris tells about a woman shop- 

Care in the handling of used cars| per who proudly proclaimed that 
is of paramount importance in the|she had prevented her husband 
entire Nash Broadway operation. | from purchasing an otherwise good 

Leo Harris, general manager, used car from another dealer be- 
says he feels it is important that | C@USe the chrome on the left head- 
he sees every car taken in trade. | light was pitted. 
In this manner he can avoid any A small expenditure of less than 
deadwood, can place a correct ap- 
praisal value on the automobile and 
can see immediately the amount of 
reconditioning necessary. 

“We have proven that we can 
get anywhere from $100 to $200 
more for a properly reconditioned 
automobile than we can for one 





Dealer Licensing 
Sought for All 


In San Antonio 


SAN ANTONIO. — (UTPS) — A| 
licensing ordinance, similar to those 
on the books of Dallas and Hous- 
ton, is being sought by a group of 
42 automobile dealers here. 

The ordinance would provide 
license fees of $100 a year for new- 
car dealers, $50 a year for used-car | 
dealers, and $125 for dealers han- 
dling both new and used cars. 

All dealers would be placed un- 
der a $1,000 performance bond to 
insure the payment of judgments 
and would be compelled to comply 
with the state’s Sunday closing 
laws. 

An Automobile Advisory Council | 
would be set up under the ordi- 
nance with seven members: Three 
used-car dealers, three new- car) 
dealers and one city employe. This 
council would be empowered to 
make recommendations to the City 
Council for any ordinance changes 
needed in the future. 

Also, a system of records would 
be set up, making it easier for the 
police to trace and find stolen cars. | 

A similar ordinance was proposed 
two years ago, but was not passed, 
because some members of the 
council feared that it might work 
a hardship on smaller dealers. It is 
believed that chances of passage 
are better now. 


Auto Chemicals 
Plant Dedicated 


SUNNYVALE, Calif. R. M. 
Hollingshead Corp. has dedicated | 
its new $1 million chemical manu- 
facturing and distribution center 
here, 38 miles from San Francisco. 


Gov. Goodwin J. Knight cut a 
plastic ribbon in ceremonies before 
a host of public officials, customers, 
suppliers and newsmen to formally 
place the plant in operation. 


Company officials say that the 
plant’s location will facilitate de- 
liveries of its products to the auto- 
motive industry in a 10-state area. 
Plant capacity is 1.5 million gallons 
annually. 

Among the products are brake 
fluid, cooling system compounds, 
engine operation additives, tire 
thaintenance chemicals, cleaners| 
and waxes, special purpose oils and 
repair shop specialties. 


Bill Doe, 


quick trip to the 





these brakes. 


Mansfield Picks Nash 


Mansfield Motors, Inc., is the new 
Nash dealership in Mansfield, Pa. 
John Zack is president; Alvin C. 
Dieffenbach, vice-president; Helen | 
Zack, secretary, and Allen. C. Dief- | 
fenbach, treasurer. | 


What's YOUR name? 


A 16-page, 4-color book, 
It's free. 


AUTO SPECIALTIES MFG. CO., INC. 





$5 would have made the sale,” Har- 
ris says. 
In another instance, a car that 


| had been in the used-car inven- 


tory for some time was com- 
pletely rechromed because of pit- 


| ting. It cost about $150 but 


brought an extra $275. 

Nash Broadway is constantly in 
the market for good used Ramblers. 

“We like to get them here be- 
cause other dealers just don’t 
realize their value,” Harris says. 
“They're a wonderful automobile, 
and we have no trouble at all sell- 
ing them as used cars. As a matter 
of fact, we make a nice profit on 
everyone we pick up. We’re able to 
get them cheap from other dealers, 
because they don’t know how to 
merchandise them.” 

Wellner says he expects a Ram- 
bler shortage to develop before the 
end of the present model run, in 
spite of the fact that he has quite 
a number of them on hand. 

His salesmen, he says, are seek- 
ing and receiving full profit on 
each Rambler sold. 


grave." 


Write for it to 


23 


-fxHr Or 


Ps 
6 
ts 
Hi 





Tampa Dealer Opens Super Showroom— 


A wide expanse of glass and low, modern lines are features of the new showroom 
of Holtsinger Motor Co., Tampa, Fla. Holtsinger describes the building as an auto 
supermarket. Its features include five air-conditioned closing rooms, toilet facilities, 
a large sales meeting room on the second floor, tiled floors and indirect lighting in 
the showroom. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





Photo by Sarra Inc. 


I am a typewriter. Across my ink-stained face are written many human experiences. 
During the coming beautiful fall days, I shall pound into the record books many names. 
I SHALL WRITE—Killed, passing on a hill, John Doe.—Killed, passing on a curve, 
wife and 3 children. 
I SHALL ALSO WRITE—"To save a minute, he lost a life" or "A minute saved—a 


Tired, hackneyed phrases describing the end of bubbling, enthusiastic, happy lives. 
I write on...pounding names into the recerd books of death. 
What's YOUR WIFE'S name? 
Because so many answer, I must write—I must work. YOU can make every day safer 
for yourself and your family by driving EXTRA carefully. Please be courteous, be 
careful—I CAN SPELL ANY NAME. 
Automobile manufacturers and automotive suppliers are continually improving cars 
to help reduce the accident-causing tensions of driving. One of these suppliers, 
Auto Specialties Mfg. Co., Inc. of Saint Joseph, Michigan, has developed safer 
brakes for today's more powerful cars: Auto Specialties Double-—Disc Brakes. These 
brakes, designed on an entirely new principle, have passed severe braking tests at 
leading car factories. Auto Specialties Double-—Disc Brakes make driving safer, 
make drivers surer of their brakes. Their adoption by the car factories will be in 
keeping with the automotive industries' aim for safer and safer driving. So while 
you're out driving, be courteous, be careful. Remember, 
"The Stopping Story," gives detailed information about 


How many CHILDREN have you? 


"I CAN SPELL ANY NAME." 


Saint Joseph, Michigan 


Plants also at Benton Harbor and Hartford, mentors and Windsor, Ontario, Canada 
Manufacturing for the automotive and farm mac 


inery industries since 1908 
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only Cheanotet 


used car 


Yes, you will profit most with the 
Chevrolet OK Used Car Trademark 
and with all these other Chevrolet 
dealer advantages as well 


You'll profit most with the Motoramic Chevrolet. (It’s 
stealing the thunder from the high-priced cars!) 


You’ll profit most with new Chevrolet Task-Force Trucks. 
(They’re the most modern trucks for any job!) 


You'll profit most with Authorized Chevrolet Service. 
(More people drive Chevrolet cars and trucks than any 
other make!) 


You'll profit most with the organization having the largest 
market for its products. (It’s Chevrolet for cars, trucks, 
parts, accessories, service!) 





AUTOMOTIVE NEWS, SEPTEMBER 12, 1955 





can use this famous 
trademark 





..on their lots 
,.on their cars 
tn their advertising ! 


It’s another reason why 


you “i profit most with Chevrolet... 


America’s foremost automotive franchise! 


As automotive men know, the red OK trademark 
pictured here has long been rated the most powerful used 
car selling aid of its kind in the industry. Only Chevrolet 
dealers can use it. Thousands of Chevrolet dealers are 
taking full advantage of its sales-building powers by 
tying in with America’s strongest and most consistent 
used car advertising and merchandising program in all 
the following ways: 


* They use this trademark on their lots . . . because they 
know that hundreds of thousands of used car buyers 
recognize and respect it more fully than any other 
similar emblem in the industry, thanks to long years of 
promotion and of keeping faith with customers. 


& They use this trademark on their cars . . . because they 
know that it has become a symbol of maximum quality, 
maximum reliability, and maximum value, to used car 
buyers in all parts of the nation. 


> They use this trademark in their advertising . . . because 
they know that it helps to make their advertising pro- 
grams stand out from the rank and file of used car 
advertising . . . that it helps to bring large numbers of 
buyers and prospective buyers to their lots . . . and that 
it helps to inspire complete confidence in their used 
car offerings when prospects see it displayed on a car. 


TAT nam nin —* an 





Chevrolet Division of General Motors, Detroit 2. Michigan 


AA AI Bh ORE ee 
antigay 


You'll profit most with Chevrolet value plus Chevrolet You'll profit most with a manufacturer who is dealer-minded. 


quality. (Lowest priced line of large-selling motor cars!) 


You'll profit most with genuine Chevrolet parts and 
accessories. (Strong, steady profitmakers, year after year!) 


You'll profit most with the aid of a conveniently located 
Chevrolet-General Motors Service Training Center. (Fac- 
tory training facilities virtually at your doorstep!) 


You’ll profit most with a great backlog of public preference 
and good will. (19 consecutive years of leadership in pas- 
senger car sales and 17 years of leadership in truck sales!) 


(That, too, is Chevrolet, as its entire history attests!) 


You'll profit most with a direct voice in Dealer-Factory 
discussions. (Witness the Dealer Committee System of 
Operation which was pioneered by Chevrolet almost 
twenty years ago!) 


You'll profit most with a franchise that is respected wher- 
ever automobiles are known. (Such public acceptance is one 
of the many “business birthrights” of Chevrolet dealers!) . 
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Some Dealers Give U 


Truck 


By Bud Harris 
Traveling Correspondent 

DALLAS. — The competitive bat- 
tle for sales in the light truck field 
in the Southwest has become so 
bitter that some dealers are aban- 
doning truck departments. 

The view of these dealers is that 
they cannot pay salesmen’s com- 
missions and come anywhere near 
the break-even point when they are 
forced to meet what they describe 
as “cut-throat” competition. 

Ford and Chevrolet, in their 
fight for market supremacy, are 
driving their dealers so hard that 
—according to competitive dealers 
they are selling trucks at cost 
and sometimes below in order to 
garner their share of registra- 
tions. 

So keen is this struggle in Texas 
that the two factories are reported 
to be maintaining a “bird dog” 
watch on registrations. 

If any one of the dealers han- 
dling other makes of trucks has a 
heavy registration in any one 
month, he can look forward, it is 
reported, to a “slaughter of prices” 
by Ford and Chevrolet dealers in | 
the month following. 

One Texas dealer told me that if 
he sees that he is going to have 
a volume sales month he rushes in 
every registration that he possibly 
can. 

Then he relaxes and coasts 
through the next month while 
Ford and Chevrolet dealers blitz 
his market with unbelievably low 
prices. 

Along the West Coast, dealers 
report that Ford and Chevrolet— 
through their fleet divisions — are 
making bids so ridiculously low 
that they are unable to come within 
hundreds of dollars of the figure. 

The lighter trucks, as they are 
produced on straight, high - speed 
assembly lines, are generally avail- 
able in the West for immediate 
delivery. Most of the special specifi- 


3 Young Dealers 
To Spice Parley 


Of Pennsylvanians 


HARRISBURG, Pa. — Three 
young dealers, examining the future 
of auto retailing, will be a feature 
of the Pennsylvania Automotive 
Assn. convention to be held Sept. 
26-27 in Pittsburgh. 

The trio has been billed as typi- 
cal of the hundreds of young men 
who are “willing to throw them- 
selves to the wolves” and make a 
future for themselves in the busi- 
ness. 

Appearing will be E. D. McKean 
jr.. Morrowfield Oldsmobile Co., 
Pittsburgh; Charles W. Frantz, 
Twin Motors, Inc. (Lincoln-Mer- 
cury), Kingston, and R. W. 
Schreiber jr., Schreiber Chevrolet 
Co., Duquesne. 


ATTENTION: WILLYS DEALERS 
Greater Profits with High Quality 


JEEP PARTS 


WHOLESALE ONLY 
Write today for NEW Catalog 
Republic Sales Company 


1809-11 S. State St. 
Chicago 16, Illinois 


LOOSENS 
STUBBORN TAILPIPES 
& .BRACKETS!! 


FREES FROZEN BOLTS!! 
and 1000 other uses! 
It's concentrated! 
It dissolves rust! 
Has no unpleasant odor! 
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Mechanic's : 
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cations vary only in the line of 
accessories. 

However, throughout the coastal 
and mountain states, dealers are 
experiencing a delay of 60 to 120 
days in the delivery of heavier duty 
trucks. This the dealers blame on 
slower production rates. 

This seems to be caused by a 
change in method of building this 
type of equipment. Purchasers 
and dealers alike have not taken 
into consideration the tremendous 


task that has been forced on the | 


manufacturer in the new system 
of constructing heavier trucks. 

In the past years, a buyer of the 
heavies would figure out his needs 
on a payload basis and then select 
a truck in a standard size. 

Thus the maker was enabled to 
set up a production line for trucks 
of various standard capacities and 
roll them out in volume. The dealer, 
on the other hand, could carry 
quite adequate stocks and add such 
accessories the buyer required. 

Today, after encountering many 


Lrogreceive Engineering 


Blitz in Southwest 


problems in transporting their} °° 
required payloads, heavy truck cus-| |) 
tomers have found it essential to) / 


engineer their tractors and have 
them built to specifications. 

One needs only to glance at the 
purchase order of this type 
truck today to observe the tre- 
mendous amount of specifications 


| 
} 
| & 
| 


that have to be built to order in | | 
the unit to realize the problems | | 


of the manufacturers. 
Only the foundation of the truck 
| can be built on high-speed assembly 
| lines. The manufacturer can hardly 
| stock individual items specified but 
| has to order them as needed. This, 
of course, causes production delays 


and lengthens the customer’s wait- | 


ing time for delivery. 

A better understanding by the 
|}customer and the dealer of the 
| factory’s problems along these lines 
| would eliminate much of the 
} anxiety and impatience built up 
|during the gap between order and 
delivery. 


Milwaukee Dealers Honored— 


The Ford Four-Letter award is presented for the fifth straight year to two Milwau- 
kee dealers for outstanding performance in finance, service, spirit and all around 
facilities. From left, are A. C. Shallock, Al Shallock, Inc.; R. P. Wood, district sales 
manager; James J. Larusso, divisional field manager, and Henry Schwister, Schwister 
Motor Sales. 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 











AUTOMOTIVE NEWS, SEPTEMBER 12, 1955 






















































































Houston Lenders 
Shy Away from 
Wild Auto Credit 


HOUSTON. — Financial institu- 
tions here are showing increased 
concern about the length of credit 
terms offered car buyers as auto 
credit rocketed upward 33 percent 
in the first seven months of 1955 
as compared with the same period 
in 1954. 

“We feel that credit terms have 
been extended about as far as is 
reasonable and sound,” one finance 
company Official said. 

Lending institutions are turning 
thumbs down on auto paper offer- 
ing more than 36 months to pay. 
Downtown Houston banks have 
drawn the line at one-third down 
and 24 months for the balance. 

Still, cars sold here average 30 


Lawsuits Affecting Dealers... 


Court Decisions 


By Leo T. Parker (2d) 662; 212 Fed. (2d) 789; 210 
Attorney at Law Fed. (2d) 531; 211 Fed. (2d) 737. 
R. LEIS, of Dick’s Automobile} Also, see late case of Findlay v. 
Sales, Lakeland, Fla., writes, Monroe, 270 S. E. (2d) 375, where 
as follows: “We had a suit similiar | the higher court of the state held 
to a case listed in Avutomorive|that confiscation on an automobile 
News. Our case was we sold a/|by state officials is lawful. 
rch nd same was . 
ntlin — £ Auto Seized By U. S. 
“Local police arrested the pur- A RECENT higher Federal court 
chaser for having two gallon jugs held that the Federal Govern- 
of moonshine, and they made no|ment may confiscate a motor 
charge. They then contacted the| vehicle used to transport a very 
Federal Authorities who came in|small quantity, as one quart, of 
and made the charge. “moonshine” whiskey. 
“Our attorney advised us that For illustration, in Anderson v. 
we do not have a leg to stand on | United States, 185 Fed. (2d) 343, 
and I showed them a copy of | the testimony showed that a man 
Automotive News. Our attorney |named Anderson carried in his | 
said if the local police had made | automobile one-quarter gallon of | 





ercent down and either 30 or 36 , 7 a charge we would have a case. |tax-unpaid distilled spirits, or 
ieeathe to pay. Hudson ‘Dealer of Month’ Honored Shall appreciate hearing from | whiskey. 

Despite the concern shown by Hudson's “Dealer of the Month” award is presented to Arthur Woolverton, Wool-| you at your earliest in regard The government agents seized 
lenders, repossessions in Houston verton Motors, North Hollywood, Calif., center, by L. A. Mortensen, Los Angeles zone! to this. Please cite late cases for and confiscated the automobile. 
are running lower this year than | ™anager, right. Looking on is J. A. Stevenson, zone merchandising manager. my lawyer.” The higher court held that the 
last. They are currently at % per- - i Sse kl t? AutomMo-| Refer your lawyer to new higher| government agents had this 
cent. cao ' = TIVE NEWS a "you t the "Sau dees entg adh throughout | the peat. court decisions, as follows: 212 Fed.| right. 





Also, see Associates Discount | 
Corp. v. United States, 200 Fed. | 


(2d) 537. Here it was shown that 

@ an automobile dealer sold an auto- | 
mobile to one Wills on a condi- 

tional sales contract. q 

The dealer legally recorded this | 
conditional contract of sale. Later 

Wills was arrested for transport- | 


ing untaxed whiskey in the auto- | 

mobile. 4 
* ? * 

Reputation Decisive 


Le lower Federal court decided © 

that the government officials | 

could condemn the automobile used | 

in violation of the Internal Reve- | 

nue laws. 

The dealer and holder of the — 

ene — ee = | 

> DELCO-REMY DEVELOPS A fully combate ant ennesaee 
automobile because he took the 

conditional sales contract in good © 

faith and without knowledge or | 

NEW DELCO DRY CHARGE BATTERY ee ee oe 
f 1 hi j 

: " The. Sie court reversed the © 
trial, If the automsbile dealer fails | 

t l automobile e j 

WITH INSTANT POWER to geen that Wane en ce 

reputation and had never before | 

been convicted of violating the 





Delco-Remy’s new Delco Dry Charge Another problem with early dry a. aa ‘sag bold that the geen | 
Battery is the freshest power anyone can batteries was the “‘boost”’ they requir ment can confiscate and condemn — 
buy! Not a fraction of its power is lost in to reach full charge after being filled. ee ae a oer 
transit or storing because the Delco Dry Delco-Remy solved this by the use of and owed by Wills. 


Charge Battery is manufactured by a = quick-wetting, long-lasting microporous Dealer Mires Dex Mans 
revolutionary new method. It is not rubber separators, and by the develop- (SOUTH GATE, Calif, — George 
activated until electrolyte is added. ment of a continuous charging, washing, Coshenan, questions of oe Se 
Then, instantly, it’s ready to go—full _—_ drying, and assembly process. All this in- ee ae eee 
of power! sures a high, uniform quality not possible national publicity when he went | 


under old-fashioned batch procedures. AWOL from Fort Knox to get into 
combat in Korea, 0 in Korea. 


Although dry charged batteries are not 


new, their practical application is. In These and many other features of the 


F : new Delco Dry Charge Battery—such as NEVER BEFORE AT 
SA eevee cox, theexclusve Delcloy grids and Thermo- 
. = . rigid hard rubber case—insure outstand- 
venient quantities. Delco-Remy licked at pattems indediicdies oud Uk Gane, ie ' N rT 


this problem with an ingenious shipping 


container designed to meet all commer- and greatly simplified initial storage. 


Weather-resistant poly- 


cial requirements. It holdsthe amount of | The new Delco Dry Charge Battery is srt cles ata ube 
pure electrolyte required by the battery one of the more recent results of Delco- check with order. imme- 

. .. it’s disposable . . . it eliminates the Remy’s policy of progressive engineering faction guaranteed. 
necessity of buying large quantities of that is always abreast . . . often ahead NATIONAL ’ 
bulk electrolyte. ... of the industry. 43.W 2ist St. New York 10) 


ORegon 5-5230 









AUTO 
TURNTABLES 


& 
Manufactured by 
* 


| 
; 
' 
' 
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Macton Machinery Co. 
DYKE LANE 
Stamford 2, 
Cona. 





DELCO-REMY ¢ DIVISION OF GENERAL MOTORS e ANDERSON, INDIANA 





AIRFOAM makes interiors roomier, Premolded AIRFOAM replaces expensive AIRFOAM gives custom looks Exciting new seating ideas 
more luxurious handwork—looks even richer and custom rides become practical with AIRFOAM 


THE WORLDS FINEST, 


Airfoam—T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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AIRFOAM can be your greatest 
sales-aid in years 


MADE 


ony 
BY 





ON-WHEELS! 


Yesterday’s luxury can be today’s nuisance — 


especially when stuffed into the low, compact 


models so popular with modern motorists. 


The only answer is to break clean away from 
seating reminiscent of Grandma’s parlor. But 
that can’t happen until manufacturers shake 
off outdated upholstering practices. 


And they’re doing it! Working closely with 
AIRFOAM Development Engineers, leading 
automobile builders have achieved a completely 
new kind of seating. It combines better style 


GO00D?7 YEAR 


MOST MAQDERN CUSHIONING 





and a better ride with MORE ROOM FOR 
PEOPLE! 

These new seat-units include one-piece molded 
AIRFOAM cushions that eliminate useless bulk. 
They’re rich in the style and glamour that 
belongs with modern cars — plus superlative 
comfort and roominess you haven’t seen in 
years! 

Dealers report these new AIRFOAM seat-units 
are worth-while selling aids. If they’re not 
already helping you, they may be coming soon. 

Goodyear, Automotive Products Dept., Akron 16, Ohio 


We think you'll like ' 
THE GOODYEAR TELEVISION PLAYHOUSE 
every other Sunday—NBC TV Network 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


 Figpad enforcement agencies, in- 
surance companies and the 
quarter-million people whose cars 
will be stolen this year would like 
to see something done to make it 
more difficult to steal an automo- 
bile. It is common knowledge in the 
industry that auto makers do not 
fit personalized keys to their cars. 

If you have a set of a few 


L-O-F Promotes Nopper 

Ralph J. Nopper has been named 
chief maintenance engineer for Lib- 
bey-Owens-Ford Glass Co., Toledo. 
He formerly handled maintenance 
engineering for company plants. 
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master keys, you are able to enter 
any one of the current model cars. 
This is possible because the keys 
run in series, and makers use only 
a relatively few modifications for 
their entire output. 


Perhaps it is too large an order 
to expect car makers to take on 
the added expense entailed in 
giving a purchaser a completely 
individualized lock and key that 
does not resemble those used on 
any other car. It does, however, 
seem reasonable to expect that 
something worthwhile could be 
accomplished if the industry and 


its lock suppliers should decide 
that cars are “too easy to steal.” 
Consulting engineer Francis 
Davis is among those who believe 
the problem is sufficiently impor- 
tant to merit serious attention. He 
says: “As a typical owner, I would 
be willing to pay several dollars 
for a personalized lock on my car.” 
The special lock is seen by Davis 
as an important element in a com- 
plete program to “theft-proof” the 
modern automobile. 
+ x * 
i“ THE past, some companies 
(such as Buick and Ford) fur- 
nished a type of ignition lock which 
also engaged the steering column. 
When the door was locked, the 
car could not be stolen merely by 
lifting the hood and placing a 
“jumper bar” across the ignition 
wires. Another common feature of 
most cars was a hood latch that 
had to be released from inside the 
car. 


However, in view of the key 
situation and ease of using a 
jumper bar (under the dash), 
the locked hood offered no real 
security. To discourage car thefts, 
Davis now suggests that it would 
help matters to have a person- 
alized lock, together with a lock- 





“One hundred jobs per month 
with only one operator” 


Men like M. E. Long 
know “‘what it takes’’ to 
conduct a successful serv- 
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THE BIG SWITCH 


pointing out the advan- 
tages of Liquid Glaze Ap- 
pearance Departments. 
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Normalizing a Giant— 


A huge cupola, to be used on a gray 
iron furnace, is being swung into position 
to be normalized in the 100-ton capacity 
furnace at Nor-Cote, Inc., Van Dyke, 
Mich. The normalizing process is said to 
take care of the problem of contraction 
and expansion, reduce vibrations and in- 
sure better welds. The cupola is 28 feet 
long, 11% feet in diameter and weighs 
17%, tons. 


ing hood and a substantial pro- 
tective covering over ignition 
wires located under the dash- 
board. 

Coming as they do from a man 


One hundred jobs per month at $15.00 per job 
adds up to $1500.00 in sales—and from only one 
operator. This is just one example of why thousands 
of dealers are switching to the new Liquid Glaze. 

Repeated tests prove that Liquid Glaze products 
are tops in beauty, in protection, in ease of applica- 
tion, and in profit-making ability. 

Write today for samples and prices—plus the 
free booklet, ‘‘Dollars and Sense,”’ which describes 
in detail how to set up and operate a successful 
Liquid Glaze Appearance Department. 


LIQUID GLAZE, INC. 


704 Sheridan St., Lansing, Michigan 


E> 


TO SUPER LIQUID GLAZE 








whose automotive engineering ac- 
complishments include work which 
has earned him 
fame as the “fa- 
ther” of power 
steering,” these 
ideas rate serious 
consideration 
from the indus- 
try. If market re- 
search confirms 
the opinion that 
Many car owners 
would buy a per- 
sonalized lock, it 
would seem there 
is a chance for one of the alert 
lock manufacturers to step into 
this field with a special replace- 
ment lock that would substitute for 
the unit originally installed on the 
car. 

Widespread use of such locks 
should make it extremely difficult 
to steal a car. Insurance rates then 
could be lowered correspondingly. 
And we might see less frequent use 
of the phrase “bandits escaped in 
a stolen car,” as theft-proof cars 
influenced the number of crimes 
predicated on a stolen get-away 
car. 


F. W. Davis 


Two-Ply Passenger Tire 


Could Become a Reality 


AN ENGINEER recently told me 
that, in his opinion, the “tire 
of the future” would have only two 
plies—with one ply consisting of 
steel wires imbedded in rubber. 
Startling as it may sound at first, 
this statement may not be too fan- 
tastic when you consider that a 
four-ply wire tire currently is re- 
placing the ten-ply nylon and eight- 
ply rayon tires used on trucks and 
buses. 

The Jones & Laughlin Stee] Corp. 
Says approximately 200,000 pounds 
of wire tire cord per month is be- 
ing used by the rubber companies 
in the country to manufacture 5,000 
truck and bus tires. Passenger tires 
with wire cord still are in the ex- 
perimental stage in the U. S., but 
believed to be in limited use in 
Europe. 

The manufacturing process 
adopted by Jones & Laughlin is 

rather interesting, since the rub- 
ber composition used for tires in 
this country has little or no af- 
finity for steel. Adhesion is ac- 
complished by coating the wire 
with a thin plate of electrolytic 
brass. 


According to C. W. Garrett of 
the J&L product development di- 
vision, brass composition is impor- 
tant ... and to improve the rubber 
adhesion still further, the brass 
plate is cold worked by cold draw- 
ing the wire after brass plating. 
The cord itself then is made from 
the fine (.0059 inch) redrawn brass- 
plated steel wires. 

Weight reduction and significant 
increase in mileage are anticipated 
on tires reinforced with steel wire. 
However the most important ad- 
vantage may be gained from added 
strength which promises to put an 


end to blowouts. 
* x x 


Gasoline Is Burned 
At Diesel Ratios 


LTHOUGH details of the work 

are classed as “strictly confi- 
dential,” it can be reported that 
progress is being made on the im- 
portant problem of operating an 
engine on gasoline at diese] com- 
pression ratios. 

Tests are run without throttling 
intake air, in order to achieve diesel 
fuel economy and (it is hoped) at 
the same time to allow multifuel 
operation (burning of anything 
from gasoline through jet fuel to 
diesel fuel). 


Detroit Schools Offer 


Automotive Training 
DETROIT. — The Board of Edu- 
cation has announced that automo- 
tive training again will be offered 
in once-a-week classes at Cass, 
Wilbur Wright and Pershing eve- 
ning schools. Registrations open 
the week of Sept. 12, classes start 
Sept. 19. A small fee will be charged 
for each 12-week semester. 
Courses cover basic principles of 
internal combustion engines; de- 
sign and operation of engines and 
chassis; automotive welding and 
electricity; garage practice; theory, 
design and servicing of automatic 
transmissions, and auto body de- 
sign and drafting. Additional infor- 
mation may be obtained from the 
board’s adult education office, 
WoOodward 3-7150, Ext, 128. 
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Technical PERSONNEL CHANGES 





Four new personnel changes 
have been announced by L. A. 
Young Spring & Wire Corp., De- 
troit. 

Charles J. Hupp becomes assist- | 
ant to the president of engineering, 
Daniel Chieger and Robert W. 
Overman have been named assist- 
ant general sales managers, and 
Lee Collins has been appointed | 
sales manager. 

am * 4 | 


Breustedt Named to Post 


With Diesel Energy Corp. 


H. K. Breustedt has been named 
engineering vice-president of Die- 
sel Energy Corp., New York. 

Breustedt, a civil engineer, has 
supervised various industrial proj- 
ects in Turkey and the Middle 
East for German 
concerns. He is 
an engineer of 
Kloeckner - Hum- 
boldt-Deutz A. 
G., Cologne, Ger- 
many. That com- 
pany has delegat- 
ed him to Diesel 
Energy Corp. as 





special advisor 
on the Deutz air- 
cooled diesels 
which are im- 
ported, sold and serviced by Diesel 
Energy. 





H. K. Breustedt 


* * * 


eron and White Co., a Detroit engi- 
neering firm, before joining Colo- 
nial. Prior to that he was assistant 
chief engineer for the radar and 
gear division of the Palmer-Bee 





Gordon Cook 


George Cameron 


another broach company from 1953 
until joining Colonial and has been 
a broach engineer since 1946. 

* * * 


Territory for Jacobsen 


Johnson Bronze Co., New Cas- 
tle, Pa., manufacturer of sleeve 





Learning Management at White— 


Graduates of White Motor Co.'s five-day truck-maintenance management course in 
Cleveland are shown during a class session. From left are R. F. Widlack, Hartford, 
Conn.; Percy Landstreet, Washington; Frank E. Paige, Indianapolis; Jesse A. Barlow, 
Co. Cook was chief engineer for | Texarkana, Tex.; Charles S. Steppe, Lynchburg, Va., and Frank Novak, instructor. 


bearings and bushings, has an- 
nounced appointment of John B. 
Jacobsen as replacement-produc- 
tion salesman in southeastern 
New York. Jacobsen will service 
Sullivan, Ulster and Dutchess 
counties and Long Island. 


Breckenridge Joins Globe 


Frank Breckenridge has been 
named vice-president in charge of 
engineering and manufacturing for 
Globe Hoist Co.’s three plants at 
Philadelphia, Des Moines and Long 


' assistant 


31 


Beach, Calif., according to F. W. 
Swanson, board chairman. Brecken- 
ridge formerly was president and 
general manager of Automatic 
Washer Co., Newton, Ia. 

* * * 


Tide Water Ups Napoli 


William L. Napoli has been 
named _ lubrication engineer for 
Tide Water Associated Oil Co.’s 
eastern division export sales de- 
partment. He joined the firm in 
1945. 7 Leer 


L-O-F Promotes Starner, 


Five Other Engineers 


James E. Starner, for 12 years 
a mechanical engineer with Libbey- 
Owens-Ford Glass Co., Toledo, has 
been promoted to 
chief 
mechanical engi- 
neer by the firm. 

Assisting Star- 
ner in the L-O-F 
mechanical sec- 
tion are Norman 
C. Lindner, who 
has been named 
chief mechanical 
checker, and Mar- 
tin Miklosek, 
Lloyd W. Smith, 
Karl B. Vollstrof and Felix J. 
Tischinae, who have been promoted 
to senior project engineers. 





J. E. Starner 


Now—More Than Ever—This Sign Means Business! 





Leland Electric Appoints 


Marsh, Buhl Vice-Presidents 


The Leland Electric Co. division | 
of American Machine & Foundry 
Co., Dayton, O., has appointed Rex 
D. Marsh sales vice-president, and 
Walter T. Buhl engineering and | 
manufacturing vice-president. 

Marsh joined Leland in April, 


Here’s the Remarkable 
New Motor Oil 
that in Effect 


ADDS 
OCTANES | 


GASOLINE 


Boosts Gas Mileage 


Never before has a motor oil demonstrated so many 
protective properties. New Mobiloil Special cleaned up 
engines of all ages—kept them clean as no other oil 
ever has before. It relieved engine knock, pre-ignition 
“ping” and spark plug misfiring. It reduced corrosive 
and mechanical wear to practically zero. 


Customers are reading about New Mobiloil Special 
right now —in national magazines — Life and Saturday 
Evening Post — coast-to-coast! 













W. T. Buhl 


R. D. Marsh 


1953 as sales manager. He was 
formerly president and a director 
of the Canadian subsidiary of Bow- 
ser, Inc. Buhl, a consulting engi- 
neer for the past four years, was 
formerly director of research of 
Whirlpool Corp. 


Kraus Automatic Corp. 


Elects Niles President 


Walter J. Niles has been elected 
president, treasurer and director of 
Kraus Automatic Machines Corp., 
Rochester, N. Y. 
Niles formerly 
was president of 
Sound Scriber 
Corp., New Ha- 
ven, Conn. 

Charles E. 
Kraus, who acted 
as both adminis- 
trative and engi- 
neering head of 
the firm, will de- 
vote his full at- 
tention to engi- 








W. J. Niles 


neering and development. The firm 
manufacturers automation machin- 
ery. 


The Best Lubricant for 
Any Car, New or Old—in Extreme 
Heat or Sub-Zero Cold—Adds 
Years to Engine Life! 


” - * 
King Joins Goodyear 
Frank Sherwood King, has joined 
the tire design research depart- 
ment of Goodyear Tire & Rubber 
Co. He will work on special assign- 


ments. 
* 2 * 


Townhill Joins Harvill 


Arthur Townhill has joined 
Harvill Corp., Los Angeles die- 
casting firm, as director of engi- 


neering. For more satisfied owners...more service department 


gross profit— make it New Mobiloil Special! 


Mobiloil Special— Under AP! Classification, recommended “For Services ML, MM, MS, DG.” 


Best For Every Car You Sell—Every Car You Service! 


OBIL Oil COMPANY, INC., and Affilictes: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP 


* 7. 7 

Colonial Broach Announces 
Engineering Appointments 

Appointment of George Cameron 
as director of engineering and Gor- 
don Cook as supervisor of broach 
engineering has been announced by 
Colonial Broach & Machine Co., 
Detroit. 

Cameron was co-owner of Cam- 
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Fo sales success in the rapidly changing New York metropolitan area, you have to 
know (1) where to aim your advertising and (2) how to make it hit hardest. 


First, ask your Hearst Advertising Service representative for the New York Journal 
American's latest analysis of New York new car registrations. This invaluable data 
(just off the press) will show you in which boroughs and suburban counties new car 
sales were concentrated during the first six months of ‘55...where to set your selling 
sights during the months ahead. 


Next, concentrate your advertising in the Journal-American, the overwhelming favorite 
of home-going New Yorkers. With the largest New York city and suburban circulation 
by far of all five-cent daily papers and all Sunday papers selling for twenty cents or 
more, the Journal-American will give you the deep and dominant home penetration 


you need in high-registration areas where new car advertising pays off. 


Blow up...sew up your New York sales... through the New York Journal-American. 


York it's better in the evening and it's best in the 


NEW YORK 


OUFRGEc ZA rican 


ACR TEEATCR ORE OU Se, JTAMERICAN }f 


NATIONALLY REPRESENTED BY HEARST ADVERTISING SERVICE 
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In the Hopper 


Alabama Lawmakers OK 


Withholding-Tax System 

A bill providing for a withhold- 
ing system for collecting the state 
income tax has been passed by the 
Alabama Legislature and sent to 
the governor for signature. 


It applies only to the present | 


state income tax and not to the 
proposed tax on adjusted gross 
incomes of individuals and corpora- 
tions. ae ae 


N. H. Truck Fee Bill Dies 

A New Hampshire bill which 
would have increased the registra- 
tion fee on heavy trucks has been 
killed in the House. 


* * * 


New Calif. Law Tightens 
Financial Responsibility 

The California Department of 
Motor Vehicles has been authorized 
to confiscate both the registration 


and license plates of cars whose 
owners fail to show financial re- 





sponsibility following an accident. 
The new law, signed by Gov. 
Goodwin Knight, is aimed at per- 
sons who do not carry insurance 
or do not have the ability to meet 
damages in excess of F100. 
+” * 


New State Laws 
Designed to Draw 


Industry, Tourists 


NEW YORK. — Stepped-up com- 
petition between the states to 
attract new industries and to pro- 
mote their tourist attractions and 
other natural resources is reflected 
in developments in state legisla- 
tures throughout the country. 

New or broadened laws to per- 
mit local governments to borrow 
for the construction or acquisition 
of buildings for lease to private in- 


dustries were enacted in Arkansas, | 
New Mexico, Tennessee and Ver-| 


mont. 


Legislation to permit state agen-' 
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WILL HELP YOU 


SELL MORE 


AC SPARK PLUGS 


This AC campaign capital- 
izes on public demand for 
‘all the power that was origi- 
nally built into car engines. 
It kicks off September 1, with 
full-page advertising in na- 
tional magazines, advertising 
on 5000 billboards across 
the country, and on network 
TV, with over 100 stations! 
Dealers get all this, plus a 
powerful package of point- 
of-sale display materials, 


shown at right. 
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provide industrial expansion risk 
capital unavailable through normal 
banking channels. 


New or broadened state borrow- 
ing authority for the improvement 
of state parks and other recrea- 
tional facilities was provided in 
Kansas, Massachusetts, Texas, West 
Virginia and Wyoming. 

Legislation creating state agen- 
cies for promotion of industrial or 
tourist attractions, or both, was en- 
acted in Arkansas, Florida, Illinois, 
Maine, Oklahoma and Wisconsin, 
while many other states granted in- 
creased appropriations for such 
purposes. 

* oe * 


Illinois Cities Rush to Levy 
New 1%4-Cent Sales Tax 


Many Illinois cities are evidenc- 
ing interest in the new state law 
permitting them to levy local %- 
cent sales taxes without referen- 
dum approval. 

Besides Chicago, one of the orig- 
inal.supporters of the bill, other 
cities which have adopted or indi- 
cated they would take such action 
are Springfield, East St. Louis, 
Waukegan, Pekin, Bartonville, Ur- 
bana, Highland Park, Western 
Springs, Decatur and Rockford. 


N. H. Bill Would Increase 


Truck Registration Fee 


A bill which would increase 
the truck registration fee by 10 
cents for every 100 pounds in 
excess of 50,000 pounds has been 
introduced in the New Hampshire 
Senate by Senator James C. 
Cleveland. 


Previously, Cleveland lost in an 
attempt to prevent an increase in 
truck weight limits from 50,000 
to 66,400. An amendment to 
charge an extra $1 fee for every 
100 pounds over 50,000 pounds 
also was beaten. 

+ * * 
Mass. Law Sets Penalties 
For Income Tax Evasion 


Gov. Christian Herter has signed 
into Massachusetts law a bill crack- 
ing down on State income-tax 
evaders. Those who fail to file re- 
turns, file fraudulent returns or 
refuse to pay taxes will be subject 
to fines of $100 to $10,000 and to 
prison terms up to one year. 

The act empowers the state tax 
commissioner to assess violators at 
“not more than double the deter- 
mined amount,” with the amount 
to be fixed by the commissioner. 

* 


Pa. Bill Seeks Mandatory 
Car Seat Belt Attachments 
All new automobiles registered in 


‘Corny’ but Eyecatching’— 

Don and Bob Shaw, owners of Tavern Auto Sales, Farmington, Mich., used this 
“corny but eyecatching” display to attract attention to their current sales drive. The 
brothers, Hudson dealers, report the display has created considerable comment among 
passing motorists on the highway between Detroit and Lansing. From left to right are 
Roy Shaw, used-car manager; Russ Conway, new-car sales manager; Bob Shaw, gen- 
eral manager, and Don Shaw, service department manager. 
cies to borrow for similar purposes | Carolina enacted enabling legisla- 
was enacted in New Hampshire and | tion to permit the creation of pri- 
is pending in Pennsylvania. | vately financed and operated de- 

Florida, New York and North| velopment credit corporations to 





would be required to be equipped 
with seat belt attachments under 
the provisions of a measure which 
has been introduced by Senator 
Albert R. Pechan, Ford City 
Republican. 

The measure, Senate Bill 683, 
has been referred to the Senate 
Committee on Highways. 

* * 


Alabama Eyes Tax Boost 
To Finance Schools 


The Ways and Means Committee 
of the Alabama House of Represen- 
tatives has favorably reported a 
bill which would raise $33.7 million 
in additional revenue for schools 
and would finance a $100 million 
bond issue for school buildings. 

The bill calls for the reduction 
of State income tax exemptions 
from $1,500 per person to $1,000; 
disallowance of the Federal income 
tax in computing the State income 
tax; increase the income tax on 
individuals and corporations to 6 
percent, and withhold State income 


tax from the salaries of workers. 
+. m *~ 


Mass. Ups Truck Weights 
A bill increasing the permissible 
weight of trucks from 50,000 to 
60,000 has been approved by the 
Massachusetts Legislature. 
* ~ x 


Illinois Kills Tax-Road Bill 


A House bill to authorize town- 
ships to use motor fuel tax alloca- 
tions for maintenance of township 


roads has been defeated by the 
Illinois Senate. 
* + * 


Fla. Licenses to Cost More 


The price of a driver’s license in 
ASK YOUR AC SUPPLIER FOR THIS TERRIFIC CAM- Florida will go up 25 cents Aug. 1. 


PAIGN TODAY THEN PUT IT TO WORK TO 


Pennsylvania after July 1, 1956, 


GENERAL MOTORS CGM 






INCREASE YOUR SALES POWER’! 


An operator’s license will rise to 
$1.25, and chauffeur’s permit will 
cost $2.25. 
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Chrysler’s sales for the first six months of 1955 are up 74.4% 
. .. top gain in the fine car field. So — 


1955 will go down in automotive history as the year of Chrysler's 
greatest gains . 


until they write the book on ’56! 


The tremendous popularity of Chrysler in 1955 is sure to snow- 
ball during the coming twelve months. The year of Chrysler's 
sizzling pace will change to a white-hot scorcher! 


This great-and-growing popularity has necessitated Chrysler's 


55 Chrysler sales gains top fine car field— 
New plant to boost output for even greater '56! 


Giant Expansion Program. In order to increase its output of 
Chryslers and Imperials, the Division has just completed still 
another huge plant . . . with 667,000 square feet of floor space 
. .. and the industry’s longest continuous conveyor system — 14 
miles long! 


Once again, the good news is all for the Chrysler dealer: An 
unparalleled expansion program . . . plus the biggest advertising, 
merchandising and public relations campaign in Chrysler history 
. . . plus the most desirable factory-dealer sales agreement in 
the industry. 


It all adds up to an even greater ‘56! 
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DIVISION OF CHRYSLER CORPORATION 
12200 East Jefferson Avenue « Detroit 31, Michigan 
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Across the Nation .. . 


AUTOMOTIVE NEWS, SEPTEMBER 12, 1955 


Auto Dealer Changes 


Mallory Buick Co., St. Louis, 
headed by Morton L. Mallory, pres- 
ident has bought a building and 
will remodel it and erect a new 
building representing an invest- 
ment of about $350,000. 

Until recently, Mallory headed 
Mallory Motors, (Lincoln-Mercury). 
This was sold to Kenneth Bender, 
former manager of the firm, and is 
now operating as Bender Motor Co. 

+ aa * 


Freedman Oldsmobile Co. 


Purchased by Benedetti 


The sale of Freedman Oldsmo- 
bile, New Brunswick, N. J., to 
Joseph F. Benedetti has been 
announced by Philip Freedman. 

Benedetti has been in the auto- 
mobile business for more than 
25 years and has been vice-presi- 
dent and general sales manager 
for the past 15 years of Brogan 





Performance in Wheels 


Cadillac-Oldsmobile Co., with 
salesrooms in Ridgewood, Pas- 
saic and Paterson, N. J. 

* 


Hudson Franchises Awarded 


To Five Dealers in Texas 


Hudson franchises have been 
awarded to five dealers in Texas. 
Names of the dealerships and loca- 
tions follow: . 

Fred Eaker Motor Co., Big 
Spring; French & Morrow Motor 
Sales, Fort Worth; McMahon Serv- 
ice Center, Cleveland, Joel D. Mc- 
Mahon jr., owner; Texas Exchange, 
Sweetwater, Louis Hartgrave, 
owner, and John R. Beard, Beau- 
mont. 

* + 


Barington Becomes Friendly 


Barington Chevrolet Co., Minne- 
apolis, has become Friendly Chev- 
rolet Co. under a newly - formed 


by Kelsey-Hayes 


No part of the car you drive is more vital to your 
safety than the wheels it performs on. Yet no part 

is more taken for granted. Except, of course, by the 
people who build America’s motor cars. They have your 


safety uppermost in mind when they specify wheels by the 


partnership between Carr ©. Bar- 
ington and Sam Proman. Formerly 
general manager of Downton Chev- 
rolet Co., Proman becomes vice- 
president under the agreement. 

* * - 


Cockerham Acquires Deal 


In Statesville, N. C. 


Reece R. Cockerham of West 
Palm Beach, Fla., has purchased 
Alexander Motors, Inc. (Cadillac- 
Oldsmobile), Statesville, N. C. 

Cockerham is operating the 
dealership under the name of 
Reece Motor Sales. 


Nash Appoints 
12 New Outlets 


Nash has appointed 12 new deal- 
erships throughout the country. 
The names, cities and owners are: 

Ott’s Nash, Winter Haven, Fia., 
Charles L. Ott; Evans Center Gar- 














gn oo PEPE SEES 

In 1920, a German marketed a 
three-wheeled, air-propelled auto- 
mobile. 





Walter T. Dunn and Bedford Har- 
ris. 
Mobridge Auto Sales, Mobridge, 


age, Angola, N. Y., Frederick W./S. D., Lawrence Anderson; Miracle 


Iverson; Franklinville Auto Parts, 


Mile Nash, Richmond Heights, 


Franklinville, N. Y., Glen D. Litke|Mo., Chester R. Davidson, presi- 


and Beatrice P. Litke; Texas Nash, 
Forth Worth, Tex., Bennie H. Gold- 
stein; Wood Nash Co., Refugio, 
Tex., C. D. Wood, manager; South- 
side Motor Co., Portales, N. M., 


Kelsey-Hayes Wheel Company, Detroit 32, Michigan. 


KELSEY-HAYE 


A Major Supplier to the Automotive and Aviation Industries 
Wheels, Brakes, Brake Drums, Special Parts for all Industry 
McKeesport, Pa. ...Los Angeles... Windsor, Ont., Canada... Davenport, Ia. (French & Hecht Farm implement and Wheel Div.) 


dent, and Donald F. Brown, treas- 
urer-manager; D & E Car Ex- 
|change, Wilmington, N. C., Marion 
DuBose and Sam S. Earle; Frank 


| Owens Nash, Ponchatoula, La., 











* 9 Plants— Detroit and Jackson, Mich. ... 


Frank Owens; Orlando’s Super 
Service, Coleman, Wis., William 
Bake, and Jack Lanning Motor 
Sales, Daly City, Calif. Jack L. 
Lanning sr., president, Charles 
Molinari, vice-president, and Jack 
L. Lanning ir., secretary-manager. 


Byers Switches to Nash 


Elmer Byers, former Dodge- 
Plymouth dealer, has acquired a 
Nash franchise in Spring Valley, 
Minn. His firm, Byers Motor & 
Implement Co., also handles In- 
ternational Harvester vehicles. 

* * + 


Bellerose Nash Starts 


John M. Louros, who has been 
in auto sales and service for 17 
years, has opened Bellerose Nash 
at Bellerose, N. Y. Gus Louros is 
service manager. : 


Three Nash Dealers 


Franchised in Ohio 


Three new Nash dealerships 
have been opened in Ohio. 

James Billings, a used-car dealer 
since 1939, has received a Nash 
franchise for Clyde, O. Lloyd A. 
Hanshue and Charles S. Hanshue 
have opened a dealership in 
Medina, and Si Buchs & Sons in 
the name of the new Nash firm in 
Oberlin. Si Buchs and his sons, 
Allan and Wilbur, are the owners. 

* 


Bradbury Gets L-M 


Bradbury Motors, Astoria, Ore., 
has been appointed a Lincoln-Mer- 
cury dealer for Astoria and Clatsop 
counties. The firm also has a Willys 
franchise. —_— 


Hunter Buys Out Owens 


Sam M. Hunter, a partner in 
Hunter-Owens Motor Co. (Pontiac- 
Cadillac), Carbondale, Ill. has 
bought John L. Owens’ interest in 
the business. The firm will be 
known as Hunter Motor Co. 

+ * 


Hudson Appoints 
28 New Dealers 


Across Nation 


Appointment of 28 new Hudson 
dealers has been announced by N. 
K. VanDerzee, sales vice-president. 
The dealerships and locations are: 

Major Motors, Santa Barbara, 
Calif.; J. W. Alexander & Son, Cen- 
tralia, Tll.; Mountcastle Motors, 
Nashville; Stones Auto Sales, Long 
Beach, Calif.; Dutch’s Garage 
Painesville, O.; Mortensen Motors, 
Ine., Gary, Ind.; Plaskon Motor 
Sales, Inc., Hamden, Conn.; Lake 
York Hudson Sales, Elmhurst, II; 
J-V Motors, Dayton, O.; Knight’s 
Corner, Inc., Denver, and Mesa 
Motors, Mesa, Ariz. 

Also Riverside Motors, Riverside, 
Calif.; James K. Windelier, Fan- 
wood, N. J.; Hudson Bay, Inc., Bay- 
shore, N. Y.; Fred Baker Motor 
Co., Big Springs, Tex.; Texas Ex- 
change. Sweetwater, Tex.; Boyce 
Machine Co., Hettinger, S. D.; Wil- 
moth Motors, Wolcott, N. Y.; Par- 
ente Motor Sales, Schenectady, N. 
Y.; Cherokee Hudson, Cherokee, 
Ia.; Allied Hudson Corp., Yonkers, 
N. Y.; Whaley Auto Sales, Pueblo, 
Col.; Keefer Motor Co. Marshall- 
town, Ia.; Feeny & Wrighton, Pon- 
tiac, Ill; Mathews Motors, 
Lawrenceville, Va.; Rosehill Sales 
& Service, Rose Hill, Ill.; O. P. A. 
Motors, Inc., St. Louis, and General 
Hudson Sales, Philadelphia. 

* * * 


Larry Motors Added to List 
Of Mercury Dealerships 


A third Mercury dealership has 
been established in the Louisville 
area with the appointment of 
Larry Motors, Inc., Shively, Ky. 

Other Mercury dealers in the 
area are Monarch Auto Co. and 


Downtown Mercury. 
* = ” 


Hadsell Opens Nash Deal 
With Son in Denver 


Hadsell Nash, Inc., has opened 
in Denver. The firm’s officers are 
Guy F. Hadsell sr., president; Guy 
F. Hadsell jr., vice-president; Ruby 

(Continued on Page 37, Col. 1) 
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Auto Dealer Changes 


(Continued from Page 36) 


F. Miller, secretary, and Emma B. 
Hadsell, treasurer. 

The senior Hadsel] hag been in 
the auto business for 30 years and 
was a Nash dealer from 1937 to 
1942. His son has been in the auto- 
mobile business 15 years. 

+. * + 


Mercury Appoints 
18 New Dealers 


In Chicago Area 


Eighteen new dealerships have 
been appointed by Mercury in the 
Chicago district, according to L. H. 
Pomeroy jr., special representative 
for Mercury. 

Mercury franchises were awarded 
to Gearing Motors, Beaver Dam, 
Wis., Phil S. Gearing, partner; Wil- 
liams Supply Co., Inc., Walkerton, 
Ind. B. F. Williams, president; 
Voss, Inc., Fort Atkinson, Wis., 
V. H. Voss, president, and Triangle 
Motor Sales Co., Inc., Wheeling, 
Ill., H. Lloyd Kelm, owner. 

New Lincoln-Mercury dealerships 
include Grindle Motors, Crystal 
Lake, Ill. A. E. Grindle, owner; 
L. & H. Lincoln-Mercury, Win- 
netka, Ill., E. C. Hassen, partner, 
and S. P. Bradley Motor Co., Pon- 
tiac, Ill, S. P. Bradley, partner. 

The following Ford dealers have 
been named to handle Mercury: 
Vincent & Vincent, Inc. Park 
Falls, Wis., F. H. Kranig, president; 
Mackinac Sales, Inc., St. Ignace, 
Mich., V. E. Thompson, president; 
Irv Daggett Sales, Montello, Wis., 
L. H. Daggett, owner; Robert’s Mo- 
tors, Inc., Friendship, Wis. R. J. 
Sharapata, president; Reising Mo- 
tor Sales, Momence, IIl., E. J. Reis- 
ing, owner; Thomas Oscar & Son, 
Stoughton, Wis., Elmer Oscar, part- 
ner; Norris- Vernier Motor Sales, 
Tomah, Wis., Alex Norris, partner; 
K. H. Burke Motor Sales, Witten- 
berg, Wis., K. H. Burke, partner; 
Sandwich Motors, Sandwich, IIL, 
D. E. Breunig, owner; Granville 
Motor Co., Granville, Ill, L F. Ston- 
ier, owner, and Viroqua Motor Co., 
Viroqua, Wis., B. Lewison, owner. 

* oJ o 


Shepherd Adds Mercury 


To Fort Scott Deal 


Ray Shepherd Motors (Ford), 
Fort Scott, Kans., has added Mer- 
cury to its line of cars. Roy and 
Paul Hammons have given up the 
Mercury dealership which they 
operated for seven years. 

Paul Hammons stated that he 
will devote his efforts to a recently 
established Lincoln-Mercury deal- 
ership in Olathe, Kans. and to the 
farm machinery business in Fort 
Scott. 

+ + = 
Kirk Buys into Rayl; 
Operations Combined 


William E. Kirk, president of 
Kirk Bros. Inc. (White-GMC), 
Hutchinson, Kans., has become a 
co-owner of A. D. Rayl Motor Co. 
(Ford), Hutchinson. 

Rayl has taken over the Kirk 
building and moved all its truck 
sales and service to that location. 
Kirk Bros. will continue operations. 

- = ~ 


Mueller Co. Expands 

Mueller White Truck Co., Inc., 
Huntington, W. Va., is expanding 
its sales and service operations for 
White and Autocar trucks, accord- 
ing to J. J. Mueller, president. 
Floyd Batten has been named serv- 
ice manager. 

* 


Tuttle Purchases L-M Deal 


In Beverly Hills, Calif. 
Holmes Tuttle, a California 

Lincoln, Mercury and Ford dealer 

for more than 30 years, has pur- 


VER 5000 DEALERS 


SPECIFY STEMAC PERSONALIZED 
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ASK FOR DETAILS 


STEMAC 1281 SO. CHEROKEE 


DENVER, COLORADO 





chased Deaton Motor Co. (Lin- 
coln-Mercury) in Beverly Hills, 
Calif. The name of the firm has 
been changed to Beverly Lin- 
coln-Mercury. 

Tuttle is president of the new 
firm. Jack McClure is vice-presi- 
dent and general manager. 

* * * 


Hampton Builds New Home 
Hampton Motor Sales Co. (Chev- 
rolet-Oldsmobile), Hampton, S. C., 
will build a new home containing 
modern facilities for sales and serv- 
ice of cars and trucks. 
* * + 


4 Dealers in Texas 
Get Willys Franchises 


Named Willys dealers in four 
Texas areas are Harry Wimple 
Motor Co., Eagle Pass, headed 
by H. K.. Wimple and R. L. Dor- 


sett; McMaster Motors, Longview, 
R. J. McMaster, president; A and 
E Garage, Weslaco, owned by H. 
Clay Freeze and Elbert E. Freeze, 
and Selby Cleveland Co., Dalhart, 
Oral H. Selby, president. 

* * * 


Wood and Jack Smith Buy 


Rauch Chevrolet Assets 


Wood C. Smith and his son, Jack 
W. Smith, have purchased the as- 
sets of the late Walter Rauch’s 
— dealership, Oakland City, 

nd. 

The new firm is called Wood C. 
Smith Chevrolet, Inc. The elder 
Smith was manager of Rauch 
Chevrolet. 


* * + 
Pentel Opens Deal 

Pentel’s Lake Street Pontiac, Inc., 
Minneapolis, held its grand open- 
ing shortly after Ervin Pentel 
purchased the deal from M. J. 
Sanders, who operated it as Lake 
Street Pontiac. 
+ + 


Morey Sells to Hennen 


H. L. Hennen, partner in St. 
Anthony Motors, Minneapolis, for 
27 years, has purchased Forest 
Lake Motors (Chevrolet), Forest 
Lake, Minn., from C. J. Morey and 
renamed it Hennen Chevrolet Co. 





Ford Honors Top lowa Dealers— 


Twelve lowa Ford dealers in the Des Moines sales district receive Ford five-year 
four-letter awards for outstanding records in business and service from C. H. Arnold, 
district manager, standing, extreme right. They are, from left, front row—A. D. 
Grant, Des Moines; John A. Wood, Eldora; Fred Mount, Marshalltown; William Hena- 
man, Estherville; William Myers, Osceola, and Earl Mandernach, Odebolt. Back row 
—M. W. Bryson, assistant district sales manager; W. Q. Johnson, lowa Falls; L. E. 
Sinner, Greenfield; Earl Weber, Fairfield; Frank Halloran, Ida Grove, and O. E. 
Forsmark, Gowrie. Not shown is A. C. Burkhart, Independence. 
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COOL HAUL! 


GM 


Harrison makes the radiators 
for the rugged GMC line! 


RADIATOR DIVISION, GENERAL MOTORS CORP., LOCKPORT, N.Y. 
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This going’s hot and heavy . . . but Harrison’s in control! 
Tough construction jobs, short delivery hops or grueling 
cross-continental hauls—Harrison handles the heat load 
expertly and economically! That’s why GMC specifies Harrison 
radiators for its trucks. GMC knows that Harrison 
heavy-duty, high-capacity cooling equipment can’t be beat! 
And it’s Harrison quality, Harrison engineering research, 
Harrison manufacturing know-how that makes the big 
difference! Harrison has solved the “hot” problems of 
manufacturers in many fields during the past 44 years. 

If you have a cooling problem, look to Harrison for the answer. 
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Millions Of Lights Will Burn Late This Night! 


Night has a continent to span, from East to West, 
from ocean to ocean... 


In the mid-West, twilight is just beginning to haze 
the fields of corn. In Pennsylvania, the cows have been 
milked. The children are in bed and fireflies gleam like 
fugitive stars in the meadows... 


The late afternoon sunlight still bathes the vineyards 
and orchards of California in gold while the green hills 
and picturesque landscapes of New England are 
already cloaked in darkness... 


And so, throughout the vast, diversified countryside 
of America, town and farm, the lights go on across a 
continent. Families draw together. There is a feeling 
of work well done. 


With the cares of the day behind, millions of country- 
side families, town and farm, will turn as they have 
so many times before to read with deep interest and 
affection the newest issue of their very own magazine— 
TOWN JOURNAL or FARM JOURNAL. 


But this is no ordinary night. Millions of lights will 
burn late this night. More than a million new families 
have been added to this already huge circle of families. 
This night and hereafter, in more than five million 
homes across the country, the whole family will find 
even more information, inspiration and real help in 
these the favorite magazines of countryside America. 


Business and industry, too, have a continent to span 
with sales-provoking ideas to be delivered to the 
nation’s families where they live—most especially to 
countryside families whose good opinion and custom 
now mean so much to so many. 

A short time ago we announced the acquisition of 
the CouNTRY GENTLEMAN by FARM JOURNAL and 
TOWN JOURNAL, promised both readers and adver- 
tisers more for their money. With the September 
issues now delivered, this promise has become a fact. 


Now it is easier and cheaper to reach deeply and 
effectively into the hearts and minds of countryside 
families all over America. Now campaigns can be made 
larger and more effective with the money saved. Readers, 
advertisers and retailers—all will benefit greatly. 


FARM JOURNAL, INC. « Philadelphia 5, Pa. ¢ Graham Patterson, Publisher « Richard J. Babcock, President 
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REFINISHING GUIDE—Three specifica- 
tion sheets are offered that give step-by- 
step descriptions of refinishing problems. 
The sheets describe baked enamel, air-dry 
enamel and lacquer refinishing. Types of 


' material to use, reduction, application, 


drying and sanding time are included. 
Arco Co., 7301 Bessemer Ave., Cleveland 
27, O. 

* * * 





STEERING ARM — The K-245 “Tension 
Lock” is an intermediate steering arm kit 
for 1949-54 Chevrolet cars which is said 
to eliminate tight steering and rattles in 
the steering mechanism. Two nuts are 
tightened to adjust tension, and reduced 
pressure on the shims is claimed. An 
oversized pin kit is available for worn 
forgings. Moog Industries, Inc., 6567 


} Wells Ave., St. Louis 14, Mo. 





FLASHLIGHT SCREWDRIVER—The ‘“Flash- 
driver” is a screwdriver with a built-in 
flashlight that throws a beam of light on 
the point of work. It has a 4%%-inch 
tempered steel blade and _ rubber-insu- 
lated handle housing two standard bat- 
teries. B. D. Wilcott's Sons, Eatontown, 
N. J. 
* 2 @ 


Three-Way Light Socket 


A socket with a three-way light 
switch holds two bulbs and gives 
a choice of three intensities of illu- 
mination. The housing will take a 
% or %-inch lamp stem and finial 
nut for use on floor or table lamps. 
— Mfg. Co., Inc., Valparaiso, 

d. 





RE CHANGER—Tire-On is a U-shaped 
that simpifies mounting a wheel on 
brake drum lugs when changing 
The tool's tip fits over two of the 
and when the handle is lifted the 
slides down the tool into place, 
said. Grand Automotive Products, 
Ruby St., Melrose Park, lil. 


STHTTTL 


NEW PRODUCTS 


Container Stapling Corp. 
Offers Carton Closer 


A simplified stapler for closing 
corrugated or fiber board cartons 
has been placed on the market by 
Container Stapling Corp., 308 N. 
Park Ave., Herrin, Ill. 

The driving head has only eight 
moving parts, its maker says, and 
the entire stapler weighs five 
pounds. The chassis is of stainless 
steel and all wearing surfaces are 


chrome plated. . 
- . + 





GIFT PLAN —The “Select-A-Gift” plan 
handles Christmas gift-giving problems 
for business firms. The customer picks the 
gifts from folders and they are wrapped 
and mailed by the plan operators. Maritz 
Sales Builders, 4200 Forest Park Bivd., St. 
Louis 8, Mo. 





DUAL EXHAUST FIXTURE — The Dual 
Monoxivent under-floor exhaust eliminat- 
ing system is installed two per car stall. 
Two 5 by 3 inch flexible stainless steel 
hoses, guide and intake assemblies and 
two floor outlet assemblies make up a 
set. Adapters for special dual exhaust and 
tail pipes with deflectors are also avail- 
able. Kent-Moore Organization, Inc., 5-105 
General Motors Bidg., Detroit 2, Mich. 

2s 2 «@ 





TRANSPARENCY CONTAINER—A plas- 
tic container has been designed to hold 
transparent spot signs in water for im- 
mediate application. The signs may be 
kept immersed in the water from six to 
eight hours without harm, it is claimed. 
The transparencies which can be applied 
to any glass surface are double printed 
for legibility from both sides. Inter- 
national Transparency Co., Division of 
American Decalcomania Co., 4390 W. 
Fifth Ave., Chicago 24, i. 


Empire Wet Belt Grinder 


Announced by Auto Glass 


A new bench model glass grinder 
using a wet abrasive belt has been 
announced by Dave’s Auto Glass, 
Detroit, distributor of the Empire 
wet belt grinder. 

It uses a standard 54 x 4 inch 
belt, backed by a platen for grind- 
ing or edging. It was said that 
the one-third horsepower motor— 
1,725 r.p.m.—“makes this an ideal 
machine as a second unit for any 
shop that want’s stepped up pro- 
duction at low cost.” A folder or 
information may be obtained by 
addressing a postcard to “Empire 
Grinder,” Dave’s Auto Glass, 449 
W. Vernor, Detroit, Mich. 





OIL RACK—A wire display rack is 
offered dealers with the purchase of four 
quarts, four pints and four half pints of 
Penetrol Clear Air-Drying Oil. A demon- 
stration package is also included. Pene- 
trol is used to retard rust and corrosion. 
Flood Co., Hudson, O. 

* * ®& 





LIGHTING FIXTURE—The Skyliner fivo- 
rescent lighting fixture is made of alum- 
inum and Tenite. The center section has 
interlocking aluminum extrusions said to 
give great rigidity. The fixture is four 
feet long and can be joined to provide 
continuous strips of any length in multi- 
ples of four. As shown above, flood and 
spot lights can be topmounted. Steber 
Mfg. Co., Broadview, Ill. 

* * «# 


Incline Setting Replaces 


Need for Wheel Balancing 


The Incline Position Instrument 
is a device borrowed from the 
aircraft industry to stop tire thump 
and vibration. It replaces wheel 
balancing. 

The instrument uses two preci- 
sion slide rules to calculate proper 
settings for each wheel and applies 
“airborne lift” to the entire wheel 
assemblage. Wheels set properly 
are said to require no balancing, 
cutting or truing of the tires. 
Champion Mfg. Co., Sioux City, Ia. 

* 


Counter Display Cards 


Hold Auto Switches, Knobs 


Two “silent salesman” displays 
offer automotive electrical products 
on cards designed to attract cus- 
tomer attention. The SD-23 display 
card contains 12 ivory plastic knobs 
with set screws and removable 
metal insets for use on switches 
with 3/16 and %-inch diameter 
shafts. 

The B-15 card features 24 units 
of 13 different switches. Cole-Hersee 
Co., 20 Old Colony Ave., Boston, 
Mass. 





AUTO POLISH—Buffer Kote auto polish 
has adopted a do-it-yourself program. 
Establishments selling the polish will rent 
an electric buffer to the buyer for buffing 
the wax coating into the car's finish. Buf- 
fer Kote Co., Inc., 1330 W. Fifth St., Santa 
Ana, Calif. 








‘Treasure Chest’ of Toys 


For Special Promotions 


A “Treasure Chest” of toys and 
novelties is being offered mer- 
chants who are looking for chil- 
dren’s gifts for openings, open 
houses, anniversaries, special sales 
and other occasions. 

Each chest is a permanent re- 
ceptacle and contains an assort- 
ment of 432 items. Organization 
Services, Inc., 10200 Grand River, 
Detroit 4, Mich. 


* ? * 


Thor Saw Attachment 


A “SaberSaw” hack saw attach- 
ment for air or electric drills has 
been announced by Thor Power 
Tool Co., Aurora, Ill. It is designed 
for cutting wood, metal, plastic, 
etc., the company said, and weighs 
three pounds, three ounces and is 
seven and a quarter inches long. 

* * . 





BLACK LIGHT SIGN—The Blak-Ray in a 
counter-size display that is lit by ultra- 
violet light. Signs, which can be changed 
at will, are done in fivorescent paints 
which glow under the black-light. The 
illuminators come in 10 by 14, 14 by 16 
and 18 by 18 inch sizes. A flasher unit 
is available. Black Light Corp. of America, 
San Gabriel, Calif. 





VALVE GUIDE CLEANERS—Ten different 
sized valve guide cleaners have been 
made to fit all engines in popular use. 
The cleaners are of nylon, wound in wire, 
and are polished and burnished to reduce 
danger of scratching. The three most pop- 
ular sizes, 5/16, 11/32 and % inch, are 
packaged in a transparent plastic pouch. 
Black & Decker Mfg. Co., Towson. Md. 

* *¢ ®@ 





RATCHET WRENCH — The Cam-Loc 
ratchet wrench is designed to fit even 
ever badly burred or heavily painted 
nuts. The wrench uses roller bearings 
mounted so as to have expansion. The 
wrench comes in sizes from ¥% to 1 inch 
and can be used on soft metal and 
chrome plated fittings. TKF Co., Fisher 
Bidg., Detroit 2, Mich. 








STORAGE RACKS — Steel racks have 
been designed for storing fivorescent 
tubes, fixtures and similar materials. Long, 
narrow cartons may be stacked to ceiling 
height on the racks which can be installed 
one on top of another. They are five feet 
wide and four feet deep with standard 
heights of five, six and seven feet. Three 
models are offered. Frick-Gallagher Mfg. 
Co., Wellston, O. 





ACCELERATOR LOCK—The Accel-O-Rest 
is a device which holds the accelerator 
down to maintain a given cruising speed 
and permits the driver to rest his foot. It 
is bolted to the car floor next to the ac- 
celerator and is engaged and disengaged 
with a touch of the foot. It can be ad- 
justed to give any speed. Dow Mechanical 
Corp., Thompsonville, Conn. 


* * * 


Kar Kamp Introduces 


Canvas ‘Room’ Unit 


An outdoor room for motorists 
has been introduced in a compact 
unit by Kar Kamp Mfg. Co. It is 
carried atop any standard hardtop 
auto without suction cups or straps 
that may mar the surface, the firm 
said. 

It can be unrolled from the car- 
rier and assembled into an enclosed 
room 7% x 10% feet in five minutes, 
the company said. There is no 
center pole and a full-sized canvas 
floor covering comes with the unit. 
Information may be obtained by 
writing Kar Kamp Mfg. Co., 11680 
McBean St., El Monte, Calif. 





ANTENNA GUARD — Kwik-On is a 
device that permits the quick removal 
of car antennas and coils for storage or 
protection against theft. Made of stain- 
less steel, it is said to fit all standard 
whip antennas, coils and mast sections. 
Vagro Electronics division, Davis Electron- 
ics, 4002 W. Burbank Bivd., Burbank, 
Calif. 


. = * 


Sharpe Publishes Catalog 
On Paint Spray Equipment 

Sharpe Mfg. Co., Los Angeles, 
has redesigned its entire line of 
paint spraying equipment and has 
issued a catalog depicting the new 
models. 

The catalog gives descriptions, 
the company: said, of spray guns, 
compressors, accessories and safety 
devices. It is illustrated and con- 
tains a thumb index. 
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MR. SELF INSURED AUCTION OWNER: 


y 


Wh 
es. 


not let Fidelity 
ake the chances??? 


Fidelity Check Insurance saves you 
money ... boosts your volume. 


How does Fidelity save you money? 


Well, right now you alone stand responsible for payment of 
checks written at your auction. Worse yet, you get no help 
from the tax laws. They won’t let you build up a tax-free 
reserve to cover losses from bad checks . . . meaning every 
loss you take comes out of day to day profits. 


Now, when you have Fidelity Check Insurance, Fidelity (not 
you) pays all bad check claims, and pays immediately. Fidelity 
(not you) foots all the collection expense. And Fidelity pre- 
miums are income tax-deductible! 


How does Fidelity boost your volume? 


By advertising your auction in national dealer magazines, help- 
ing you pull in bigger and better consignments of used cars. 
The dealer who has them to sell knows he can’t lose a dime on 
a bad check when he sells through a Fidelity Check-Insured 
Auction. 


Why not let Fidelity take the chances for you? Take your pick 

of check insurance based on (1) all cars consigned, or (2) cars 

actually sold, with (3) title insurance optional on either plan. 
Write, wire or call today for the full story. 


| 


sel 


FIDELITY INSURANCE COMPANY OF TENNESSEE 


Stahlman Bldg., Nashville, Tenn. 


ALTOONA AUTO AUCTION Thursday 
Sixth Avenue Road, Duncansville, Pennsylvania 
APTCO AUTO AUCTION Wed. & Fri. 


19241 Dix-Toledo Hwy., (U.S. #25), Melvindale, Mich. 


CAPITAL AUTO AUCTION, INC.* Thursday 
Ohio State Fairgrounds, Columbus, Ohio 
CARROLLTON AUTO AUCTION Tuesday 
Carroll County Fairgrounds, Carrollton, Ohio 


CENTRAL STATES AUTO AUCTION Wednesday 
(formerly Lapiner) 

125 South Delaware, Mason City, lowa 

CHATTANOOGA AUTO AUCTION* Wednesday 


(formerly Page Bros.) 


35th and 36th St., Rossville Bidg., Chattanooga, Tenn. 


COFIELD AUTO AUCTION* Monday 
Boaz, Alabama 
COLUMBIANA AUTO AUCTION Friday 


R. D. #2, Columbiuna, Ohio 


Phone 5-4101 


100% SAFE FIDELITY CHECK-INSURED AUCTIONS 


COLUMBUS AUTO AUCTION* Thursday 
2603 Cusseta Road, Columbus, Georgia 

CONCORD AUTO AUCTION, INC.* Mon. & Fri. 
Hosmer Street, Acton, Mass. 

DAYTON DIXIE AUTO AUCTION, INC. Monday 
5300 North Dixie Drive, Dayton, Ohio . 
DECATUR AUTO AUCTION* Monday 
Highway 48, N., Decatur, Illinois 

DIXIE MOTORS AUTO AUCTION* Tues. & Fri. 


718 Angier Ave., Atlanta, Ga. 


GREATER SHREVEPORT AUTO AUCTION Thursday 
1310 N. Market St., Shreveport, La. 


GREENVILLE AUTO AUCTION, INC. Tuesday 
1227 New Buncombe Rd.,Greenville, S. C. 
LEBANON AUTO AUCTION, INC. Wednesday 


Highway 22, N. Plainfield, N. J. 


*auctions offering both check and title insurance. 


**tit“le insurance only. 


LEITCH MOTOR SALES, INC.* Thursday ROCKFORD AUTO AUCTION Thursday 
1450 E. Main St., Owosso, Michigan 6402 Forrest Hills Rd., Rockford, III. 
MANEY AUTO AUCTION* Friday SKYLINE AUTO AUCTION, INC,* Tuesday 
Jordan Lane, Huntsville, Alabama Greenpoint Ave. at Provost St., Brooklyn 22, N. Y. 
MIDDLE GEORGIA AUTO AUCTION* Wednesday SOUTHERN AUTO SALES* Wodnentay 
a ; Route 5, Warehouse Point, Conn. 
Eastside Highway, Macon, Georgia 
SYRACUSE AUTO AUCTION* Wednesday 
MINNESOTA AUTO AUCTION Thursday R. D. #1, La Fayette, New York 
Sanborn, Minnesota ‘ 
THOMASVILLE AUTO AUCTION* Thursday 
MODERN AUTO AUCTION* Thursday U. S. Air Base, Thomasville, Georgia 
Box 447, Brattleboro, Vermont TOLEDO AUTO AUCTION Co. tt ‘ 
MONTPELIER AUTO AUCTION CO. Monday 5902 Telegraph Rd., Toledo, Ohio 
Route #1, Montpelier, Ohio TRI-STATE AUCTION CO — 
MUNCIE AUTO AUCTION Friday 3021 W. Front St., Box 981, Fargo, North Dakota 
3344 So. Madison St., Muncie, Ind. TRI-STATE AUTO AUCTION CO.* Wednesday 
ORANGE COUNTY AUTO AUCTION Tuesday U. S. #60, Huntington, W. Va. 
(eff. 8/8/55) TRI-STATE AUTO AUCTION, INC. Friday 
Rt. 207, Campbell Hall, New York Valley Springs, S. Dakota 
QUINCY AUTO AUCTION Friday TULSA AUTOMOBILE DEALER AUCTION** Thursday 


3220 Broadway, Quincy, Illinois Tulsa State Fairgrounds, Tulsa, Okla. 
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NEW YORK. Substantial 
growth of the U. S. economy and 
no major depressions was predicted 
by the Research Institute of 
America in its analysis of economic 
trends and projections for the next 
10 years. 

However, the institute does not 
believe the economy will grow as 
fast as predicted by the Joint 
Congressional Committee on the 
Economic Report. 

These key predictions were also 
made by the institute: 

1. Two minor recessions in the 
next 10 years, the first to come 
within two years, when the present 
optimism runs into hard economic 
facts. 

2. Unemployment probably will 
increase by at least one million in 
the next three years as a result of 
unabsorbed additions to the work 
force. 

8. Prices will rise at least 10 to 


No Major Depression Expected «ee 
Minor Recessions Seen 
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16 percent in the next 10 years. 

4. The industrial map of the U. S. 
will change more drastically be- 
tween ’55 and ’65 than in any pre- 
vious period. 

Leo Cherne, executive director of 
the institute, took issue with the 
congressional report’s anticipation 
of a 47 percent increase in gross 
national output which is contingent 
on skyrocketing consumer spending 
and a dip in savings. He said that 
rising income may well bring a rise 
in savings. 

“Business will play a major role 
in how fast consumer spending 
rises,” Cherne stressed. “Industry 


Dealin’ and Wheelin’ 
OKLAHOMA CITY. — Dealer 
Walter Wilson had been’ advertis- 
ing “come steal our cars.” Someone 
stole—not cars—but took only the 
spare tires and wheels of five 1955 
models. 





faces a tremendous challenge in 
the next decade in developing 
new products and new selling 
techniques that will win more of 
the consumers’ dollars.” 

Citing weaknesses in a few areas, 
the Institute predicted that hous- 
ing construction, which is_ esti- 
mated at 1.3 million units this year, 
will do well to average more than 
one million units for the next sev- 
eral years. 

Cherne said that downswings in 
the economy are likely to be rela- 
tively few, short-lived and moderate 
because of Government action, 
which will always tend to be infla- 
tionary. 

Some other forecasts are: 

1, Supermarkets will dominate 
in the expansion of retail trade 
and move much further into non- 
food lines. 

2. Atomic energy development 
will create large export markets for 
nuclear power plants, instruments, 
research reactors and for parts 


and components. 


3. Although fully automatic fac- 
tories are not around the corner, 
“islands of automation” will be 
commonplace in a wide variety of 
industries. 





AT is Automation? Automo- 


bile men know immediately 
what it means. They’ve been selling 
automobiles, self-moving vehicles, 
autos (self) mobiles (moving), 
since the turn of the century. 
“Automation” simply combines 
“automatic” and “automaton.” 

It is natural to fear what we 
don’t understand. Like the little 
boy in the darkened room, fright- 
ened by a sheet thrown over a 
chair — until his mother turns 
on the light. Automation is the 
old word automaton “thrown 
over” the familiar automatic. 


A few years ago people were 
startled — and concerned — by a 
play called RUR. In it a robot or 
automaton, a man manufactured 


omni fii f* 


Seat Cover Materials 


* QUILTED Bolla fl" 


A truly deluxe, three-layer construction 


Rugged Boltaflex surface, flame-resistant fibre 
center and a clear vinyl sheet backing—electron- 
ically fused together. Long-wearing and /uxurious! 
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+ TUFTED Polla jyeld 


A handsome, low-cost fibre-backed material 


A special automotive vinyl material with strong 
lantuck backing. Has a rich, quilt-like appearance 


at moderate price! 


one source for 


every 


...@very purse! 


Bolla fi 


Created for that ‘custom look” in 


seat covers 


Durable, leather-like Boltaflex face sheet with a 
sturdy knit-fabric backing. Tailors beautifully— 
won't sag or lose its shape. 


urpose 


a 


& SUPPORTED Zoli" 


Colorful quality and wipe-clean beauty 
... at volume price 


Tough, fabric-supported material in handsome 
automotive colors and patterns for skirting, panel- 


ing, and trim. 


Nationally Advertised... Nationally Known 


From Bar Harbor to Catalina... from Key West to Seattle 
. .. motorists everywhere know and want colorful, durable, wipe- 
clean Boltaflex-trimmed seat covers! 


And NOW, Boltaflex is available in a complete selection of four 


automotive constructions to fit every purpose . . . and every purse! 


Send today for complete kit of ‘Seat Cover Saies Aids” 


BOLTA PRODUCTS 


BOX S41 ° 


A Division of The General Tire & Rubber Company 


LAWRENCE, MASS. 


GENERAL \ 


PLASTICS 


The Generai Tire 
& Rubber Company 







by man, ran amuck and took over 
the world. 

Later Frankenstein, a novel made 
into a movie, horrified audiences 
with its story of a man-made mon- 
ster — mechanically perfect, but 
without conscience — who became 
master of the world. 

* * * 


_— in movies and magazines, 
we watch manlike mechanisms 
reaching into radioactive cubicles. 
They are servants of man who go 
where man can not safely go. We 
laugh at stories about the farmer 
accustomed to oil lamps who tried 
to blow out the electric light. Or 
about the hillbilly, afraid of the 
telephone, who shied like a fright- 
ened horse when the toilet flushed. 

Most of us are too sophisticated 
now to have such simple reac- 

tions, but still some of us worry 

about the economic implications 
of machines taking over man’s 
work. 

During the last Presidential 
election, we watched a “mechanical 
brain” record election returns. We 
were fascinated—and a bit resent- 
ful at a machine’s doing human vote 
counters out of a day’s work. 
Recently that electronic. brain 
made a mistake. It was news. 
Investigation showed that the 
mathematicians fed the figures into 
the machine backwards. Naturally, 
“the machine that thinks” could 
do only what men told it to do. 

In 1912, on the 25-mile, all-day 
trip to Twin Lakes where my 
wife and three children spent their 
summers, we often bogged down 
in the muddy roads. Owners of 
horse-drawn buggies would shout 
with delight, “Get a horse.” Every- 
body predicted that automobiles 
wouldn’t last, especially those who 
didn’t own one. 

* * * 


a* THAT time I was writing 
advertising for the Jeffrey 
Automobile Co. I worked in the 
same plant that began by making 
wagons, then bicycles, then auto- 
mobiles. 


When I went to Cleveland to 
start the Jordan Motor Car Co., 
I asked my six-year-old daughter, 
who’d never ridden in anything 
but an automobile — but who’d 
asked for a pony every Christmas 
and birthday — what kind of car 
I should make for her. She said: 


“I would like a canary-colored 
roadster to take Sammy (the 
little boy next door) riding in.” 


That gave me the idea for my 
first standard-built roadster. It be- 
came the Jordan Playboy — and 
made my fortune. 


* cd * 


you don’t get ideas out of 
machines. You get them out of 
the stuff of life. Machines only 
help you to stay with the com- 
petition. And competition helps 
make the machines _ obsolete. 
Human inventiveness will never 
bow to the robot, the Frankenstein, 
to the automatic — to automation. 
But it will use it. Perhaps give it 
a soul. 


Once I saw a play called “Star 
Wagon.” In it a scientist developed 
an automobile tire that would 
never wear out. And in a recent 
movie, “The Man in the White 
Suit,” there was a suit that would 
never wear out — or even get 
dirty. In both cases, the repercus- 
sions were devastating. No one 
would risk capital on an enormous 
factory to manufacture a one-sale 
item. 

Yet with automation profit can 
be made by turning out many 
items—and turning them out 
quickly. By freeing manpower for 
the operations that only a man 
can do, automation becomes an 
economy that perpetuates itself. 
Everyone benefits — the manu- 

facturer, the employe, and the 
consumer. And we all are consum- 
ers. With automated efficiency and 
a diversification of products, the 
old seasonal lay-offs that hurt 
manufacturer and employe alike 
will decrease and decrease. Wages 
|could ride on a more even keel. 


Kellett Motors Sold 


Charles R. Kellett, secretary- 
|treasurer of Kellett Motors, Inc. 
| (Ford), Rochester, N. Y., announced 
| the sale of the business to Edward 
Miller of Toledo. Miller said he ex- 
pects to form his own company to 
operate the Kellett firm. 
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@ If you want a woman to glide 
smoothly toward an idea, tell 
her about it in her own language. 
She sees you understand her. 

She understands you. 


@ The best place to tell her about your 
idea is in a woman’s magazine. Because a 
woman’s magazine talks her language 
from cover to cover—it’s all hers. 

So her mind is running on all 

cylinders when she picks it up. 


@ The magazine where most women get 
their best ideas is Ladies’ Home Journal.* 
Reading the Journal, a woman is open-eyed 
for news. If she spots your new car 

there, it seems personal and important to 
her. She can practically see herself purring 
down the parkway. 


*Among all magazines edited for 
women, the Journal is: 


No. 1 in total circulation 
No. 1 in newsstand sales 
No. 1 in advertising revenue 


Never underestimate the power of the No. 1 magazine for women... 


odies’ ) 
JOURNAL 
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Auto Personnel 





Howard V. Williams has been 
appointed manager of the adver- 
tising department of New Britain 
Machine Co., New Britain, Conn. 

+ + aa 


Clark Appoints Walter 


Bert Walter has been appointed 
manager of industrial and com- 
munity relations for Clark Equip- 
ment Co., Buchanan, Mich. He 
formerly was head of industrial 
and personnel relations at Bendix 
Aviation Corp., Kansas City. 


Nelmor Appoints Kreis 


William S. Kreis has been ap- 
pointed chief engineer of Nelmor 
Corp., Detroit auto accessories 
manufacturer. Since 1945, Kreis 
had been accessories engineer for 
Nash and American Motors Corp. 
Previously, he was on the engi- 
neering staff of Chevrolet. 

* * * 


Chrysler Names 3 in Canada 


Thomas V. Graham, Gran C. 
Gaebel and Robert A. 





Morrison | 


have been appointed representatives 
of the newly created parts division 
of Chrysler Corp. of Canada, Ltd., 
Windsor, Ont. Graham and Gaebel 
will operate out of Toronto, and 
Morrison out of the Regina, Sask., 
office. 
* 


* * 
Pontiac Names McGarrity 


To Succeed Mahoney 


Appointment of W. D. McGar- 
rity as assistant manager of 
Pontiac’s Kansas a zone has 
been announced by H. E. Craw- 
ford, general sales manager. 

He succeeds J. S. Mahoney who 
was transferred to the central 
office as assistant and sales pro- 
motion manager. 

* + * 
Greer Hydraulic Names 


Robinson to Sales Post 

John T. Robinson has been ap-| 
pointed sales manager of the 
products division of Greer Hydrau- 
lics, Inc., Jamaica, N. Y. 





Formerly general sales manager 





Helping to Sell School Buses— 


Excel Body Corp., Durant, Okla., played host to the Oklahoma International Har- 
vester organization in order to give dealers and field men pointers on the sale of 
school buses. G. F. Rossman (second from left), of Excel Body, urged more such 
meetings between distributors and truck dealers. 


of Wall Rope Works, New York,| Diamond fibre division of Budd Co., 

Robinson joins Greer to develop/ according to Harry K. Collins, gen- 

the marketing programs for the/eral manager. Jahns joined the 

Greer “Hydro-Pneumatic” accumu-| company in 1937 and since 1951 has 

lators, and hydraulic components. | been assistant manager at the 
s. .% | Newark (Del.) plant. 


Continental Ups Jahns 4 ‘ i y ° . 
2. Site teen bo Oe Trailmobile Picks Tait 


promoted to technical sales service} John A. Tait has been appointed 
supervisor by the Continental-| manager of the Toronto branch of 








This picture pointed up a story of a recent exhibition 
of children’s paintings by the New York Art Directors Club. 
Eight in every ten Parade readers stopped, looked and read. 


Features like this, week after week, make Parade the best read 
magazine in print and give advertisers twice as many 
readers for their dollar as the big weekday magazines, according 


to independent surveys. 


No doubt about it: To give sales a shot in the arm, 


to make dealers happy . . 


PARADE... 


48 major markets .. 


The Sunday magazine section of 48 fine newspapers in 
. with more than 141/, million readers every week. 


. Parade has what it takes. 





Trailmobile Canada, Ltd., truck 
trailer and equipment manufac- 
turers. 

* 


Accurate Bushing Elects 


Powers as President 


Vincent J. Powers has been 
elected president and general man- 
ager of Accurate Bushing Co., Gar- 
wood, N. J. 

Powers formerly was with the 
sales organization of Ex-Cell-O 
Corp., Detroit. 

= 


* * 


Steele Succeeds Magnuson 


Promotion of Keith A. Steele to 
manager of the Denver sales divi- 
sion has been announced by General 
Tire & Rubber Co. He replaces 
Robert G. Magnuson, promoted to 
a new position at Akron head- 
quarters. 


Clark Appoints Richards 


Samuel D. Richards, former as- 
sistant treasurer at Studebaker, 
has been named assistant treasurer 
of Clark Equipment Co., Buchanan, 
Mich. 


* * 


Ford Tractor Ups Best; 


Realigns Finance Staff 


B. A. Best has been named gen- 
eral finance manager of Ford 
tractor and implement division, 
Birmingham, Mich. He formerly 
was divisional controller. 

The division also announced re- 
alignment of its finance activities 
under Best. S. J. Gillen, formerly 
of the Ford steel division, has been 
appointed divisional controller, and 
F. C. McRea has been named man- 
ager of the financing department. 

+ om + 


* 


Borg-Warner Names Davis 


Head of Steel Plants 


The retirement of W. B. Cald- 
well as president of Calumet steel 
division, Chicago Heights, Il., and 
Franklin steel division, Franklin, 
Pa., has been announced by Borg- 
Warner Corp. Caldwell had been 
head of the divisions ‘since 1951. 

The corporation also announced 
that Howard Davis, formerly 
assistant to the president of Colo- 
rado Fuel and Iron Corp., Denver, 
has been elected to succeed Cald- 
well. 

~ * oJ 


Oldsmobile Names Witter 


Salaried Personnel Director 


Lee H. Witter has been appointed 
director of salaried personnel for 
Oldsmobile and wiil report to Wil- 
liam J. Mahoney, personnel direc- 
tor. Witter had been Kansas City 
zone manager and will be succeeded 
in that position by Thomas H. Shel- 
ton, Oakland (Calif.) assistant zone 
manager. 

Witter joined General Motors in 
1946 as an accountant. He trans- 
ferred to Oldsmobile as business 
management manager in the New 
ba zone in 1947. 

< 


| Standard etiiiee Promotes 


|Kimmell to Purchasing Chief 


Promotion of W. Dale Kimmell 
| to director of purchase for Stand- 
lard Products Co., Cleveland, has 
been announced by R. E. McIntyre, 
executive vice-president. 

Kimmell, formerly corporation 
purchasing agent, has been with 
the company since 1935. In his new 
position, he will supervise and co- 
ordinate purchasing at all of the 
| firm’s six manufacturing divisions. 

* * * 


'Ross Valve Co. Appoints 


| Grotewohl to New Post 


Wesley Grotewohl has been 
named manager of direct sales 
and engineering service in the 
Detroit and eastern Canada areas 
for Ross Operating Valve Co., 
Detroit. 

Formerly director of sales and 
engineering activities in Detroit, 
Grotewoh] joined Ross in 1948 
after 15 years with Chrysler Corp. 

+ = 


Torrington Promotes Eight; 


Creates New Divisions 


Promotion of eight executives of 
the sales organization and forma- 
tion of new divisions have been 
announced by Torrington Co., Tor- 
rington, Conn. The promotions are: 

Donald E. Lewis to sales man- 
ager, bearings division, at Torring- 
ton; Raymond G. O’Connel] to 
assistant sales manager, bearings 

(Continued on Page 45, Col. 1) 
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division; Richard A. to 
manager of Torrington’s Detroit 
office; Clarence H. Rowe to sales 
manager, needle division; C. Ray- 
mond Johnson to assistant sales 
manager, needle division, and 
Wesley B. Meeteer to manager, 
Torrington needle office, Chicago. 
Robert A. Clark was appointed 
sales manager of the newly created 
swaging machines and _ surgical 
needles division, and Richard S. 
Keppelman, sales manager of the 
specialties division. 

a > 


National Car Names Wilson 


William A. Wilson has been ap- 
pointed assistant to the executive 
vice-president of National Car 
Rental System, Inc., St. Louis. His 
work will include some of the 
duties of Mary Jane Sullivan, who 
resigned. 


* * 


McNeill Appointed 


Russell B. McNeill has been 
appointed administrative assistant 
to the president of Houdaille-Her- 
shey Corp., Detroit. Prior to the 
Detroit firm, McNeill was head of 
the commercial products division 
of Hughes Aircraft Co., Culver City, 
Calif. 

* oa - 
Dodge Appoints Wyatt 

Harold E. Wyatt has been ap- 
pointed manager of Dodge’s South 
Los Angeles district, according to 
J. A. Wixom, regional sales man- 
ager. Wyatt formerly was sales 
manager of a Los Angeles automo- 
tive firm and once owned a used- 
car and automobile transport busi- 
ness in Chula Vista, Calif. 

* ¢ * 


Meckstroth Moves 


Donald R. Meckstroth has joined 
Westinghouse Electric Corp. as 
manager of marketing services for 
the company’s air conditioning divi- 
sion in Staunton, Va. He formerly 
was associated with Servel, Inc. 

+ = ae 


Pontiac Shifts Four 


Four personnel changes have 
been made in Pontiac’s San Fran- 
cisco zone: Henry Denton has 
joined the Strato Streak touring 
unit; John Miner has been named 
service representative; Albert 
Strand, service adjuster, and John 
Kirwin, service adjuster. 

co = 


Brush Electronics Boosts 


Parkinson and Harris 

Dr. David B. Parkinson and John 
H. Harris have been elected vice- 
presidents of Brush Electronics Co., 
a unit of Clevite Corp. 

Harris will be general works 
manager and Parkinson will serve 
as general engineering manager. 

= a” oz 


I-H Appoints Crawford 
Barr H. Crawford has been ap- 
pointed district truck manager in 
St. Louis by International Harvest- 
er Co., Chicago. He succeeds C. A. 
Samuelson, who retired. 
* * 7” 


Wagenhals to Forecast Sales 


For Timken Roller Bearing 


Timken Roller Bearing Co. has 
established a sales forecast depart- 
ment, with Robert E. Wagenhals 
as manager. 

The new department will make 


1954 1950 1947 





$5,000 O8 MORE 
MONEY INCOME BEFORE TAXES 


$3,000 - $4,999 


Poor Get Richer— 


The income grouping of consumers is 
shown by the chart above. Figures on the 
right are percentages of U. S. families. 
As shown, the number of families with 
incomes under $3,000 a year has de- 
clined since 1945, while the number of 
those earning more than $5,000 has in- 
creased. 





long-term forecasts of sales 

activity, which will be used to 

establish budget-control programs, 

to determine inventory levels and 

to plan employment stabilization. 
*- + * 


Hildebrandt Names 7 


At New Ford Parts Plant 

Edward J. Hildebrandt, manager 
of Ford’s new parts plant in San- 
dusky, O., has announced seven 
new appointments. 


They are Arthur M. Nelson, con- 


trial relations; Martin J. Moran, 
manufacturing engineering manag- 
er; Jack Stacey, plant engineering 
manager; Walter J. Mullin, produc- 
tion control manager; Lioyd B. 
Harvey, hardware quality control 
manager, and Robert B. Hubach, 
traffic manager. 
€ * + 


Fisher Body Ups Ball 
F. C. Ball has been promoted to 
assistant general director of the 
industrial relations section of Fish- 
er Body division of General Motors 
Corp. 

* * * 
Brown-Lipe-Chapin Names 
Smith to Replace VanMeter 

The retirement of Calie Van- 
Meter, director of purchasing and 
production for the past 34 years, 


troller; James E. McKelvey, indus-| has been announced by Brown- 
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Mail Coupon For Information 
and Color Card on Arco 45. 


Lipe-Chapin division of General 
Motors Corp., Syracuse. 

VanMeter will be succeeded by 
Wayne A, Smith, plant manager of 
the Marcellus St. plant of B-C-L. 


* * : 


Merit Appoints Delson 


Louis E. Delson has been ap- 
pointed export manager of Merit 
Truck Parts & Wheel Co., Chicago. 
Merit said Delson plans to supply 
@ personal service on inquiries for 
current quotations in lieu of issu- 
ing catalogs. 


* * * 


Brown, Wolfe Promoted 


David H. Brown has been ap- 
pointed assistant general manager 
in charge of operations at New 
Process Gear Corp., Syracuse. Rob- 
ert W. Wolfe, chief automotive en- 
gineer, has been named to succeed 


TRACE MARK 


7301 Bessemer Avenue 
Cleveland 27, Ohio 
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THE ARCO COMPANY , Dept. 105 
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Brown as director of engineering 
and research. ra 
Kaye Appointed Manager 

Of Mercury Assembly Plant 


J. J. Kaye has been named man- 
ager of the Mercury assembly plant 
at Wayne, Mich., succeeding Har- 
old H. Keays, who has been trans- 
ferred to the division’s manufactur- 
ing staff. 

Kaye formerly was executive as- 
sistant to the general manufactur- 
ing manager. 

* * 


I-H Shifts Crawford 


Barr H. Crawford has been 
named St. Louis district manager 
for International Harvester Co. to 
replace C. A. Samuelson who is re- 
tiring. Crawford had been Pitts- 
burgh district manager. 
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Firestone to Make 
‘Natural’ Rubber 
In Pilot Plant 


AKRON. — Pilot plant produc- 
tion for a new type of synthetic 
rubber which promises to replace 
natural rubber in truck tires has 
been announced by Firestone. 


“Patent rights, research data 
and small experimental quantities 
of the new rubber are being offered 
to the Department of Defense and 
the rubber industry in the national 
interest of establishing a reliable 
domestic source of supply of rub- 
ber that would be the equivalent 
of natural rubber for use in mili- 
tary truck tires,” Firestone said. 

Two-and-a-half years ago, Fire- 
stone research scientists deter- 
mined by infra-red and X-ray 
analyses that this new rubber was 
essentially the same as natural 
rubber, he said. 

“Development of a synthetic rub- 
ber with the properties of natural 
rubber has been the goal of scien- 
tists for many years, Firestone said. 


Let this ta 





You slip this eye-catching salesman onto the 
battery post easily and quickly. 


@ It dresses up the battery. 


@ Tells the customer instantly that the bat- 
tery has the best insulation available. It 
, can also be used as a price tag. 


@ Gives the retail sales person more ammu- 
nition to sell premium grade batteries. 
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Roving Ambassador— 


Miles Elliott, National Independent Automobile Dealers Assn. field director, center, 
chats with Sam Williams, president of Arlington Motors (Nash), Columbus, O., left, 
and King Sutton, NIADA Ohio director, in Columbus. Elliott drives his air-conditioned 
Nash Ambassador some 1,500 miles each week to visit dealers around the country. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 
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Used-Car Notes 


Kohrs Buys Tucker-Torr 


CONCORDIA, Kans.—Bob Kohrs 
has bought V. H. Tucker’s and 
Harold Torr’s used-car business 
here and will operate as Kohrs 
Auto Sales. Kohrs once worked as 
a salesman for Kientz Chevrolet 
Co. here. Tucker hag retired and 
Torr is associated with William 
Havel in Hy-Way Motor Co. 

* 


Sutton Kicks Off 
Drive for NIADA 
Members in Ohio 


COLUMBUS, O. — King Sutton, 
state director of the National 
Independent Automobile Dealers 
Assn., has started an Ohio-wide 
drive for new members and is re- 
ported to have signed 30 in two 
days. 

Sutton, working with Miles Elli- 
ott, field director of NIADA, said 
locals were planned in Portsmouth, 
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premium line of 
batteries... 





e THE TAG REMINDS THE CUS- 
TOMER OF THE ADVERTISEMENTS 
OF Peerless Separators HE HAS SEEN 
IN THE SATURDAY EVENING POST. 


Send today for your free supply of these tags. 
They announce, in the quickest, strongest 
way, that the batteries you sell are loaded 
with protection and long life. 


UNITED STATES RUBBER COMPANY 


BATTERY SEPARATOR SALES DEPARTMENT - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 





Marion, Hamilton and Cincinnati. 

Sutton has pledged that all Co- 
lumbus NIADA members will attend 
the national convention in Pitts- 
burgh, Oct. 16-18. He said the mayor 
of Columbus, president of the local 
Chamber of Commerce and the 
chief of the Ohio Motor Vehicle 
Dept. all will accompany him to 
the convention. 

* * * 


Dogs Gone—Cars Gone, 


Dealer Kienke’s Happy 

SALT LAKE CITY. — Don 
Kienke, Salt Lake used-car 
dealer, promised his customers a 
“doggoned” good trade recently— 
and lived up to it. 

He offered pedigreed St. Ber- 
nard pups—some worth as much 
as $200—with the purchase of 
any used car on the lot. 

Customers had to pay only one 
cent extra for the puppy. The 
offer pulled good results, and 
Kienke was “doggoned” happy 
about the whole thing. 


* * Ld 


Paschall Replaces Nation 
COLUMBUS, O. — Gilbert V. 
Paschall has been appointed execu- 
tive secretary of the Independent 
Used Car Dealers Assn. of Colum- 
bus, succeeding Harry Nation. 
* x 


* 
Where’s Goldilocks? 
BALTIMORE. — Papa bear 

and two baby bears were sought 
last week after they invaded 
the used-car lot of Kirby Allen. 
Allen said papa weighed about 
800 .pounds and that the babes 
were not lightweights. Mama 
bear didn’t accompany the family 
on the tour, Allen said. 

* - * 


3 Open in Chattanooga 


CHATTANOOGA, Tenn.— Three 
used-car outlets have opened here: 
C & T Used Car Co., owned by 
Howard Copeland and Sceberan 
Townsel; Marvin’s Motors, owned 
by Marvin Farr, and Morning Side 
Motors No. 2, managed by Arlie 
and Luther Pierce. 

* * * 


Thomas Opens Lot 
WICHITA FALLS, Tex. — Otis 
Thomas has opened a used-car 
business here. s 
* 


Ordinance Hits Future Lots 
CONCORD, N. H.—The sites of 
future used-car lots will have to be 
approved by the zoning board be- 
fore they can be opened, according 
to an ordinance passed by the Con- 
cord City Council. 
+. * 


7: 
Brady Motor Opens 
COOKEVILLE, Tenn. — Ray 
Brady Motor Co. held its grand 
opening recently. 


Indianapolis Show 


Set in January 


INDIANAPOLIS. — The Indian- 
apolis Automobile Trade Assn. has 
announced that its auto show will 
be held Jan. 13-22 next year. 

T. E. Hanika, manager, said it 
would occupy the manufacturers’ 
building at the State Fairgrounds 
here. 


Chevrolet’s Ford 
Ind. — Ford works 


DUNKIRK, 
|for Chevrolet here. Harry D. Ford 


is employed by Crown City Chev- 
rolet. 


Dealers Warned to Watch 


For Stolen Title Forms 


ORLANDO, Fla.—The Florida 
Automobile Dealers Assn. warns 
auto dealers to be on the lookout 
for some 25 to 30 blank title 
forms stolen from the Tampa 
office of the motor vehicle com- 
missioner. The forms can be 
identified as follows: 

The titles are not validated by 
the stamp of Ina S. Thompson, 
motor vehicle commissioner, but 
have the name of the former 
commissioner, Eugene V. Fisher, 
on them. If used, they will be 
dated Aug. 26, 1955, or after. 
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than any other newspaper 


Eight hundred and ninety-six million dollars! That’s the amount of 
money the people of Greater Philadelphia spend for automobiles and 


accessories each year. Their favorite newspaper is The Evening and In Philadelphia nearly everybody 


Sunday Bulletin. 
To all the contents of a great metropolitan newspaper, The Bulletin adds reads The Bulletin 


its distinctive and characteristic reporting of local news. This is one 


. ° ° . * ° 
of the many reasons why The Bulletin, in Greater Philadelphia*, delivers Advertising Offices: Philadelphia, 30th and Market Streets 
New York, 285 Madison Ave. * Chicago, 520 N. Michigan Ave. 


more copies to more peo le every seven Ss nan her newspaper. 
P pany y day tha ony ot PSP Representatives: Sawyer Ferguson Walker Company in Detroit 


Atlanta © Los Angeles * San Francisco 
*14-County A.B.C. City and Retail Trading Zone 
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Affecting Factories and Dealers .. . 





Auto Advertising 


National newspaper advertisers 
chalked up the biggest July on 
record, by investing 13.3 percent 
more in national linage than in 
July, 1954, according to a joint an- 
nouncement by Media Records, Inc., 
and the Bureau of Advertising, 
American Newspaper Publishers 
Assn. 

July spending brought the 
seven-month total to a record 
high, too, according to the an- 
nouncement. 

Strongest increase was registered 
in the automotive field, up 32.2 per- 
cent over the previous July and 
now leading the first seven months 
of last year by 23.7 percent. 

July and the first seven months 
were the greatest on record for 
automotive advertising. 

General advertising was up 4.2 
percent—both for the month and 
the year to date—to hit peaks that 
were surpassed only in July, 1950 


The 


Time Plan 
that serves 


only 


through 


you 


and the first seven months of that 
year. 

The nation’s retailers, too, con- 
tinued increasing their newspaper 
advertising substantially: 10.9 per- 
cent over the same month a year 
ago, for a 7.3 percent lead over the 
first seven months of 1954. Here, 
too, all previous July and first- 
seven-month figures have toppled. 
Department stores, a major seg- 
ment of retail, showed a 12.2 per- 
cent increase for the month and a 
6.9 percent lead for the year to 
date—to score similar record-shat- 
tering gains. 


Classified advertising also hit 
an alltime high for July and for 
the first seven months of the year 
with gains of 21.4 percent and 
15.4 percent, respectively. 

In the financial classification, a 
16.9 percent increase for the month 
over July, 1954, and a 12.2 percent 
increase for the first seven months 


were the highest on record with! 


The GMAC Thrift-Guard Plan serves only through 


dealers. It never competes with you. 
It is always available, to help you meet ail financ- 


ing needs flexibly and economically. 


It helps you to win good will and build repeat 
sales. Its outstanding values include extra benefits 
that only a nationwide financing service can offer 


your customers. 


the exceptions of July, 1931, and 
the first seven months of 1929. 
Total newspaper advertising lin- 
age, which includes national, retail, 
classified and financial, was up 14.3 
percent over the previous July and 


9.9 percent for the year to date. 
* * * 


GE Ads Are ‘Pilots’ 


A plant-community advertising 
program developed and used by 
General Electric Co. in more than 
100 of its own plant cities during 
the past year is being offered as 
a@ model to manufacturers through 
member newspapers of the Bureau 
of Advertising, American Newspa- 
pers Publishers Assn. 

By arrangement with GE, the 
bureau is making available a GE 
booklet, “The Use of Newspaper 
Advertising in Plant Community 
Relations,” and a 20-minute, full- 
color movie, “Beyond Our Walls,” 
adapted from film used by GE in| 
promoting the program to its own 
plant a 

* 


8 icin TV Shows 


Three network shows and a star- 
studded variety hour this fall will 
comprise the most imposing tele- 





vision fare in Chevrolet history, 





Low and Long in Calif. Tradition— 

New sales and service building for Ronald E. Moran, Inc. (Oldsmobile-Cadillac), 
Hermosa Beach, Calif., is a block long. Two showrooms hold six and four cars each, 
and the service shop has 30 stations. Another building, a block away, handles body 
work. The used-car lot and offices and new-car preparation facilities are across 


| the highway from the building shown. 


Ronald E. Moran, president, started the 


firm nine years ago as Studebaker dealership and received the present franchises 


in 1949. 


according to T. H. Keating, gen-|in addition to Dinah Shore’s semi- 


eral manager. 
Chevrolet’s schedule will include, 


VEZ NOR TY 
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And to help you increase your 


a “ 


time business, 


GMaAC advertises regularly in leading national mag- 
azines, farm magazines and newspaper supplements. 


Use this Plan that plans for you! You gain 


(1) Control of the whole transaction. 
(2) Gross from time contracts. 
(3) Extra business from satisfied customers. 


(4) Repeat sales from GMAC service. 


GMAC 


Er narmeat” 


PLAN 





The GMAC 
Thrift-Guard Plan 


available to 
General Motors Dealers in 
CHEVROLET e PONTIAC 
OLDSMOBILE e BUICK 
CADILLAC 
new cars, and used cars 
of all makes 


GENERAL MOTORS ACCEPTANCE CORPORATION 


weekly 15 minutes, a new dramatic 
program titled “Crossroads” and 
the “Chevy Show,” a variety hour 
featuring stars of stage, screen 
and television. 

Bob Hope will set the comedy 
pace on the “Chevy Show” to be 
launched Oct. 4 over NBC-TV. The 
| program will be built around a dif- 
ferent star every three weeks. 
| Betty Hutton is the second attrac- 
| tion on Oct. 25. 


| “Crossroads” is a re-enactment 
of the true stories of priests, rabbis 
and ministers and their fight to 
|stamp out crime and evil in their 
| communities. 
| x * * 


Farm Journal Answers 


Farm Journal, Inc., has filed 
an answer to the complaint by 
the Federal Trade Commission 
that the Clayton Antitrust Act 
was violated by the firm’s pur- 
chase of Better Farming. 

Among other points, the Farm 
Journal denied that acquisition of 
Better Farming would enhance 
the Farm Journal’s competitive 
advantage in the sale of general 
agricultural publications or the 
advertising they carry. 

. * 





Editor’s Magazine Choice 

A recent poll which reveals the 
magazine reading preferences of 
editors, editors of editorial pages 
and executive editors of all daily 
newspapers in U. S. cities of 25,000 
and over population has been pub- 
lished by U. 8S. News & World Re- 
port. 


| American Airline Film Out 


A new American Airlines motion 
picture, “The Mercury,” is avail- 
able for group showings through 
company sales offices. Actually 
filmed during flights across the 
nation, it is in full color. 

z * 7” 


Dayton Offers Mat Folder 


A new mat service folder to help 
tire distributors order stock mats 
for local ads has been made avail- 
able by Dayton Rubber Co. 

Illustrations in the folder are the 
same size as the actual mats to 
help dealers determine how much 
space illustrations will occupy. 

= o * 


Four-Color Ads Offered 


The Miami (Fla.) Daily News 
now offers vertical half-page, four- 
color ads on its daily comic pages. 
A color premium of $250 over the 
black and white rate is charged 
those who give a leeway of dates. 
Advertisers who specify the inser- 
tion date are charged a $350 color 


premium. 
= 


Ad Stresses Local Pull 


The Sunday picture magazine 
Parade ran a full-page ad in two 
colors Sept. 4 which carried the 
imprint of the local newspaper 
and its own name. The ad reminded 
salesmen that their firms benefit 
locally as well as nationally from 
Parade ads. 





Names 

John Leckie has joined the New 
York advertising sales staff of the 
Woman’s Home Companion and 
George E. Anderson has been added 
o> magazine’s Chicago sales 
staff. 
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Cracks Seen in ‘Dam’... 


Repo Flood 





Feared 


As Wild Deals Grow 


By J. H. Reed 
Staff Correspondent 

SAN ANTONIO. — (UTPS)—Will 
“wildcat selling result in a flood of 
repossessions after Labor Day? 

Some dealers have been predict- 
ing that this would happen. If their 
prophecies are going to come true, 
some indications ought to be in evi- 
dence by this time. 

Yet, dealers here claim reposses- 
sions are still at—or even below— 
normal levels and that while rises 
have been noted, there is no indi- 
cation of the anticipated flood tide 
that some “regulars” hope will 
swamp the “wildcat” dealers now 
in competition with them. 

“But don’t let that fool you,” 
warned the manager of one 
finance company’s local branch 
office. 

“It is true,” he continued, “that | 
there has not, as yet, been any 
marked increase in repossessions. | 





But the water is rising higher and |- 


higher against the ‘dam’—and no 
one can tell how soon it may go 
out.” 

He explained that he had found | 
that more and more car buyers are 
getting behind in their monthly 
payments and that this was a defi- 
nite danger signal. 

“When payments get too far in| 
arrears, repossession naturally fol- 
lows,” he said. 

The finance company manager 
warned that it is only a question 
of time before unsound financing 
will reap its own harvest. He| 
pointed out that the less equity an 
owner has in his car, the less likely 
he is to hold on to it in case of an 
emergency. 

“With us, this has been borne 
out in 50 years of practical ex- 
perience, and we’ve never known 
the rule to fail,” he said. 

As an example, he declared that 
the buyer who pays $250 down on 
his car and has trouble meeting a 
$65-a-month payment will more 
willingly sacrifice his equity than 
the purchaser who invested $1,250 | 
as a down payment. 

“It naturally follows, then, that 
dealers who have indulged in ‘wild- | 
cat’ selling are going to be the first | 
to feel the force of the repossession | 
flood. And it is coming.” 

In his opinion, no one in the car 
financing business doubts that re- 
possessions are going to increase 
sharply. The question posed to him 
was: When? 

“If I could answer that I would 
go to Wall Street and make a 
killing on the market — or to 
Washington and become a finan- 
cial hero,” he answered with a 
smile. 

“But I don’t,” he added, seriously. | 
“Nobody does. All we can do—and | 
it is something automobile dealers | 
should do—is to get out the life | 
raft, stock it with fresh water and 
provisions and maybe a flare or 
two, and be prepared when the) 
‘dam’ breaks.” 

He observed that there was a 
time—“before the factories entered 
into their production race”—when | 
dealers and finance firms had this 
situation comparatively well in 
hand. 

“But now things are getting out 
of control,” he said. “As I see it, the 
solution to the problem will have 
to be worked out at local levels.” 

Along this line, he suggested that 
dealers get together with finance | 
representatives, either in joint 
meetings or special committees, 
and thrash out the problem. 

The manager was quite em- 
phatic in his belief that the com- | 
bined forces must come to some | 











Tupman Gilds Mercury, | 


Calls It ‘Californian’ 


LOS ANGELES.—Tupman Mo- 
tors (Lincoln-Mercury), which | 
has sponsored Lincolns in the | 
Mexican road race, has presented | 
@ new idea in its “Californian.” | 

The car is a standard Mercury | 
hardtop restyled with Montclair- 
style trim and paint. Tupman is 
advertising the car with the 198 
horsepower Montclair engine op- 
tional at an extra cost of $43. 





definite decisions and stick to 
them—regardless of factory pres- 
sure to sell more cars. And the 
sooner the better. 

“For the longer we wait, the 
more plainly the cracks in the ‘dam’ 
will begin to show and the quicker 
the flood of repossessions wil] be 
upon us,” he said. 

He declared that it was not a 
job to be entrusted to the NADA, 
to Washington or to anybody else. 
“It is a job we must do ourselves,” 
he said. 

Generally, finance companies here 
are keeping a close watch on the 
situation. However, many others 
besides the official quoted feel it is 
a situation that is loaded with 
dynamite. 

They fear that, if the “dam” 


| goes out, it will sweep some con- 


servative dealers along with the 
“wildcatters.” 
“And many a dealer,” said one 


b 





Sharing in the Glory— 

C. F. Jenkins, DeSoto Midwest zone manager, second from left, beams as trophies 
are awarded to zone winners in the company’s ‘do-it-yourself’ contest. The winners 
are, from left, C. R. Smith, Dallas, top regional merchandising manager; A. J. Duder- 
siadt, Dallas, top regional sales manager, and C. M. Knight, St. Louis, best district 
manager. 


finance company officer, “who re-| ing a new car may—despite his bet- 


fused to sell cars for $250 down | ter business and financial judgment 
and offer ‘$500 cash’ to anyone buy-| —find himself in trouble, too.” 


40,000,000 to 1 





AEA to Sponsor 
Regional Meetings 


DETROIT. The Automobile 
Electric Assn. announced it will 
sponsor three regional conferences 
at which 20 manufacturers plan to 
maintain headquarters and conduct 
meetings with their distributors. 

The dates and sites of the con- 
ferences are as follows: Oct. 24-25, 
Hotel Statler, Los Angeles; Oct. 31- 
Nov. 1, Hote] Multnomah, Portland, 
Ore., and Nov. 10-11, Hotel Muehle- 
bach, Kansas City. 





Ford of England Builds 


Millionth Export Car 
DAGENHAM, England.—At 11 
a.m. on Sept. 5, the millionth 
vehicle to be exported since the 
war by British Ford Motor Co. 
rolled off the assembly line here. 
The car, a Zodiac sedan, is 
destined for Vancouver, B.C. By 
arrangement with Ford Motor 
Co. of Canada, the buyer and his 
wife were present to receive the 
keys from A. R. W. Low, min- 
ister of state, board of trade. 





your customer knows about E-Z-EYE 


Sell ct to hin / 








glare-reducing E-Z-Eye with the shaded windshield. 
option! 


option is money in your pocket. 


608 Madison Ave., Toledo 3, Ohio. 


with the shaded windshield 


Almost 40,000,000 times, in 1955 alone, ads in consumer magazines have 
shown E-Z-Eye Safety Plate Glass to Mr. and Mrs. America. 
in The Saturday Evening Post and Time and a page in LIFE have talked about 


Five spreads 


More than 5,000,000 car buyers have already bought the E-Z-Evez 


So be sure you tell your customers that your cars have it. Selling this 


For further information, call your L-O-F Distributor (listed in the 
yellow pages) or write Dept. 5695, Libbey-Owens:Ford Glass Company, 


E-Z-EYE SAFETY PLATE 


"Dohinin Chass; Capita, Sins tad 
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Used-Car Auction Prices 





Market Trend 


The wholesale used-car market last week took its first upward swing 
in three weeks, according to Automotive News’ index. The overall aver- 


age price on the index went up $6. 


All but two individual models showed matching increases. Models 
gaining in price were: ’54s, up $25; ’48s, up $22; ’50s, up $17; ’53s, up 


$13; ’52s, up $8, and 49s, up $6. 


Losers were ’51s, which fell back $4, and ’55s, which dropped $32. 
Record lows were established by the new price in each case. 

The sales ratio declined slightly last week to 69.7 percent, from the 
70.2 percent recorded in the previous week: The average consignment 
last week was 159 units, compared with 199 in the previous week. 


Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive and (ps) indicates power steering. 


DENVER 


era, $1,320*; RM 4-dr., $1,275* (ps), $1,- 
060* (ps). 


(Colorado Auto Auction, Sale > a CADILLAC—’55 (62) coupe deVille, $4,- 


Monday. Prices are for sale of Aug. 


(Dealers report to us—outside of be- 
ing very competitive, their business is 
good. Sold 315 cars out of 459 offerings.) 


BUICK—’55 Super conv., $2,705* (ps); Riv- 


jera coupe, $2,685* (ps), $2,650* (ps), 
$2,625* (ps); RM Riviera coupe, 2 at 
$2,700* (ps); Gentury Riviera coupe, $2,- 
595* (ps), 2 at $2,550*, $2,475*, $2,430°*; 
Special Riviera coupe, 2 at $2,400*, 2 at 
$2,285*. °54 RM conv., $1,990* (ps); 


Century 4-dr., $1,700*. '53 Super Rivi- 









590° (ps); conv., $4,330* (ps); 4-dr., 
$4,200* (ps), $4,000* (ps); club coupe, 
2 at $4,100* (ps), $3,920* (ps). '54 (62) 
4-dr., $3,275* (ps), $3,030* (ps), $3,000* 
(ps), $2,900* (ps). ’'53 (62) 4-dr., $2,195* 
(ps), $2,150* (ps), $2,145* (ps), $1,990* 
(ps). 


OHEVROLET—’55 Bel Air (8) Sport coupe, 


$2,225°, 
conv., 


2 at $2,130°, 
$2,200*, $1,735; 


$2,050°*, 
4-dr., 


$1,975; 
$2,175*, 


2 at $2035*, $1,885; 2 at $1,835, $1,790; | 
$2,200*, 2 


Two-ten Handyman, $2,225*, 


at $1,955; $1,780*; One-fifty 2-dr., $1,- 
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600, $1,575. '54 Bel Air 4-dr., $1,350*, 
$1,270; Two-ten 2-dr., $1,135, $1,090, 
$1,055, 2 at $1,015, $965; One-fifty 4-dr., 
$835. ‘53 Two-ten 4-dr., $785, $775* (ps); 
One-fifty 4-dr., $555, $530. '52 SL Deluxe 
4-dr., $675°, $525*. '51 SL Deluxe 2-dr., 
$485; 4-dr., $430. '50 SL Deluxe 4-dr., 
$395*, $210. 

CHRYSLER—’55 Windsor Nassau, $2,900* 
(ps); 4-dr., $2,195* (ps). '53 NY 4-dr., 
$1,140* (ps). ‘51 Windsor 4-dr., $510, 
2 at $490; Saratoga 4-dr., $385. ’50 Wind- 
sor 4-dr., $425*; NY 4-dr., $340*. 


DeSOTO—’55 Fire Dome (8) 4-dr., $2,475*, 
$2,270*. '49 Custom club coupe, $270*. 


DODGE—’55 Coronet (8) station wagon, 
$2,550*; Royal Lancer, $2,500* (ps), $2,- 
400*, $2,290*; 4-dr., $2,000*. '53 Mea- 
dowbrook 4-dr., $605. 

FORD—’55 Thunderbird, $2,820*; Fairlane 
(8) Crown Victoria, $2,280* (ps), $2,- 
195*; Country sedan, $2,475*, $2,330", 
$2,190*, $2,075, $1,950; 2-dr., $1,815, $1,- 
800 $1,580. '54 Crest (8) conv., $1,615* 
(ps); Victoria, $1,595*, $1,480°, $1,435*; | 
Custom (6) 2-dr., 2 at $1,070. '53 Crest | 
(8) Country sedan, $1,280, $1,185; Main} 
(8) 4-dr., $740; Main (6) 4-dr., $365. 52) 





Crest (8) conv., $625*. '51 Custom (8) | 

4-dr., $505. sador 4-dr., $660. '51 Ambassador 4-dr., 

HUDSON—’53 Jet 4-dr., $405*. ‘49 4-dr., $345, $295. 
$155. OLDSMOBILE—’55 (98) = Gathe ibe}, 
— De as (ps); (88) Super Holiday, * (ps), 
—s 51 club coupe, $195*; 4-dr., $2,765* (ps); 2-dr., $2,370": 54 5098 
Holiday, $2,450* (ps); ) Super Holi- 
LINCOLN—’54 Capri club coupe, $2,255* day, ae 170°, $2,100": 2-dr., $1,725*, $1,- 
(ps). °53 Capri club coupe, $1,705*. 710*. °'53 (98) 4-dr., $1,575* (ps), $1,- 


395* (ps). ’52 (88) Super 4-dr., $910*. 
PACKARD—’54 Clipper 4-dr., $1,330*. 
PLYMOUTH—’55 Plaza (8) station wag- 

on, $2,235, $1,605; Belvedere (8) 4-dr., 

$1,985*. °54 Belvedere 4-dr., $1,155*; 

Savoy 2-dr., $1,000. '53 Cranbrook 2-dr., 

coupe, $440. $580, $515. ’52 Cranbrook 4-dr., $495. 
NASH—'55 Custom (6) coupe, $1,875*. ’51 Cranbrook 4-dr., $325. 

’54 Statesman 4-dr., $1,235*. "52 Ambas-| PONTIAC—’55 Chieftain (8) Catalina, $2,- 


MERCURY—’55 Monterey Sport coupe, 
$2,755* (ps), $2,595, $2,365; station 
wagon, $2,715*; Montclair 4-dr., 2 at 
$2,595. ’54 Monterey Sport coupe, $1,830* 
(ps), $1,695. °53 Custom Sport coupe, 
$740*. '52 Custom Sport coupe, $900. '51 
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A MODERN NATIONAL SYSTEM adds effi- 
ciency and contributes profitably to the 
successful operation of the attractive 
Arcade Pontiac automobile agency. 


MR. J. 3. BLANK, President, explains be- 
low the advantages of a modern National 
System in this busy automotive agency. 








PLEASED GIRL appreciates the speed and accuracy of this National System in handling an average of 250 transactions a day. 


“Our G@lalional System 
saves us *2,000 a year... 


returns 50% annually on our investment!” 


“We handle at least 250 transactions 
daily,” writes Mr. Blank, “and re- 
quire a system that is both accurate 
and fast. Our National System has 
proved itself on both counts. 

“Our National System provides us 
with individual sales totals, depart- 
ment by department, which tells us 
where profit comes from and how 
much it is. With complete audits of 
sales records at the close of each day, 
our records are always current. 
Printed register figures on our sales 
records assure us proper accounting 


our investment!’’ 


for money and records handled. 
“Our National System has cut time 
spent on figure work by over 25 hours 
a week. Balancing cash, bookkeeping 
and getting sales records no longer 
take up this valuable time so we make 
a considerable bookkeeping salary 
saving. Our National System does all 
these things so well, it saves us $2,000 
a year and returns 50% annually on 


Wouldn’t your automotive agency 


benefit from a National System’s in- 
formation that makes money and pro- 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


977 OFFICES IN 94 COUNTRIES 


—Arcade Pontiac Co., Washington, D. C. 


tection that saves money? If you are 
dissatisfied with your present method, 
we suggest you investigate a National 
System adapted to your agency. Why 
not call your National representative? 
His number is in the yellow pages of 
your phone book. 
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Average Used-Car Prices 


(Compiled by Automotive News) 


Sept. 1955 Aug., 
To Date 1955 


$2,072 $2,104 
1,332 1,307 
943 930 
648 640 
449 453 
340 323 
233 227 
165 


July, 
1955 


$2,155 
1,340 
948 
656 
467 
343 
238 
164 


Model 


Overall 


Average... $ 775 $ 769 $ 789 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 





350*; station wagon, $2,300*; 4-dr., $2,- 


245*, $2,150*. °54 Chieftain (8) conv., 
$1,610*. °53 Chieftain (8) 4-dr.. $870*. 
"52 Chieftain (8) Catalina, $755*. 


(98) | STUDEBAKER—’55 Commander sedan, 


$1,545. °53 Commander 4-dr., 
ton pickup, $550. 
Cruiser, $295*. °50 %-ton pickup, 
conv., $270. 


$875; %- 
’51 Commander Land 
$400; 


| WILLYS—’52 jeepster, $615; station wagon, 


MISCELLANEOUS — '55 GMC 


$610. ’51 station wagon, $695. '50 station 
wagon, $455. 

Suburban, 
$1,750. '54 GMC %-ton pickup, $880*. 
’51 Frazer 4-dr., $100. 


' JENISON, MICH. 


(Grand Rapids Auction, Inc. Sale every 


Tuesday. Prices are for sale of Aug. 30.) 


(Market shaky today as buyers are in- 
terested only in those cars they have a 
definite place for. Sold 114 cars out of 
200 offerings.) 


BUICK—’54 Special Riviera 2-dr., $1,800*; 


4-dr., $1,475. ’'53 Super Riviera 2-dr., $1,- 
350*; 4-dr., $1,235*; RM Riviera 2-dr., 
$1,175* (ps); Special 2-dr., $1,015*. ’52 
Special Riviera 2-dr., $825*; Super Riv- 
iera 4-dr., $805, $755. '51 Special 2-dr., 
$475. ’50 Super Riviera 4-dr., $410; 2-dr., 
$380*; Special 4-dr., $335, $285. °49 Su- 
per 4-dr., $180*. ° 


; CHEVROLET—’55 Corvette conv., $2,050*; 
| 


Two-ten Delray coupe, $1,625; 4-dr., $1,- 
550. ’54 Bel Air 2-dr., $1,275*; 4-dr., $1,- 
000; Two-ten Delray coupe, $1,275*; 4- 
dr., $1,185*, $1,050*; 2-dr., $885. ’53 Bel 
Air 4-dr., $995* (ps); 2-dr., $955*, $925, 


$915; Two-ten club coupe, $860, $855; 
4-dr., $820*; 2-dr., $780. °52 SL Deluxe 
Bel Air, $720; 4-dr., $600; 2-dr., $590. 


’51 SL Deluxe conv., $500*; 2-dr., $475, 
$350; 4-dr., $300*; SL Special club coupe, 
$445. ’50 SL Deluxe conv., $330; 4-dr., 
$310; FL Deluxe 4-dr., $310, $295, $260; 
2-dr., $300. 


| CHRYSLER—’53 NY 4-dr., $835* (ps). ’51 


| 





PLYMOUTH—’53 Cambridge 4-dr., 


PONTIAC—’54 Chieftain (8) 


CADILLAC—’ 54 


Windsor 4-dr., 
coupe, $235*. 
DeSOTO—’53 Fire Dome (8) 4-dr., $625*. 
DODGE — ’'53 Meadowbrook 4-dr., $650*. 
’51 Coronet 4-dr., $325*; Wayfarer 2-dr., 

$290 


$550*. °49 Windsor club 


FORD—’55 Fairlane (8) Victoria, $1,905; 


2-dr., $1,715*. ’°54 Custom (8) 4-dr., $1,- 
085; Custom (6) 2-dr., $1,050*. °53 
Main (8) Ranch Wagon, $995; Custom 
(8) 4-dr., $910, $800, $690, $595, $510; 
2-dr., $895. °52 Custom (6) 4-dr., $635. 
’51 Main (8) station wagon, $600; Cus- 


tom (8) Victoria, $590*; 4-dr., $385*; 
Custom (6) 2-dr., $350; 4-dr., $315. °50 
Deluxe (8) 2-dr., $330; Custom (8) 2- 
dr., $325, $250. °49 Custom (8) club 
coupe, $160. 


HUDSON—’51 Hornet 4-dr., $185. 
MERCURY—’55 Monterey club coupe, §$2,- 


400°. °54 Monterey 4-dr., $1,525*. °52 
Monterey club coupe, $900*, °51 Mon- 
terey club coupe, $350; Custom 4-dr., 
$335*. °50 club coupe, $445, $250. 
NASH—’51 Statesman 4-dr., $235. 


OLDSMOBILE—’55 (88) 2-dr., $1,855. '54 


(88) Super Holiday, $2,025*. ’53 (98) 
4-dr., $1,400* (ps). ’52 (88) 4-dr., $900*. 
’51 (88) Super 2-dr., $425*; 4-dr., $390*. 
"50 (88) 4-dr., $385*, $355*. '49 (98) 4- 
dr., $350*; (88) 4-dr., $270*. 

$375; 
2-dr., $355. °’51 Cranbrook Belvedere, 
$35v. ’5uv Special Deluxe 2-dr., $235, $225, 
$185. '49 Special Deluxe club coupe, $115. 
2-dr., $1,- 
120. ’°53 Chieftain (8) 4-dr., $1,065*. ’52 
Chieftain (8) 2-dr., $740*. ‘51 Silver 
Streak (8) 2-dr., $480; 4-dr., $425*. ’50 
Silver Streak (8) 2-dr., $290*, $275; 
Silver Streak (6) 2-dr., $275. ’49 Silver 
Streak (8) 2-dr., $195*. 


STUDEBAKER—’52 Champion 4-dr., $475. 
WILLYS—’53 2-dr., $305. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 


Monday. Prices are for sale of Aug. 29.) 


(Prices slipped below last week’s 
steady market from $50 to $100 despite 
several flood area buyers securing re- 
placements for destroyed and lost auto- 
mobiles. Many replacements will be 
needed by unfortunate owners who have 
suffered fiood losses. Market prices 
should not be expected to soar as many 
of these autos will be replaced by deal- 
ers on @ non-profit basis. This auction 
will not knowingly sell any flood cars. 
Sold 155 out of 216 offerings this week 
for a percentage of 72.) 


| BUICK—’54 Super Riviera coupe, $1,785*, 


$1,750*; Special 2-dr., $1,400*. '51 Super 
Riviera coupe, $650; RM 4-dr., $590*; 
Special 2-dr., $490. '50 RM conv., $430*; 
4-dr., $280*; Super 4-dr., $410, $400; 
2-dr., $390*, $260*; Special 2-dr., $290*. 
’49 Super conv., $160. 
(62) 4-dr., $3,125* (ps). 
$3,120*; coupe deVille, 
coupe, $2,000*. ‘52 (62) 
$1,410*. °51 (62) 4-dr., 


’53 (62) 4-dr., 
$2,075* (ps); 
coupe deVille, 
$1,350* 


CHEVROLET—’55 Bel Air (8) 4-dr., $1,- 


785* ; 
$1,630. 


Two-ten (6) 2-dr., $1,650; 4-dr., 
’54 Bel Air 4-dr., $1,400*; Sport 
coupe, $1,350*%; Two-ten 2-dr., $1,025; 
4-dr., $1,020*, $1,000, $935, $910. ‘53 
Two-ten 4-dr., $800. '52 SL Deluxe 2- 
dr., $620, $590*, $550, $520. '51 SL De 
luxe 2-dr., $510*; 4-dr., $480*, $480; SL 
Special 4-dr., $450, $380; 2-dr., $390. ‘50 
SL Deluxe Bel Air, $485; 4-dr., $350, 
$320, $285; 2-dr., $350, $330, $310, $275, 
$250; FL Deluxe 2-dr., $320, $250; FL 


(Continued on Page 51, Col. 1) 
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LINCOLN—’52 Capri coupe, $905°*. tury Riviera 2-dr., $2,360*. °54 Super Capri coupe, $1,500*. °51 Custom 4-dr., 
MERCURY — ’55 Monterey 4-dr., $2,165* Riviera 2-dr., $1,800*; Century 4-dr., $450*. 
(ps). '54 Monterey station wagon, $1,-| $1,790*. '52 Super Riviera 2-dr., $1,325*; | MERCURY — ’55 Monterey 2-dr., $2,425*; 


e * 
635*; 4-dr., $1,330*, $1,200. '53 Custom| Special 2-dr., $980*. '52 Special Riviera,| sport 2,060*; 4- ‘ 
Used-Car Aucti on ! rices Sport coupe, $1,408*, $1,205*, $1,260", | $970*. 'S1 Super Riviera, §760*. '49 RM| Monterey ‘coupe, $1,868°; Gustom S-dr, 











$1,115, $1,100*; 2-dr. $1,200*; Monterey 4-dr., $180. $1,375, '53 4-dr., $1,080. '50 2-dr 60 
station wagon, $1,340*; 4-dr., $980. CADILLAC—’55 (62) Coupe deVille, $4,-| NASH—’53 Ambassador Country pa Ry 
NASH—’54 Rambler club coupe, $1,150*. 500* (ps); club coupe, $4,310* (ps). ’54 000; Statesman 4-dr., $740. '52 Rambler, 
(Continued from Page 50) 53 Ambassador club coupe, $1,420*; 4-| El Dorado, $3,400* (ps). ’53 (62) 4-dr.,| $580. 51 Statesman 2-dr., $450, 49 (600) 
dr., $850*. '52 Ambassador 4-dr., $630*; $2,350* (ps). ’52 (60) 4-dr., $1,780* 2-dr., $175. 
Special 4-dr., $305. '49 SL Deluxe 2-dr.,| $1,595*; 4-dr., $1,575*; (60) Special 4-| Rambler station wagon, $580. '51 Ram-| (Ps). ‘49 (62) 4-dr., $610. OLDSMOBILE — '55 (98) Holiday coupe, 
$220, $200; conv., $200, $110; FL Deluxe} dr., $1,575*. bler station wagon, $290. CHEVROLET — '55 Bel Air (8) Sport| $2,790* (ps); 4-dr., $2,690* (ps); (88) 
4-dr., $210. CHEVROLET—'55 Bel Air (8) 2-dr., $1,- OLDSMOBILE — '55 (88) Super Holiday, coupe, $1,940*; Two-ten (8) 4-dr., $1- 4-dr., $2,350* (ps); Super (88) 4-dr., 

‘ <a , 2 e» , tae d $2,620* (ps). '54 (88) 4-dr., $1,900*, $1,-| 730*; 2-dr., $1,610. ’54 Bel Air stati $2,200* (ps). ’53 Super (88) 4-dr., $1,- 

CHRYSLER—’53 Windsor 4-dr., $850* '48| 520. '54 Bel Air Sport coupe, $1,300; 2- ’ m ; , , , F station * ; , 
Windsor 4-dr., $200*. dr., $1,115°; Two-ten Handyman, $1,250;| $05: "SS (58) éode., 0,008 (per: (S)| wagon, $1,445. "63 Two-ten 4-dr., $1,100; {e8) Se Gee. te iy ae ee 

, “ be. a Pde -dr., $1, ee -dr., $1,-| Bel Air 2-dr., $1,060*; 4-dr. *, 8) 2-dr., a -dr., . 

DeBome (8) 4-dr. $080", "bi Custom 4-dr. 165. °53 Bel Air 2-dr., $970" (ps), $910%, cast, ale a be oe ’| oe FL Deluxe 2dr. $1,035; BL Deluxe > eee, 

-dr., : -dr., ae fe RK, =? ’ *, $585*; (88) 2-dr., $455°*. 2-dr., $760*; club coupe, e, * ) 4-di'., 5°. 
$550". Sieh; Dear, *$e06; Onecitty Dut. *er75, | PAOKARD—'53 Mayfair, $1,200*. "52 (200) Deluxe 2-dr., $640; 4-dr..” $460; sedan | PLYMOUTH—'55 Belvedere conv., $2,100°. 

DODGE — ‘53 Coronet Diplomat, $950*, $675 * $655 oe s eae y 2-dr., $ 5, 4-dr., $640, $490*. 51 Mayfair, $555*. delivery, $340 , : ’54 Suburban, $1,215*; Savoy 2-dr., $1,- 
$810*. 51 Coronet Diplomat, $500*; club 5, . § eluxe 2-dr., $675*;| pLYMOUTH —’55 Belvedere (6) Sport| q me 070*. '53 Suburban, $1,070; Cranbrook 
coupe, $380*; Meadowbrook 4-dr., $370*,| _4-di., $640, $585°. coupe, $1,705: Plaza (6) 4-dr., $1,415, | CHRYSLER—'53 NY 4-dr., $1,000* (ps).| club coupe, $790; Cambridge 4-dr., $640. 
$360*; Wayfarer 2-dr., $330. '50 Coronet| CHRYSLER—'53 Windsor 4-dr., $1,050*.| $1,335. °54 Belvedere 4-dr., $1,105"; Sa-| >” Saratoga Sadr... $425" (ps); NY 4-| +52 Concord 2-dr., $410. ‘51 Belvedere, 
club coupe, $300°. ’52 Windsor 4-dr., $655*. '51 NY 4-dr.,| voy 4-dr., $1,000, $900*, $900. 53 Cran-| {ri , $400°. 51 NY Newport, $675%; | $600. 

FORD—’'55 Fairlane (8) 4-dr., $1,850*. '54 $445*. '50 Imperial 4-dr., $295*; Windsor| brook Sport coupe, $800; 4-dr., $775, I indsor Newport, $670°; 4-dr., $435*; | PONTIAC—'55 Star Chief Catalina, $2,290° 
€ustom (8) 4-dr., $1,110*. °53 Custom| Newport, $225°. $730, $635, $625, $600, $525*: Cambridge ane 4-dr., $600*. '50 NY club coupe,| (ps); Station wagon, $2,190*, °54 Cata- 
(8) 2-dr., $960, $885*; Custom (6) 2-dr.,| DeSOTO—'54 Fire Dome (8) 4-dr., $1,485* 2-dr., $600. 52 Cranbrook 4-dr., $390. : lina (6), $1,485*; Chieftain Deluxe (6) 
$690*. '52 Custom (8) 2-dr., $660; Main (ps), $1,350* (ps). '51 Custom 4-dr.,| PONTIAC—’55 Star Chief (8) 4-dr., $2,-| DeSOTO — ’53 Fire Dome 4-dr., $1,100* 2-dr., $1,325*. "52 Catalina, $770*. ’50 (8) 
(8) 2-dr., $630. °51 Custom (8) 4-dr.,| $430*, $260*. '50 Custom conv., $350*;/ 110* (ps). 54 Star Chief (8) 4-dr., $1,-| (PS), $920*; Powermaster 4-dr., $770*.| coupe, $525*. °47 conv., $170. 
$500*, $490; conv., $300*. ‘50 Custom 4-dr., $300*. 520* (ps); Chieftain (8) 2-dr., $1,215*; ‘52 Fire Dome 4-dr., $860*. '51 Sports-| STUDEBAKER—’54 Commander Hardtop, 
(6) 4-dr., $210. 49 Custom (8) 2-dr.,| DODGE —’'55 Royal (8) 4-4dr., $1,895*; 4-dr., $1,160*, $1,050. '53 Chieftain (8) man 2-dr., ‘$460*. $1,375*; Champion Hardtop, $1,265*. ’53 
$200, $190; 4-dr., $150*, $150; Deluxe} Coronet (8) 4-dr., $1,615*. ’54 Coronet} 4-dr., $1,055* (ps); 2-dr., $950*. DODGE—’53 Station wagon, $975*; Mead- Champion 2-dr., $650, $625. 

(8) 2-dr., $140. (8) 4-dr., $1,185*. ’53 Coronet 4-dr.,| STUDEBAKER—’53 Commander club| owbrook 2-dr., $850*. '52 Coronet 4-dr.,| WILLYS—’52 Hardtop, $400. '51 (6) sta- 

HUDSON —'52 Hornet 4-dr., $525*. °51| $685*; Meadowbrook 4-dr., $635*. °51| coupe, $830; 4-dr., $635*. '52 Command-| $480*; Meadowbrook 4-dr., $440. ‘51| tion wagon, $550. 

Hornet club coupe, $300*. Coronet Diplomat, $325*. er club coupe, $420*; Champion 4-dr., Coronet 4-dr., $525*. '50 Diplomat, $460. 

KAISER—'51 Deluxe 4-dr., $200*, $140, | FORD—'55 Fairlane (8) Crown Victoria,| $390; %-ton pickup, $350. '51 Command-| FORD—'55 Thunderbird, $2,630*; Country N. PLAINFIELD, N. J 

LINCOLN—'49 Custom 4-dr., $110*. $2,200*; conv., $2,135* (ps), $2,075*| er 4-dr., $310. Sedan (8) $2,140*; Fairlane (6) 2-dr. % 7.) age ere 

MERCURY—’54 Custom coupe, $1,350. '53 (ps); Main (8) Ranch Wagon, $1,865*;| MISCELLANEOUS—’54 MG conv., $1,050. $1,430*. °54 Victoria, $1,375; Skyliner, (Lebanon Auto Auction. Sale every Wed- 
4-dr., $1,070*, $900*. '50 2-dr., $350*. Custom (8) 4-dr., $1,600*. '54 Crest (8) ’53 Henry J sedan, $350. $1,350; Custom (8) 4-dr., $1,245. 53 nesday. Prices are for sale of Aug. 31.) 

NASH—’54 Rambler station wagon, $800;| Victoria, $1,270*; Main (8) Ranch Wag- : Victoria, $1,240*, $1,200; Ranch wagon, (Market up in anticipation of end of 
2-dr., $720. '51 Rambler conv., $150*. °50| on, $1,265; 2-dr., $950; Custom (6) 4-dr., MANHEIM., PA $1,210; Main (6) 4-dr., $700. ’52 Cus-| Summer spurt. Activity brisk in all 
Statesman 4-dr., $150; Ambassador 4- $1,175*; 2-dr., $1,045*; Custom (8) 2- - 9 ” tom (6) 2-dr., $540. s makes and price ranges. Sold 73 cars 
dr., $120*. dr., $950; 4-di'., $1,130*. | (Manheim Auto Auction. Sale every Fri- | HUDSON—’54 Wasp 4-dr., $950. '50 Super| Out of 104 offerings.) 

OLDSMOBILE — ‘51 (88) 4-dr., $630*;| HUDSON—'55 Rambler 4-dr., $1,225. '52/ day. Prices are for sale of Aug. 26.) (6) 4-dr., $250. ’'49 Commodore (6) 4-| BUICK—’54 Super Riviera coupe, $1,750*. 
Super 4-dr., $590*; (98) 4-dr., $435*. "50 Hornet 4-dr., $605*, $600*. ’51 Hornet (Good.) dr., $190. ’53 Special sedan, $870. "52 RM Riviera 
(98) 4-dr., $575*%; (76) 2-dr., $285*; 4-dr., $300*. | BUICK—’55 RM 4-dr., $2,490* (ps); Cen-| LINCOLN—’55 Capri Hardtop, $3,000*. ’53 (Continued on Page 52, Col. 1) 














(88) 4-dr., $280*. ’48 (76) 2-dr., $160. | ———— —_ a nvaieaniomcestiean in aisinind Meech 2 = a a 
PACKARD—’53 4-dr., $920*. 
PLYMOUTH—’ 54 Plaza station wagon, $1,- 

070. °'53 Cambridge 4-dr., $640, $600; 

2-dr., $600. '52 Cambridge 4-dr., $575. 

’50 Special Deluxe 4-dr., $330; Deluxe 

4-dr., $250; 2-dr., $205. 

PONTIAC—’53 Chieftain (8) 4-dr., §$1,- 
090, $970*, $800; 2-dr., $850*, $800*, 
$800; Catalina coupe, $1,050*. '52 Chief- 
tain (6) 2-dr., $650. °51 Chieftain (8) 
4-dr., $630*; conv., $520*. °50 Silver 
Streak (8) station wagon, $600; 4-dr., 
$260*; Silver Streak (6) 4-dr., $260. °49 
Silver Streak (8) club coupe, $290; 2-dr., 
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“We are very pleased with our new building front? 





says Mr. William F. McCoy, President, Brandenburg Auto Sales Co., Wilmington, Ohio 


$210. 

STUDEBAKER — ’52 Commander coupe, 
$430; Champion coupe, $410. °51 Com- 
mander Land Cruiser, $350*. '50 Com- 
mander Land Cruiser, $195*; Champion 
2-dr., $170*; conv., $150*. ’49 Command- 
er 4-dr., $160. 

WILLYS—’48 jeepster, $200. 

MISCELLANEOUS—’49 GMC %-ton pick- 
up, $210. ’48 International %-ton pickup, 
$130. 


“It has given us a very impressive show floor on _ better lighting effect and also gives the passing 
which to display our new automobiles to their best __ traffic a wonderful view of our floor display.” 
advantage. The wide expanse of window gives us 





FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 

Tuesday. Prices are for sale of Aug. 30.) 
(Bidding very active and prices holding 
firm on all makes and models. Sold 102 
cars out of 143 offerings.) 

BUICK — ’55 Special 2-dr., $2,390. °54 
Super 2-dr., $1,870*, $1,865*, $1,800*. °53 
Special 4-dr., $1,090. ‘52 Super 2-dr., 
$695. °50 Super 2-dr., $275, $255, $200, 
$195; Special 4-dr., $305. °49 Super 2- 
dr., $290. 

CADILLAC—’'55 (62) 2-dr., $3,920* (ps), 
$3.840* (ps), $3,800* (ps). "52 (62) 2- 
dr., $1,375*. 

CHEVROLET—'55 Bel Air (8) 2-dr., $1,- 
960*, $1,900*, $1,705, $1,610; Two-ten 
(8) 2-dr., $1,640, $1,540, $1,405; One- 
nfty (6) 2-dr., $1,670. '54 Two-ten 2-dr., 
$1,660. '52 SL Deluxe 2-dr., $520. '51 SL 
Deluxe 2-dr., $540, $400, $355. °50 SL} 
Deluxe Bel Air, $440. °49 SL Deluxe 2- 
dr., $290, $220, $145. 

CHRYSLER—’53 NY 2-dr., $1,110*; Wind- | 
sor 4-dr., $1,020*. '52 NY 2-dr., $675*. 
’51 Windsor 2-dr., $650*. °50 NY 4-dr., 
$410*. °49 NY conv., $380*. ’47 Windsor | 
2-dr., $120. | 

DeSOTO—’55 Deluxe 4-dr., $2,075. '51 De-| 
luxe 4-dr., $410. 

DODGE—’53 Coronet station wagon, $900. 
’51 Meadowbrook 2-dr., $410, $310. ‘50 
Meadowbrook 2-dr., $245. 

FORD—'55 Fairlane (8) Victoria, $2,180*;| This good-looking showroom of the Brandenburg are three Tubelite® Doors; a permanent double- 


Custom (8) 2-dr., $2,040*, $1,865*, $1,- . : 
700, $1,650; Main (6) 2-dr., $1,200. °54 Auto Sales Co. has one unusual feature espe- acting door with two other doors which can be 
cially designed for a display room. On the side folded back to move cars in or out. 








Crest (8) Victoria, $1,395; Main (6) 2-| 
dr., $825. '53 Crest (8) 4-dr., $905, $900, 
$890, $810. '52 Main (6) 2-dr., $385. 51) 
Custom (8) Victoria, $620*; 2-dr., $415, | 
$380, $310, $285. "50 Custom (8) station| 
wagon, $365; 2-dr., $240, $145, $135. '49) 
Deluxe (6) 2-dr., 2 at $145. 








KAISER—’52 Manhattan 4-dr., $360. °51/ es . es : . : . 
Manhattan 2-dr., $195, $149. : Te INCREASING USE of open-vision de- through its open-vision front. This new, To get more information on Pittsburgh 
ME JRY—’53 Custom 2-dr., $1,045, $1,-| e ° ° " 7 e ° ° 
000; station wagon, $690. ‘52 Monterey sign is really paying off for all types of modern design also creates a feeling of | Store Front Products—and their adapt- 
2-dr., $800*, $775, 65. '51 Custom 2- ° ° *y: ° 
dr., $375. '50 Custom 4-dr., $320. businesses that must create a favorable _—_ progressiveness and makes the prospec- _ ability to your showroom—just send for a 
NASH—’53 Rambler station wagon, $690. . . 2 ; . , ; , 5 . «“ ‘ 
OLDSMOBILE_’55. (98) Holiday, $2,535*| impression upon the passing public. Peo- tive customer realize that here is an estab- free copy of our booklet, “How To Give 
(ps); 2-dr., $2,220*. °54 (88) Super 4- : . ‘ ’ : : 7 : » . 
dr.. $1,725*. °53 (98) 4-dr., $1,430*, $1,-| Ple are attracted by—and drawn into—the lishment that is keeping up with the times Your Store The Look That Sells.” We will 
290*, $1,165*. "52 (88) Super 4-dr., $775*, : . : ° Be ° . : 
$680. °51 (88) Super 4-dr., $775*, $570. Store or other retail establishment that —one that will specialize in the newest, be happy to give you a free estimate on 
'50 (88) 4-dr., $600*%, $500*, $400. '49 : se ere . : . . 
(98) 4-dr., $140. "48 (98) 4-dr., $155. presents a pleasing, inviting appearance most up-to-date products and services. the cost of a new front. No obligation. 
PACKARD—'52 (200) 4-dr., $475*, $420*. 
"50 Clipper 2-dr., $190. | 
PLYMOUTH—’'54 Savoy 4-dr., $975*. °53) 
Cranbrook 4-dr., $650, $615, $595, $350. | ee ae ee ae oe Oe Oe ee ee Oe ee ee ee ee ee ee eee ee eee ee ee ee ee ee ee ee ee ee ee 
’52 Cranbrook 4-dr., $370. '51 Cambridge : 
2-dr., $460, $425. "50 Deluxe 2-dr., $240. ; 
49 Special Deluxe 4-dr., $290; conv., Pittsburgh Plate Gloss Company ‘ 
$275; Deluxe 4-dr., $100. Room 5266, 632 Fort Duquesne Bivd., Pittsburgh 22, Pa. . 
PONTIAC—'55 —— (8) 4-dr., $2,240*; Ni K ; 
Catalina, $2,175*, $2,160*. °54 Chieftai t F izati 
(a) “ear, STO. a Chieftain a a ore ron i) HL (] Please send me a FREE copy of your modernization booklet. ' 
$900*; 2-dr., $880*. °50 Silver Streak + H tati i f timat 
(6) 2-dr., $390. Sita 0 tt oot representative give me a ree estimate on a new 1 
STUDEBAKER — ’'53 Commander Land an nteriors ' 
Cruiser, $805. "50 Commander Land ; 
Cruiser, $160; 2-dr., $100. a iS DG onan cas ndscainbdesiovenenantenciueticianntmageeeeas ; 
*. 
' 
CHICAGO 4 Pittsburgh NT RT oe OOP COT EOL Te Or CE TE RTE COVE EE 1 
(Arena Auto Auction. Sale every Tues- ‘ 
day. Prices are for sale of Aug. 30.) Gl wis susGushogs s6G4esGNeeneeaweneas wales CNR, éckéaxngeeian : 
i 


(Sold 262 cars out of 513 offerings.) | 
BUICK—’55 Super Riviera 2-dr., $2,410* 

(ps). '54 Century Riviera 2-dr., $2,095*| 

(ps), $1,910* (ps); RM Riviera 2-dr., | 

$2,050* (ps), $1.990* (ps), $1,840* (ps); 

Super Riviera 2-dr., $2.035* (ps); Spe- PAINTS - GLASS + CHEMICALS - BRUSHES - PLASTICS - FIBER GLASS 

cial Riviera 2-dr., $1,800*, $1,795*, $1,- 

740*; conv., $1,700* (ps). '53 RM Rivi- 

era 2-dr., $1,355* (ps); Super Riviera 2- 

* * * - 

dr., $1,250* “(ps), $1,205¢, $1,180, $1, ae oe ee ee ee es Be - a ee ee sia: Be ee We ae 

CADILLAC—'55 (62) 4-dr., $4,320* (ps). 


"54 (62 Ville, $3,495* > 4 
dn. atte tes) "hte ates ten IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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$700. '52 SL Deluxe 4-dr., $615, $585°*; r 
Bel Air coupe, $675, $560. '51 SL Deluxe $345. ‘50 Special club coupe, $245. °49 
"50 Special 2-dr., $250, $240, $215. 


2-dr., $500, $475, $445°, 2 at $420. 
$245,| PONTIAC—’54 Star Chief 4-dr., $1,575* 


SL Deluxe 4-dr., $270, $260, $250 


bridge 4-dr., $360; Belvedere coupe, 


Used-Car Auction Prices || tii i.2 "5.80 0 2st | rormso a Since tt Sa 





(Continued from Page 51) 


Royal 4-dr., $210. 


Meadowbrook (6) 4-dr., $595, 


CHRYSLER—’51 Windsor 4-dr., $400*. 


DODGE — '53 Coronet (6) 4-dr., 


$1,225*; Chieftain (6) 4-dr., $800. 


"49 Chieftain Deluxe (8) Catalina, $845*, 


$840*. '51 (8) 2-dr., $570, $410*. '49 


$745; (6) 2-dr., $150. 
$500*. '51| STUDEBAKER—’53 Champion 2-dr., $650. 


” $800 : CKA —'54 Cli r Sport coupe, $1,- Coronet 4-dr., $325, $300. '50 Meadow- "52 Commander Starliner, $265; Cham- 
on tor neve a sag ry — 7 —— $710", AL sedan, $520.” brook 4-dr., $220, $130. ’49 Coronet club pion 4-dr., $385*. ‘51 Champion 4-dr., 
dan, $500*. '50 Special sedan, $380. PLYMOUTH—’54 Plaza sedan, $850. '53| Coupe, $200; %-ton panel, $160. $160*. '50 Champion 4-dr., $160*, $135*. 


CADILLAC—’'46 (62) sedan, $230, $225. 


CHEVROLET—'55 Two-ten (6) 4-dr., $1,- 
440. '53 Bel Air Sport coupe, $1,060*; 


Cambridge sedan, $590. '52 Cranbrook | FORD—’55 Thunderbird, $2,700*; Sunliner 
sedan, $500. 51 Cambridge sedan, $420, (8), $2,105* (ps); Fairlane (8) 2-dr., 


$275. $1,790°. '54 Custom (8) 4-dr., $1,245*, VALDOSTA, GA. 


$1,085. '53 Victoria, $1,045; Custom (8) 


Two-ten sedan, $785, $700. '52 SL Spe-| PONTIAC—’52 Chieftain (8) sedan, $740°*. 4-dr., $975, $945*, $925, $695; 


cial sedan, $520. ’°51 SL Deluxe sedan, 
$530, $470; SL Special sedan, $470. '50 


’51 Silver Streak (8) Catalina, $680*. '50 : *51 Victoria 90* 
Silver Streak (8) sedan, $460, $320. Soebe Comm (8) San g00er, 8 


*49 Champion 4-dr., $120*. 


club|.. (Tom Hewitt Auto Auction. Sale every 
$580*,| Friday. Prices are for sale of Aug. 26.) 
 *50 (Sold 168 out of 226 offerings.) 


, $4 
SL Deluxe sedan, $340, $200. '49 SL De-| srUDEBAKER—'53 Champion Sport coupe, Custom (8) 2-dr., $315, $305, $195*,| BUICK—’54 Century Hardtop, $1,820*. ’53 


luxe sedan, $285, $265, $250; SL Special 


. ‘50 Commander Land Cruiser, $260. $160. °49 Custom (8) 2-dr., $225, 


sedan, $225. MISCELLANEOUS — '51 Henry J sedan,| $195*, $110. 
200. HUDSON—’54 Super Wasp 4-dr., $1,200%.| $375. 
’53 Hornet 4-dr., $685*. °50 Super (6) | CADILLAC—’55 (62) conv., $4,100* (ps); 


CHRYSLER—’52 Windsor Newport, $740. 
‘51 Windsor sedan, $560. 49 NY sedan, 
$280 


DeSOTO—'52 Custom Sportsman, §$725*; 
sedan, $575. °51 Custom sedan, $475; 


DYER, IND. club coupe, $150. 


KAISER—’52 Traveler 4-dr., $275. 


(Dyer Auto Auction. Sale every Friday.| LINCOLN—’51 Capri 2-dr., $395°*. 


Sportsman, $460. ’50 Carryall, $430. Prices are for sale of Aug. 26.) MERCURY — ’53 Monterey coupe, 


DODGE — '53 Coronet sedan, $725*. ‘52 


(Sold 200 out of 274 offerings.) $1,315* (ps). '50 2-dr., $260*, $240*. 


Coronet sedan, $500. '49 Meadowbrook | RBUICK—’55 Super Riviera, $2,520* (ps); 2-dr., $255*. 


sedan, $290. 

FORD—55 Fairlane (8) Victoria, $2,220*; 
conv., $1,900*. °53 Custom (8) station 
wagon, $1,200; Crest (8) Victoria, $1,- 
000*; conv., $975*; Custom (6) sedan, 
$800; Main’ (8) sedan, $720. '52 Main 


Special 4-dr., $2,480*, $2, 475*; Special}; NASH—’54 Statesman Super 2-dr., 
Riviera 4-dr., $2,475*. '54 Super Riviera, *53 Rambler conv., $675*. ’51 Ambassa-| (6) 4-dr., $1,250. ’54 Two-ten station 
$1,950* (ps). '53 Super Riviera, $1,160* dor Super 4-dr., $300*; Statesman 4-dr., wagon, $1, 375; conv., $1,100*; 4-dr., $1,- 
. '52 Special 2-dr., $700*. '51 Super $130". 
4-dr., $565*. ’50 Super 4-dr., $305*; Spe-| OLDSMOBILE — '55 (98) Holiday coupe,| coupe, $990; 4-dr., $910; Two-ten 4-dr., 
cial 2-dr., $320*. $2,975* (ps); Super (88) Holiday 4-dr., $850, $775. '52 SL Deluxe 4-dr., $690*; 


$200, RM Riviera 2-dr., $1,260* (ps). ’52 Su- 


per Riviera, $700*. °50 Special 4-dr., 


Coupe deVille, $4,075* (ps). °'53 (62) 
Coupe deVille, $2,200* (ps); 4-dr., $1,- 
900*. ’52 (62) conv. coupe, $1,725* (ps). 


$1,325, ’50 (61) 4-dr., $925*. 
*49| CHEVROLET—’55 Bel Air (8) 4-dr., $1,- 


800*; Two-ten (8) 4-dr., $1,726; (6) 


$935°. Delray, $1,550; 4-dr., $1,485; One-fifty 


050; 2-dr., $1, 050°. '53 Bel Air Sport 


(6) sedan, $500, $425. ’51 Custom (8) | CADILLAC—’54 (62) 4-dr., $3,180* (ps). $2,630*. '54 (88) Holiday, $2,170* (ps); Special 4-dr., $640. 


sedan, $510, $500, $375, $360. '49 Deluxe 
(6) sedan, $350. 
HUDSON—’54 Hornet sedan, $1,150*. 


MERCURY—’54 Monterey Sport coupe, $1,- | CHEVROLET—’55 Bel Air (8) coupe, $1,- "50 (88) 4-dr., $380*%, $175*. 


485*. '53 sedan, $830. ’51 sedan, $550. 
NASH—’51 Statesman sedan, $260. 
OLDSMOBILE—’52 (98) sedan, $870*. '50 

(98) sedan, $480*. '49 (88) sedan, $225. 





One is making 


News... 


080, $1,055; Bel Air 2-dr., 


; Two-ten (6) station wagon, $1,750.| PACKARD—’51 Clipper 4-dr., $575*, 
Two-ten 4-dr., $1,295, $1,145, $1,-| PLYMOUTH—’55 Savoy (8) 4-dr., 
$1,050*. ‘53 "53 Cranbrook 2-dr., $675*, $535; 


"53 (62) coupe, $2,130*. ’51 (62) 4-dr., Super (88) 4-dr., $1,690* (ps). 53 Super) CHRYSLER—’53 Windsor 4-dr., $960. ’52 
$1,075*. ’50 (62) 4-dr., $980*. °49 (62) (88) 4-dr., $1,340* (ps); (88) 4-dr., 
, $440*. 085. ’51 (98) 4-dr., $630*, $565°*, 


$1,- Windsor conv., $595. '51 NY 4-dr., $380. 
$465*. | DeSOTO—’'53 Powermaster 4-dr., $850. 


DODGE—’55 Royal Lancer, $2,120*; 4-dr., 


$375°*. $1,750*. °53 Coronet (6) 4-dr., $660; %- 
$1,495. ton pickup, $400. °51 Wayfarer 2-dr., 
club 











David O. Woodbury, whose 
“Atoms for Peace” re- 
cently distinguished our 
sparkling tabloid pages. 


in Not long ago the na- 
. . tion’s space buyers 
Ph h took a good look at our 
i a e p ld town’s papers ...a 
searching look at all 

three. 


And that’s when our 
sparkling tabloid began 
making news. Ads 
poured in on us in eye- 
popping fashion. In 
1954 we were the only 
Philadelphia daily to 
gain. First 6 months 
1955 we shot ahead by 
another 808,795 lines*, 


With fabulous 
linage gains 











$200. 
Bel Air 2-dr., $845, $800; Two-ten 2-dr., coupe, $560. '51 Suburban, $380; Cam-' FORD—’55 Victoria (8) $1,870; Sunliner 


greatest 6-month gain 
in our history. July 
showed a better than 
90,000-line* upsurge. 

What’s happening? 
The guys who “buy 
customers” have made 
a big discovery about 
Philadelphia. The 
DAILY NEWS blankets a 
market of its own. 
DAILY NEWS-land is a 
tight little island in- 
habited by more than 
180,000 families (many 
with two and three pay- 
checks). These free- 
spending customers see 
your ads in our bright 
tabloid pages: we 
couldn’t bury you if we 
tried! Supreme visibil- 
ity plus reader loyalty— 
that’s why the DAILY 
NEWS pays off like 
magic. 

Newspapers are a 
great buy in this big 
fat market. 


But to sell Philadel- 
phia with crispest 
economy, all you really 


need is two... and one 
has to be us. 





DAILY {\NEWS 


Philadelphia’s Picture Newspaper 





NEW YORK: William A. Maher 
415 Lexington Ave. 
Murray Hill 2-9197 


CHICAGO: J. J. Twomey 
333 N. Michigan Ave. 
Andover 3-5270 


DETROIT: Charles J. Sheppard 
1061 Penobscot Bidg. 
Woodward 2-3080 


*Total Daily Advertising— 
Media Records 





(8), $1,850*; Custom Ranch wagon, $1,- 
850; Fairlane (8) club sedan, $1,825*; 
4- dr., $1,825*, $1,730; 2-dr., $1,750; Vic- 
toria’ (6), $1, 800°; Main (6) Ranch wag- 
on, $1,755; Custom (8) 2-dr., $1,600, $1,- 
500. '54 Custom (6) 2-dr., $1,080; ‘Main 
(6) coupe, $825, °53 Custom (8) Coun- 
try sedan, $1,175; Victoria, $1,075*. 

HUDSON —’51 Hornet 4-dr., $225. ‘49 
coupe, $200. 

LINCOLN—’50 club coupe, $335, $300. 

MERCURY—’55 Montclair Sun Valley, $2,- 
420° (ps); 2-dr., 2 at $2,300* (ps); Cus- 
tom 2-dr., $1,750. 54 Monterey 4-dr., $1,- 
80, $1,240. '53 Monterey 4-dr., $1,200° 
(ps); Custom Sport coupe, $1,050; 4-dr., 
$725°. 

NASH—’54 Custom Statesman 4-dr., $1,- 
090. ’°51 Statesman 2-dr., $140. 

OLDSMOBILE — '55 (88) Holiday coupe, 
$2,150*; 2-dr., $2,050°, °54 (88) 4-dr., 
$1,400*. °53 (88) Super 4-dr., $1,325* 


(ps). 

PLYMOUTH—’55 Belvedere 4-dr., $1,590. 
’54 Belvedere 4-dr., $1,140; Savoy 2-dr., 
00. club coupe, "$825. ’48 club coupe, 

PONTIAC—’55 Chieftain (8) 2-dr., $2,- 
075. °54 Catalina coupe, (8) $1,440*; 
Catalina (6), $1,325*. ’53 Chieftain (6) 
4-dr., $905*; Catalina, $945*, ’52 Chief- 
tain (8) 4-dr., $600*. '51 (6) 2-dr., $300. 

STUDEBAKER—’54 Champion club coupe, 
$870. '51 Commander 4-dr., $300. 


DETROIT 


(Wes Coon Auto Auction, Sale every 
Thursday. Prices are for sale of Sept. 1.) 

(Late models dropping a little every 
week, Sold 56 cars out of 89 offerings.) 
BUICK—’ 54 Special 2-dr., $1,535*. 50 Spe- 

cial 2-dr., $275. ‘48 Super 4-dr., $120. 


CADILLAC—’55 (62) coupe, $3,930* (ps). 
CHEVROLET—’ 54 Two-ten 4-dr., $940. ’53 
Two-ten 2-dr., $830. '52 SL Deluxe 4-dr., 


$350. 

CHRYSLER — ’53 Windsor Newport $1,- 
055*; 2-dr., $820*. 

DeSOTO—'53. Fire Dome (8) sedan, $990*. 

DODGE—’55 Royal Lancer conv., $2,400*; 
coupe, $1,905*. °53 Coronet 2-dr., $750*. 
’51 Coronet club coupe, $375; 4-dr., $365, 
$350. '°50 Wayfarer 2-dr., $295; Coronet 
2-dr., $105. 

FORD—’55 Main (8) Ranch Wagon, $1,- 
765; Fairlane (8) 2-dr., $1,740. ’'54 
| (8) 4-dr., $1,140; Custom (8) 2- 

$1,100*, $1,090, $990. '53 Crest (8) 
Victoria: $990*; Custom (8) 2-dr., $850*; 
Custom (6) 4-dr., $630*; Main (6) 2-dr., 
$535. ’52 Custom (8) 2-dr., $525. ’51 
Custom (6) 2-dr., $315. ’49 Custom (8) 
2-dr., $135. 

MERCURY—’51 4-dr., $475. 

NASH—’54 Rambler station wagon, $955; 
2-dr., $925, $850. 

OLDSMOBILE—’52 (88) conv., $980*. ’51 
(88) 4-dr., $275. ’50 (88) 4-dr., $275. 
PLYMOUTH—’55 Savoy (6) 4-dr., $1,475. 
’53 Cranbrook 4-dr., $520, $515. ’51 
Cambridge suburban, $440. ’50 Special 

Deluxe 2-dr., $160. 

PONTIAC—’55 Chieftain (8) conv., §$2,- 
250*, $2,225*; Catalina, $2,005*. ’53 
Chieftain (8) 2-dr., $1,040*. ’51 Silver 
Streak (8) 4-dr., $535*, $390*. ’50 Sil- 
ver Streak (8) 2-dr., $215. ‘49 Silver 
Streak (8) 2-dr., $255. 

STUDEBAKER—’51 %-ton pickup, $200. 
’50 Champion 4-dr., $100. 


OAKLAND, CALIF. 


(Oakland Auto Auction. Prices are for 
sale of Aug. 31.) 


BUICK—’53 RM Skylark conv., $1,565*. 


CHEVROLET—’53 Two-ten 2-dr., $795. ’52 
SL Deluxe 4-dr., $705, $645*. ’50 SL 
Deluxe 4-dr., $425; %-ton pickup, $475. 
°46 SM 4-dr., $120. 


DODGE—’51 Coronet Hard Top, $580*. 

FORD—’55 Custom (8) 2-dr., $1,675*, $1,- 
560; 4-dr., $1,590. '54 Custom (8) 2-dr., 
$1,205*, $1,135. ’°53 Crest (8) conv., $1,- 
260*; Custom (8) 4-dr., $770; Main (8) 
2-dr., $650, ’52 Custom’ (8) 4-dr., $665. 
’51 Custom (8) 4-dr., $525*, $330. ’50 
%-ton panel, $420. ’49 Custom (8) club 
coupe, $330, 

MERCURY — ’52 4-dr., $625*. '50 club 
coupe,, $415*. 

NASH—’51 4-dr., $245*. 

OLDSMOBILE—’50 (88) 4-dr., $390*. °49 
(88) 4-dr., $335*. 

PLYMOUTH—’49 4-dr., $200. 

PONTIAC—’53 Chieftain (8) Catalina, $1,- 
195*, ’51 Silver Streak (8) 4-dr., $510*; 
2-dr., $395. 

WILLYs—’ 49 station wagon, $485*. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Thursday. Prices are for sale of Sept. 1.) 

(Late models dropping weekly in prices 
and demand. Other units, if clean, hold- 
ing firm. Sold 100 cars out of 129 offer- 
ings.) 

BUICK — ’55 Special conv., $2,300*. '54 
Century 4-dr., $1,485*. °53 RM conv., 
$1,190* (ps); Special 2-dr., $1,020. ’51 
Super conv., $695*; RM Riviera 2-dr., 
$450*. °50 "Super Riviera, $510*; RM 
Riviera, $500*; Special 4- ar., $375, $295. 

= (62) 4-dr., $1,350*, $1,- 

CHEVROLET—’55 Bel Air (8) 2-dr., $1,- 
580*; One-fifty 2-dr., $1,380. '54 Bel Air 
4- dr., $1,230*; Two- ten 2-dr. $1,065. ’53 
Bel Air 4-dr., $920; 2-dr., $855; Two-ten 
4-dr., $890*, $850; One-fifty 2-dr., $610; 
1-ton panel, $615; Delivery sedan, $610. 
"52 SL Deluxe Bel Air, $800*, $710*; 
4-dr., $655*; 2-dr., $525; club coupe, 
$570. '51 SL Deluxe station wagon, $680; 
2-dr., $455; SL Special 4-dr., $395. ’50 
SL Deluxe 2-dr., $495, $425; FL Deluxe 
4-dr., $490*; 2-dr., $360. °49 SL Deluxe 
2-dr., $305; FL Deluxe 4- dr., $295. 

CHRYSLER—’53 NY 4- dr., $1, 110°, °52 
Saratoga 4-dr., $775* (ps). 50 Royal 
4-dr., $270. 

DODGE—’53 Meadowbrook 4-dr., $750. '52 
%-ton pickup, $600; %-ton panel, $430; 
Meadowbrook 4-dr., $425. °48 Custom 
4-dr., $185. 

FORD—’55 Main (8) Ranch Wagon, $1,- 
700; Custom (8) 2-dr., $1,625. °53 Cus- 
tom (8) 4-dr., $890, $795; Custom (6) 
4-dr., $890*; Main (6) 2-dr., $610. ’52 
Custom (8) 4-dr., $650*; Main (6) 2-dr., 
$600. ’°51 Custom (8) 2-dr., $550*, $460*; 
station wagon, $430*. '50 %-ton stake, 
$305. '49 Custom (8) 2-dr., $210; 4-dr., 
$200. 

HUDSON—'49 conv., $130. 

MERCURY—’50 Custom 2-dr., $560*, $315*. 
’47 conv., $110. 

NASH—’53 Rambler conv., $620*. '51 Am- 
bassador 4-dr., $200*. 

OLDSMOBILE—’55 (88) Super 4-dr., $2.- 
280°. °53 (98) Holiday, $1,430; (88) 
Super 4-dr., $1,300* (ps). '49 (76) 4-dr.. 

(Continued on Page 53, Col. 1) 
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(Continued from Page 52) 


$190*. °48 (76) 2-dr., $100*. °46 (76) 
4-dr., $110*. 
PACKARD—’50 4-dr., $210*. 
PLYMOUTH—’53 Cranbrook 4-dr., $780*; 


Cambridge 4-dr., 630, 625. '51 Cambridge 
station wagon, $565; 4-dr., $525. '50 De- 
luxe 2-dr., $270. '49 Special Deluxe 4-dr., 
$260, $160. '47 Special Deluxe 4-dr., $160. 

PONTIAC—’55 Chieftain (8) 2-dr., $1,500*. 
’53 Chieftain (8) Catalina, $1,130*; 2- 
dr., $1,025*. '52 Chieftain (8) Catalina, 
$740*. 

STUDEBAKER—’' 51 Champion 4-dr., $325*; 
2-dr., $325*; Commander club coupe, 
$285*. 

MISCELLANEOUS—’50 GMC %-ton panel, 
$110. '48 GMC %-ton flat bed, $385. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of Sept. 1.) 
(Clean cars bringing good money. Sold 
58 cars out of 77 offerings.) 
BUICK—’55 RM Riviera, $2,650* (ps). '54 
Special 4-dr., $1,455*. '53 Super Riviera, 
$1,240*; 4-dr., $1,195*. '49 Super 4-dr., 


$220. 

CHEVROLET—’54 Bel Air 4-dr., $1,245*; 
Two-ten 4-dr., $1,105. '53 Bel Air 4-dr., 
$935*, $850*; One-fifty 2-dr., $650. '52 
Carryall, $575. '51 SL Deluxe 4-dr., $525. 
"48 1%-ton stake, $340. ‘47 1%-ton 
stake, $350. 

CHRYSLER—’53 Windsor 4-dr., $900*. '50 
Windsor 4-dr., $345*. 

DODGE — ’51 Wayfarer 2-dr., $265. °49 
Custom 4-dr., $215. 

FORD—’54 Custom (8) 4-dr., $1,245*. '53 
Custom (8) 4-dr., $1,035*, $990; Main 
(8) 4-dr., $945; 2-dr., $830. ‘52 2-ton 
stake, $800, $690. ’51 Custom (8) 4-dr., 
$435*. °50 Custom (8) 2-dr., $400, $330; 
Deluxe (8) 2-dr., $400, $340. '49 Custom 
(6) conv., $190, $185; club coupe, $150. 
’47 Deluxe (8) 4-dr., $160, $150. 

MERCURY—’51 Custom club coupe, $365. 
49 club coupe, $245. 

NASH—’50 Statesman 4-dr., $180. 

OLDSMOBILE—’53 (88) Super 4-dr., $1,- 
290*; Deluxe 4-dr., $1,205*. ‘51 (88) 
Super 4-dr., $650*. ’50 (88) 4-dr., $405. 

PLYMOUTH — ’'54 Belvedere 4-dr., $940*. 
53 Cranbrook club coupe, $650. ’51 
Cranbrook 4-dr., $310. ’50 Deluxe 2-dr., 
$240; Special Deluxe 2-dr., $220. °49 
Special Deluxe 4-dr., $185. 


'53 Windsor 4-dr., $1,020*, $950*. ‘52 
Windsor sedan, $575*. '51 Windsor 2-dr., 
$310*, ’50 Windsor 2-dr., $260. '49 Wind- 
sor conv., $255*. 


DeSOTO—’54 Fire Dome (8) 4-dr., $935* 
(ps). '53 Fire Dome (8) 4-dr., $1,000*, 
$875* (ps); Powermaster 4-dr., $755*. 


’52 Custom 4-dr., $520*. '49 2-dr., $240. 

DODGE—’54 Coronet (8) 4-dr., $1,200*. 
’53 Coronet (6) 2-dr., $830*; Coronet 
(8) 4-dr., $775*; club coupe, $670; Mead- 
owbrook 4-dr., $625*, $555. °52 Coronet 
4-dr., $510*, $470*. 

FORD—’55 Fairlane (8) Victoria, $2,275*; 
Custom (8) 4-dr., $1,720*%, $1,300; 2-dr., 
$1,400, $1,300; Custom (6) 2-dr., $1,310*. 
"54 Crest (8) Victoria. $1,390*, $1,340*; 
conv., $700; Custom (6) 4-dr., $1,180*; 
Custom (8) 4-dr., $1,125; Main (8) 2-dr., 
$930. °53 Crest (8) Victoria, $1,040*;, 
$950; Custom (8) 2-dr., $880*%, $740. 

HUDSON—’53 Hornet 4-dr., $860*, $670. 
’52 Hornet 4-dr., $650*; 2-dr., $460*. '51 
Hornet 4-dr., $300. 


LINCOLN — '54 Capri Hard Top, $2,200* 
(ps). '52 Capri 2-dr., $1,040*. 
MERCURY—’55 Monterey coupe, $2,245*, 


$1,350*. ’53 Custom conv., $1,320*; Sport 
coupe, $1,150*; 4-dr., $1,100*, $900*; 
Monterey coupe, $1,075*. ’52 4-dr., $920*, 
$770. ’51 4-dr., $430, $380. 


NASH — ’53 Ambassador 4-dr., $840*; 
Rambler Country Club, $825. ‘52 Am- 
bassador 4-dr., $650*, $620*. '50 4-dr., 


$250, 
OLDSMOBILE — '54 (98) 4-dr., $1,900* 









PONTIAC—’53 Chieftain (8) 4-dr., $930*. 
’52 Chieftain (8) 4-dr., $725*, $705. ’51 
Silver Streak (8) 4-dr., $550*, $440*. "50 
Silver Streak (8) 4-dr., $320*. 

STUDEBAKER — ’'51 Commander 4-dr., 
$260*. 

WILLYS—’50 station wagon, $355. 

MISCELLANEOUS—’53 GMC 2-ton stake, 
$1,120. ’48 International 2-ton stake, 
$235. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Aug. 31.) 

(Solid market on good used autos al- 
though supply does not meet demand. 
Sold 85 cars out of 113 offerings.) 
BUICK—’51 Super Riviera, $605*. '50 Spe- 


cial 2-dr., $380; conv., $305. °49 Super 
4-dr., $195. 
CADILLAC—’51 (62) 4-dr., $1,240*, $1,- 


040*. 49 (62) 4-dr., $585*. '48 (62) 4-dr., 
$450. 46 4-dr., $195. 
CHEV ROLET—’55 Two-ten (8) 4-dr., $1,- 


605. °53 Two-ten 2-dr., $960*, $420. ’52 
SL Deluxe 4-dr., $650. '51 SL Deluxe 
4-dr., $495; conv., $480. '50 SL Deluxe 


2-dr., $405, $375, $350, $310, $305; conv., 





$215. '49 SL Deluxe 2-dr., $380, $330, 
$275; %-ton pickup, $275. ’47 SM conv., 
$145 


CHRYSLER—’46 4-dr., $105. 
DeSOTO—’50 Custom 4-dr., $180. 


DODGE — ’53 Meadowbrook 4-dr., $715*. 
52 Wayfarer 4-dr., $495. 
FORD—’54 Main (8) 4-dr., $1,025; Cus- 


tom (8) 2-dr., $1,190, $1,120. '53 Custom 
(8) station wagon, $890; 2-dr., $830; 
4-dr., $835; Custom (6) 2-dr., $640; Main 
(8) 2-dr., $690, $470; %-ton pickup, 
$675. ’52 Crest (8) Victoria, $820, $750; | 
Custom (8) 2-dr., $675. ’51 Custom (8) | 
2-dr., $680, $405; 4-dr.. $475*. °50 Cus- | 
tom () 2-dr., $435, $430, $190; 4-dr., | 
$385; Custom (6) 2-dr., $200; Deluxe) 
(8) 2-dr., $270, $265. °49 Custom (8) | 
4-dr., $380, $270; Deluxe (8) 4-dr., $215. | 
’40 Deluxe 2-dr., $110. '29 Model A tour-| 
ing, $130. 
KAISER—’51 4-dr., $300. 
MERCURY—’51 2-dr., $450. ’50 2-dr., $250. 
NASH—’52 Ambassador 4-dr., $550. 


OLDSMOBILE—’51 (98) 4-dr., $550*. °50| 
(88) 2-dr., $540; 4-dr., $445, $300*. '49 
(76) conv., $230. | 

PACKARD—’50 (8) 4-dr., $190. 

PLYMOUTH — '54 Savoy 4-dr., $840. '53/| 
Cranbrook 4-dr., $795, $625. °52 Cran- 
brook 4-dr., $535, $520. ’51 Cambridge 
station wagon, $415. '50 Special Deluxe 
4-dr., $375; 2-dr., $265; Deluxe 2-dr., 
$190 


PONTIAC—’53 Chieftain (8) 4-dr., $910. | 
’52 Chieftain (8) Catalina, $875. '50 Sil- 
ver Streak (8) 2-dr., $340*. | 


STUDEBAKER — ‘51 Commander 2-dr., | 
$310. 
MISCELLANEOUS — ’51 Henry J 2-dr., 
$185. | 
CHICAGO 


(Greater Chicago Auto Auction. Sale| 
every Thursday. Prices are for sale of | 
Sept. 1.) 

(Sold 162 cars out of 281 offerings.) 
BUICK—’54 RM 2-dr., $2,000* (ps); 4-dr., 

$1,775* (ps); Super 2-dr., $1,720*; Spe-| 

cial 2-dr., $1,475*. '53 RM conv., $1,190* | 

(ps). ’52 RM 2-dr., $965* (ps); conv., | 

$775*; Special 2-dr., $820. °51 Special | 

4-dr., $460*. 
CADILLAC—’54 (62) coupe deVille, §$3,- | 

510* (ps); coupe, $3,300* (ps). ’53 (62) 





coupe, $2,150* (ps). ’52 (62) 4-dr., $1,- 
285* (ps), $1,130*, $1,075*. "51 (60) 
Special sedan, $1,325*; (62) 4-dr., $1,- 


200*, $1,120*. 
CHEVROLET—’54 One-fifty station wagon, | 
$1,150; Two-ten 4-dr., $1,085*; 2-dr., 
$815. '53 Bel Air coupe, $945*; Two-ten | 
2-dr., $760; One-fifty club coupe, $595. | 
’52 SL Deluxe station wagon, $640; 2-dr., 











$550*; 4-dr., $470. ’51 SL Deluxe 2-dr., 
$425, $400*; 4-dr., $355. '50 SL Deluxe 
Bel Air, $435*. 

CHRYSLER — '54 Windsor 2-dr., $1,475*. 


THE UPHOLSTERY 


(ps); (88) 4-dr., $1,870*. '53 (98) conv., 


$1,375* (ps); (88) 4-dr., $1,325* (ps). 
‘52 (88) Super Holiday, $1,030*; 2-dr., 
$1,020". ‘51 (88) Super 2-dr., $605*; 


(98) 4-dr., $600*. 
PACKARD—’51 Patrician sedan, $545*. 
PLYMOUTH—’54 Belvedere 4-dr., $1,250* 
(ps). °53 Cranbrook Belvedere, $815; 4- 
dr., $640. '51 Cambridge 4-dr., $330. 
PONTIAC—’53 Star Chief Catalina, $1,- 


330* (ps); Chieftain (6) 2-dr., $710*. ’52/) 


Chieftain (8) conv., $475*. ‘51 Silver 
Streak (8) conv., $445*, $395*; 4-dr., 
$425*; Silver Streak (6) 2-dr., $375. 

STUDEBAKER "52 Commander 4-dr., 


$405*. 


MASON CITY, IA. 


(Central States Auto Auction, Sale every 

| Wednesday. Prices are for sale of Aug. 31.) 
(Market still strong on Hard Tops and 

station wagons. Sold 87 percent of con- 

signments this week.) 

BUICK—’54 Special 2-dr., $1,475*. ’52 RM 


4-dr., $890*. °51 Super Riviera, $595*; 
Special 4-dr., $635, $450; RM Riviera 
4-dr., $560. '50 Super Riviera, $550; 4- 


dr., $270; Special 4-dr., $360. 
CADILLAC—’55 (62) 4-dr., $4,100* (ps). 

"53 (62) 4-dr., $2,260* (ps). '50 (62) 4- 
| dr., $1,090%. °49 (61) 4-dr., $540*, $515. 
| CHEVROLET—’55 Bel Air 4-dr., $1,800*; 
2-dr., $1,885*, $1,670*; Two-ten Delray 
coupe, $1,540; 4-dr., $1,490*. '54 Two- 
ten 2-dr., $1,020*. "53 Bel Air Hard Top, 
$1,065*; 4-dr., $1,010*. ’'52 SL Deluxe 
Bel Air, $775; 2-dr., $550. ’51 SL De- 
luxe Bel Air, $670*; 2-dr., $415. '50 SL 
Deluxe 4-dr., $330. 
| CHRYSLER — ’55 Windsor 4-dr., 
(ps). ’52 Windsor 4-dr., $765*. 
| DeSOTO—’54 Custom 4-dr., $1,510* (ps). 
53 Fire Dome (8) 4-dr., $1,020%. ’51 
| Custom 2-dr., $510*. '49 2-dr., $255. 
| DODGE—’53 Coronet 4-dr., $885. 51 Way- 
farer 2-dr., $380. 


$2,600* 





Mr. J. R. Beane, 
Vice President and General Manager 
Merlin Motor Company 

Camden, N. J. 


LEATHER GROUP, INC. 
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FORD—’55 Fairlane (8) Crown Victoria, 
$2,000* (ps); Custom (8) 4-dr., $1,715*; 
Main (8) Ranch Wagon, $1,690, ’54 
Crest (8) Victoria, $1,400*, '53 Crest (8) 
Victoria, $1,295*; Main (6) 2-dr., $690; 
%-ton pickup, $490. °52 Custom (8) 
conv., $620*. '50 Custom (8) 4-dr., $450, 
$195; 2-dr., $325. 

KAISER—’51 Deluxe 4-dr., $120. 

LINCOLN—’51 2-dr., $640*. 

MERCURY—’55 Montclair Hard Top, $2,- 
580*; 2-dr., 2 at $2,450*; conv., $2,380°*. 
‘54 Custom 4-dr., $1,315. °53 Custom 4- 
dr., $1,000. '52 Monterey Hard Top, 
$725*. '51 4-dr., $485, $460, $425; 2-dr., 
$340. '50 Monterey Hard Top, $505. 

NASH —’'53 Statesman 4-dr., $855. '52 
Rambler 4-dr., $560; conv., $380. ‘51 
Rambler 4-dr., $290; Super 2-dr., $550. 
’50 4-dr., $150. 

OLDSMOBILE—’55 (98) Holiday, $3,010* 
(ps); 4-dr., $2,645* (ps); (88) Holiday, 
$2,485* (ps), $2,400* (ps); 4-dr., $2,285*, 
$2,265*. '54 (98) 4-dr., $2,080*; (88) Hol- 
iday, $2,065*; 4-dr., $1,800* (ps). °53 
(88) Super 2-dr., $1,455*; 4-dr., $1,405°*; 
Deluxe 4-dr., $1,165*, °52 (88) Holiday, 
$1,220*. 

PLYMOUTH—’55 Belvedere (8) Hard Top, 
$1,725; Plaza (6) 4-dr., $1,260. '54 Savoy 
4-dr., $1,055. °53 Cranbrook 4-dr., $825*. 
’52 Cranbrook Belvedere, $545. 





PONTIAC—’53 Chieftain (8) 4-dr., $825. 
’49 Silver Streak (8) 2-dr., $260. 
STUDEBAKER—’53 %-ton pickup, $600. 


'50 Champion 4-dr., $205. 
WILLYS—’50 station wagon, $470. 


MINNEAPOLIS 


(Minneapolis Auto Auction, Sale every 


| Wednesday. Prices are for sale of Aug. 31.) 


(Market really good on older models. 
Used °’55s stronger this week, Lots of 
new faces in today. Sold 94 cars out of 
136 offerings.) 

BUICK—’54 Super 4-dr., $1,670*. ’53 Su- 











“T recommend 


genuine 


Neraa 





per 4-dr., $1,160* (ps). ’52 Super 4-dr., 
$740*, ’51 Super Riviera, $725; 4-dr., 
$550*; Special Riviera, $675, $650 


CADILLAC—’55 (62) coupe, $4,070* (ps). 
’53 (62) 4-dr., $2,095* (ps). '52 (62) 4- 
dr., $1,640*° (ps). °51 (62) 4-dr., $1,- 
410*, $1,330, 

CHEVROLET—’55 Two-ten 2-dr., $1,500; 
One-fifty 2-dr., $1,320, $1,310. ’54 Two- 
ten 2-dr., $1,070, $940, '53 Two-ten 4- 
dr., $745, $740, $725. '52 SL Deluxe 4- 
dr., $510, $490, $475. '51 SL Deluxe 4- 
dr., $440, 2 at $425. '50 SL Deluxe 2-dr., 
$360, 2 at $350. '49 SL Deluxe 2-dr., 
$270, 2 at $220, $200. ’48 SM 2-dr., $100. 


CHRYSLER—’53 Windsor 4-dr., $745*. ’52 
Windsor 2-dr., $500*. 


DeSOTO—’54 Fire Dome (8) 4-dr., $1,- 
510*, $1,440*. 
DODGE—’55 Coronet 4-dr., $1,700*%, ’53 


Coronet 4-dr., $610*. 

FORD—’55 Custom (8) 4-dr., $1,665*, ’54 
Custom (8) 4-dr., $1,175*, $1,140*, $1,- 
110. 53 Custom (8) 4-dr., $935*, $930; 
Main (6) 4-dr., $605, $475. ’52 Custom 
(8) 4-dr., $545*, 2 at $525. '51 Custom 
(8) 2-dr., $460*, $420. °50 Custom (8) 2- 
dr., $305*, $300*. '49 Custom (8) 2-dr., 
$205*, 2 at $200. 

HUDSON—’54 Pacemaker 4-dr., $745*. '53 
Hornet 2-dr., $480*. 

KAISER—’51 Deluxe 4-dr., $200*. 

LINCOLN—’51 Cosmopolitan 4-dr., $440*. 


MERCURY—’55 Monterey 4-dr., $2,105*. 
’54 Custom 4-dr., $1,460*, $1,400. ’53 
Custom 4-dr., $1,075*, $1,050. ’52 Cus- 
tom 2-dr., $745*. '51 2-dr., $580*, ’50 
4-dr., $360. °49 4-dr., $255*, 2 at $235*, 
$200. 

NASH — ’'52 Statesman 4-dr., $605*. ’51 
Statesman 2-dr., $325*. '49 Statesman 
2-dr., $175*. 

OLDSMOBILE — '54 (98) 4-dr., $1,885*; 
(88) 4-dr., $1,775*, $1,770. ’53 (88) 4- 


(Continued on Page 55, Col. 2) 
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because it saves money for my customers” 








“The people who buy Lincolns aren’t fooled by glitter. 
They want to be darned sure they get the most for their 
money. Genuine leather upholstery gives them their 
answer—it outwears any other upholstery material by far, 
and saves the expense of dry-cleaning and seat covers. 

On top of that it gets them a better allowance 


at trade-in time.”’ 


Tests by a famous impartial laboratory prove 
that Mr. Beane is right. They also prove that genuine 
leather upholstery holds its shape better by 37%. 


Only genuine leather wears as well as it looks. 


a famous impartial testing company. 


Name . 
Firm 
Address__ 


City__ 


Zone 


YOU CAN GET THE FACTS THAT PROVE LEATHER IS BEST. Send the 
coupon today for “Review of Tests” (free), showing results of tests by 


THE UPHOLSTERY LEATHER GROUP, INC., Dept. AN-3 
141 East 44th Street, New York 17, N. Y. 


Please send me, free, your “Review of Tests”. 





__State 


141 East 44th St., New York 17, N. Y. © 99 West Bethune, Detroit 2, Mich. 
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Current Prices on New Cars 


The following advertised - delivered 
prices include the retail list price sug- 
gested by the factory, provisions for 
Federal taxes, and suggested delivery 
and handling charges. They do not cover 
transportation costs, state and local 
taxes, optional equipment or any other 
charges that may be passed on to the 
retail buyer. 


BUICK—Special — 4-dr. sed., $2,291.32; 
2-dr. sed., $2,232.88; hardtop cpe., $2,- 
332.43; 4-dr. hardtop, $2,409; conv., $2,- 


Canadian Sales 
Up 9.4 Percent; 
Outlook Bright 


OTTAWA. — Despite smaller 
profits and stiffer competition, the 
majority of Canadian automobile 
dealers are expected to finish 1955 
in better financial condition than 
last year because of increased retail 
sales. 

The dollar volume of sales by 
dealers in the first half of 1955 was 
up 9.4 percent over the same period 
of 1954, according to a Canadian 
Government source. Dealers re- 
corded gains in all provinces except 
Manitoba and Saskatchewan, the 
two predominant farm regions. 

Government officials estimate 
total sales in the first half at $1,- 
222,608,000, including $484,750,000 in 
Ontario, up 15.7 percent; $251,267,- 
000 in Quebec, up 5 percent; $151,- 
213,000 in British Columbia, up 26 
percent; $102,225,000 in Alberta, up 
9 percent; $96,141,000 in the Atlan- 
tic provinces, up 7.7 percent; $74,- 
304,000 in Saskatchewan, down 19.4 
percent, and $62,714,000 in Mani- 
toba, down 2 percent. 


Sales in June were reported 7.1 
percent higher than in May, and 
29.4 percent over the corresponding 
month of 1954. 


Management Meet 


Set in New York 


NEW YORK.—tThe Institute of 
Management Sciences has an- 
nounced that its second annual na- 
tional meeting will be held in the 
Park Sheraton Hotel here Oct. 
20-22. 

The program will emphasize the 
need of a “forward look” in evalu- 
ating the driving forces of change 
in the economy, individual markets 
and management technology. Many 
of the papers which will be pre- 
sented will be printed in future 
quarterly issues of the institute’s 
journal, it was reported. 


McPeak Gets Packard 


McPeak Motor Co. is the new 
Packard dealership in Compton, 
Calif. Dick McPeak is the owner. 


New Passenger Car Registrations, All States for July, 


Car registrations by states 
are released here weekly, as 
compiled by R. L. Polk rep- 
resentatives in state capitals. 


‘55 
‘54 


2529 


35 States Previously 
2613 


Reported for July 


590.17; 4-dr., stat. wag., $2,974. Century-— 
4-dr. sed., $2,548.17; hardtop cpe., $2,- 
600.56; 4-dr., hardtop, $2,733; conv., $2,- 
991; 4-dr. stat. wag., $3,175. Super—4-dr. 
sed., $2,876.17; hardtop cpe., $2,830.56; 
conv., $3,224.59. Roadmaster—4-dr. sed., 
$3,349.36; hardtop cpe., $3,453.05; conv., 
$3,551.56. (Dynafiow standard on Road- 
master, optional at $192.50 on other 
models. ) 

OADILLAC—Series 62—4-dr. sed., $3,- 
976.70; cl. cpe., $3,881.77; hardtop cpe., 
$4,305.01; conv., $4,448.31. Series 60 Spe- 
cilal—4-dr. sed., $4,728.32. Series 75—8- 
pass. sed., $6,186.78; lim., $6,402.17. El- 
dorado — conv., $6,285.96. (Hydra-Matic 
standard. ) 

CHEVROLET — (Prices are for 6 - cyl. 
models; for V-8, add $99.)—One-Fifty—4- 
dr. sed., $1,728; 2-dr. sed., $1,685; utility 
sed., $1,593; 2-dr. stat. wag., $2,030. Two- 
Ten—-4-dr. sed., $1,819; 2-dr. sed., $1,775; 
cl. cpe., $1,835; hardtop cpe., $1,959; 2-dr. 
stat. wag., $2,079; 4-dr. stat. wag., $2,127. 
Bel Air—4-dr. sed., $1,932; 2-dr. sed., $1,- 
888; hardtop cpe., $2,067; conv., $2,206; 4- 
dr. stat. wag., $2,262; Nomad 2-dr. stat. 
wag., $2,472. Corvette—6-cyl. conv., $2,- 
799; V-8 conv., $2,934. (Powerglide op- 
tional at $178.35.) 

CHRYSLER—Windsor Deluxe—4-dr. sed., 


$2,660.25; Nassau hardtop cpe., $2,703.25; | 


Newport hardtop cpe., $2,818.25; conv., 


$3,000.25; 4-dr. stat. wag., $3,332.25. New! 
Yorker Deluxe—4-dr. sed., $3,494.25; New-| 


St. Regis 


port hardtop cpe., $3,652.25; 
$3,924.25; 


hardtop cpe., $3,689.75; conv., 


4-dr. stat. wag., $4,209. 300—-Hardtop cpe., | 


$4,110.25. (PowerFlite standard on New 
Yorker Deluxe and 300, optional at 


on Windsor Deluxe. ) 


DeSOTO—Firedome—4-dr. sed., 
75; special hardtop cpe., $2,540.75; Sports- 
man hardtop cpe., $2,653.75; conv., $2,- 
823.75; 4-dr. stat. wag., $3,170.25. Fire- 
Flite — 4-dr. sed., $2,726.75; 
hardtop cpe., $2,938.75; conv., 
(PowerFlite optional at $189.) 


DODGE—Coronet 6—4-dr. sed., $2,092.75; 


2-dr. sed., $2,013; 2-dr. 2-seat stat. wag., | 
$2,348.75; 4-dr. 2-seat stat. wag., $2,462.75; | 
4-dr. 3-seat stat. wag., $2,565. Coronet V-8 | 


— 4-dr. $2,196; 2-dr. sed., $2,124; 
hardtop cpe., $2,281; 2-dr. 2-seat stat. 
wag., $2,452; 4-dr. 2-seat stat. wag., $2,- 
566;  4-dr. 3-seat stat. wag., $2,668.25. 
Royal V-8 — 4-dr. sed., $2,310; 
cpe., $2,395; 4-dr. 2-seat stat. wag., $2,- 
658.75; 4-dr. 3-seat stat. wag., $2,760.75. 
Custom Royal V-8—4-dr. sed., $2,472.50; 
Lancer 4-dr. sed., $2,515.50; hardtop cpe., 
$2,542.50; conv., $2,748. (PowerFlite op- 
tional at $178.30.) 


FORD—(Prices are for 6-cyl. 
for V-8, add $99.98) — Mainline — 4-dr. 
sed., $1,753.24; 2-dr. sed., $1,707.02; bus. 
sed., $1,605.97. Customline — 4-dr. sed., 


sed., 


$189 | 


Sportsman | 
$3,150.75. | 


hardtop | 


models; | 


available on Darrin 161, which carries 
overdrive as standard equipment.) 


MERCURY — Custom — 4-dr. sed., §$2,- 
276.50; 2-dr. sed., $2,217.50; sport cpe., 
$2,341; stat. wag., $2,685.50. Monterey— 
| 4-dr. sed., $2,400; hardtop cpe., $2,464.50; 
stat. wag., $2,843.50. Montclair—4-dr. sed., 
$2,685; hardtop cpe., $2,631; Sun Valley 
glasstop, $2,711.50; conv., $2,712. (Mere- 
O-Matic optional at $189.45.) 

METROPOLITAN Hardtop, $1,445; 
conv., $1,469 (both prices at coastal ports 
of entry). 

NASH—Statesman Super 6—4-dr. sed., 
$2,215. Statesman Custom 6—4-dr. sed., 
$2,385; 2-dr. hardtop, $2,495. Ambassador 
Super 6—$2,480. Ambassador Custom 6— 
4-dr. sed., $2,675; 2-dr. hardtop, $2,795. 
Ambassador Super V-8—4-dr. sed., $2,775. 
Ambassador Custom V-8—4-dr. sed., $2,- 
965; 2-dr. hardtop, $3,095. Nash-Healey— 
2-dr. hardtop, $5,128.05 at coastal ports. 
(Hydra-Matic optional on sixes at $178.85, 
Ultramatic on V-8s at $199; automatic 
transmission not available on Nash-Healey, 
which is equipped with overdrive.) 

OLDSMOBILE — Series 88 — 4-dr. 
$2,362.09; 2-dr. sed., $2,296.62; hardtop 
epe., $2,474; 4-dr. hardtop, $2,546. Super 
88—4-dr. sed., $2,502.71; 2-dr. sed., $2,- 





sed., | 


! 

| 436.25; hardtop cpe., $2,714.39; 4-dr. hard- 
top, $2,788; conv., $2,893.59. Series 98—4- 
| dr. sed., $2,832.82; hardtop cpe., $3,068.75; 
| 4-dr. hardtop, $3,140; conv., $3,275.84. 
| (Hydra-Matic optional at $178.35.) 


PACKARD — Clipper Deluxe—4-dr. sed., 
$2,585.53. Clipper Super — 4-dr. sed., $2,- 
685.53; 2-dr. hardtop, $2,775.53. Clipper 
Oustom—4-dr. sed., $2,925.53; 2-dr. hard- 
top, $3,075.53. Packard — 4-dr. sed., $4,- 
040.32; 2-dr. hardtop, $4,080.32; canv., 
$5,932.32. (Ultramatic standard on Pack- 
ard series, $199 extra on other models.) 


PLYMOUTH—Plaza 6 — 4-dr. sed., $1,- 
780.50; 2-dr. sed., $1,737.50; bus. cpe., $1,- 
638.50; 2-dr. 2-seat stat. wag., $2,076.50; 
4-dr. 2-seat stat. wag., $2,158.25. Plaza V8- 
—4-dr. sed., $1,884; 2-dr. sed., $1,841; 2- 
dr. 2-seat stat. wag., $2,180; 4-dr. 2-seat 
stat. wag., $2,261.75. Savoy 6—4-dr. sed., 
$1,879.50; 2-dr. sed., $1,836.50. Savoy V-8 
—4-dr. sed., $1,983; 2-dr. sed., $1,940. 
Belvedere 6 — 4-dr. sed., $1,978.50; 2-dr. 
sed., $1,935.50; hardtop cpe., $2,113; 4-dr. 
2-seat stat. wag., $2,321.75. Belvedere V-8 
— 4-dr. sed., $2,082; 2-dr. sed., $2,039; 
hardtop cpe., $2,216.50; conv., $2,351; 4-dr. 
2-seat stat. wag., $2,425. (PowerFlite op- 
tional at $178.30.) 

PONTIAC — Chieftain 860 —4-dr. sed., 
$2,163.62; 2-dr. sed., $2,105.45; 2-dr. stat. 
wag., $2,434; 4-dr. stat. wag., $2,518. 
Chieftain 870—4-dr. sed., $2,267.51; 2-dr. 
| sed., $2,209.32; Catalina, $2,334.99; 4-dr. 
stat. wag., $2,603. Star Chief Deluxe — 
4-dr. sed., $2,362; conv., $2,691. Star Chief 





Custom—4-dr. sed., $2,455; Catalina, $2,- 
499; Safari 2-dr. stat. wag., $2,962. (Hy- 
dra-Matic optional at $178.35.) 

RAMBLER—Deluxe—4-dr. sed., 
2-dr. sed., $1,585. Super—4-dr. sed., $1,- 
798; 2-dr. sed., $1,683; 2-dr. stat. wag., 
$1,869. Custom—4-dr. sed., $1,989; hard- 
top, $1,995; 4-dr. stat. wag., $2,098. (Hy- 
dra-Matic optional at $178.85.) 

STUDEBAKER—Champion Custom — 4- 
dr. sed., $1,783.24; 2-dr. sed., $1,741.02. 
Champion Deluxe—4-dr. sed., $1,885.16; 2- 
dr. sed., $1,840.55; 5-pass. cpe., $1,874.50; 
stat. wag., $2,140.64. Champion Regal 
— 4-dr. sed., $1,993.27; 5-pass cpe., $1,- 
974.50; hardtop cpe., $2,128.76; stat. wag., 
$2,311.59. Commander Custom—4-dr. sed., 
$1,918.72; 2-dr. sed., $1,873. Commander 
Deluxe — 4-dr. sed., $2,013.63; 2-dr. sed., 
$1,969.03; 5-pass. cpe., $1,989; stat. wag., 
$2,274.12. Commander Regal — 4-dr. sed., 
$2,127.25; 5-pass. cpe., $2,094; hardtop 
cpe., $2,282.24; stat. wag., $2,445.07. 
President Deluxe — 4-dr. sed., $2,310.50. 
President State — 4-dr. sed., $2,380.50; 5- 
pass. cpe., $2,269.50; hardtop cpe., $2,- 
455.50; Speedster hardtop cpe. with over- 
drive, $3,371.04; Speedster hardtop cpe. 
with Automatic Drive, $3,479.29. (Auto- 
mative Drive optional at $216 on Champion 
and at $226.50 on Commander and Presi- 
dent.) 

WILLYS—Custom—2-ar. sed., $1,663.11; 
4-dr. sed., $1,725. Bermuda—Hardtop, $1,- 
795. Station Wagon — 2-wheel-drive, $1,- 
997.32. (Hydra-Matic optional at $178.55.) 


$1,695; 











$2,497.-| 


Truck registrations by states 
are released here weekly, as 
compiled by R. L. Polk repre- 
sentatives in state capitals. 
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New Commercial Car Registrations, 


All States for July, 1955-1954. 
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Indiana 


Kentucky 





Louisiana 





$1,844.66; 2-dr. sed., $1,800.55. Fairlane 
4-dr. sed., $1,959.77; 2-dr. sed., $1,913.57; 
Victoria hardtop, $2,094.76; Crown Victoria 
cl. cpe., $2,202.04; Crown Victoria glass- 
top, $2,271.53; conv., $2,224.09. Station 
Wagons—2-dr. 2-seat Ranch Wagon, §2,- 
043.07; 2-dr. 2-seat Custom Ranch Wagon, 
$2,108.64; 4-dr. 2-seat Country Sedan, §2,- 
156.14; 4-dr. 3-seat Country Sedan, §$2,- 
287.32; 4-dr. 3-seat Country Squire, $2,- 
391.59. Thunderbird Hardtop, $2,944; 
conv., $3,019.30; combination hardtop-conv., 
$3,234.30. (Fordomatic optional at $178.20 
on conventional models, $215 on Thunder- 
bird.) 

HUDSON — Super Wasp 6 — 4-dr. sed., 
$2,290. Custom Wasp 6 — 4-dr. sed., $2,- 
460; 2-dr. hardtop, $2,570. Super Hornet 6 
—4-dr. sed., $2,565. Custom Hornet 6—4-dr. 
sed., $2,760; 2-dr. hardtop, $2,880. Super 
Hornet V-8 — 4-dr. sed., $2,825. Custom 
Hornet V-8—4-dr. sed., $3,015; 2-dr. hard- 
top, $3,145. (Hydra-Matic optional on sixes 
at $178.85, Ultramtic on V-8s at $199.) 


IMPERIAL—Custom—4-dr. sed., $4,483.- 
25; hardtop cpe., $4,719.75. Crown—8-pass. 
sed., $6,972.50; lim., $7,094.75. (Power- 
Flite standard.) 

KAISER—Manhattan—4-dr. sed., $2,670. 
Darrin 161—Conv., $3,688. 
optional at $178.20 on Manhattan; 


not 
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‘“‘The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
R. L. Polk & Co, cannot assume any liability by reason of inaccuracies or omissions.’’—R, L. Polk & Co. 
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REDUCE YOUR INVENTORY 
SELL USED CARS 


FAST 


dr., $1,300*. '51 (98) Holiday, $605*. '50 
(98) Holiday, $440*. °49 (88) 4- dr., 
$265*; 2-dr., $210*. 


PACKARD—'51 4-dr., $405. 

With This PLYMOUTH — ’54 Plaza 4-dr., $960*, 

$945*. °53 Cranbrook 2-dr., $610. '51 

Cranbrook 4-dr., $310, $245. '49 Deluxe 

“TW 2-dr., $150, 

O DAY FREE PONTIAC—’55 Star Chief (8) 4-dr., $2,- 

205* (ps). ’54 Chieftain (8) 4-dr., $1,- 

310*, $1,205. °53 Chieftain (8) 4-dr., 


DRIVING TRIAL" 


$965* (ps), $950. '52 Chieftain (8) 4-dr., 


$710*. ’51 Silver Streak (8) Catalina, 
$675*. °50 Silver Streak (6) 4-dr., $325. 
Copyrighted . . . well planned . . . || WELLYS—’52 Aero 4-dr., $375. 
and available only to ONE dealer per 
town. For a few dollars per month you FLINT 
will receive quarterly packages con- (Flint Auto Auction, Inc. Sale every 
tainin roven selling methods e.a. Wednesday. Prices are for sale of Aug. 31.) 
di - a id 9 = (Buying activity was at a high pitch 
— ee ee ee this week with dealers seeking clean 
radio copy, pennants, etc. autos, Sold 103 cars out of 125 offer- 
One dealer using ings.) 
PI ‘ BUICK—’55 Special 4-dr., $2,485*; Cen- 
our an says: tury 2-dr., $2,200*. '54 Special Riviera, 


“Frankly it's terrific. $1,760*:; 4-dr., $1,490*, $1,375*. ’53 RM 


We have used it for 4-dr., $1,105* (ps). '51 Super Riviera, 
\’ $630*; Special 4-dr., $505*. '50 Special 

<5 Cap new ane AS 4-dr.,' $325*, $195; Super 4-dr., $245. 
find the purchaser a CHEVROLET—'54 Bel Air 2-dr., $1,185*. 
buys with less hesi- CK 2 ’53 Bel Air club ome a 
“ | $630; Sport coupe, 85; 4-dr., *, 
Saney Gnd Gur emtes $890, $750; 2-dr.. $805, $770; Two-ten 
men sell with more ry NY 4-dr., $835, $755; 2-dr., $650. ’52 SL 
confidence, re- ‘Ss Deluxe 2-dr., $625, $575. ’51 SL Deluxe 
2-dr., $430*, $360, $290, $210. '50 SL 


sulting in a marked 
increase in our used 
car volume.” 

WRITE TODAY... 
for full information 


FREE 
DRIVING TRIAL 


FULL SATISFACTION 
GUARANTEED...OR 
YOUR MONEY BACK. 


Deluxe 2-dr., $260; 4-dr., $190; SL Spe- 
cial 2-dr., $170; club coupe, $150; 4-dr., 
$155. '49 SL Deluxe 2-dr., $100. 
CHRYSLER — '52 Saratoga 4-dr., 
(ps). '50 Windsor 4-dr., $235. 
DeSOTO—’53 Fire Dome (8) club coupe, 


$625* 


ee tare DODGE 52 C t 2-d $400; 4-d 

0 tE—’ orone -dr., ; -dr., 
TRODUCTORY PRICE $300*, $290. °51 Coronet club coupe, 
this month, $215*. 


FORD — '53 Crest (8) Victoria, $1,090; 
Custom (6) 2-dr., $725, $720, $605; 4-dr., 
$705; Main (6) 4-dr., $645; 2-dr., $635, 
$535. '52 Custom (8) club coupe, $640*; 


JOE FISHER-SEARCY CORP. 


conv., $620; 2-dr., $540. ’°51 Custom (8) 
415 Central Bldg. 4-dr., $360, $285, $200; 2-dr., $255. "50 
Custom (8) 2-dr., $230; Deluxe (6) 2-dr., 
Portiand 5,Ore. Phone: AT 6492 $135, $105, $100. 
HUDSON—’51 4-dr., $120. 
Select districts open for representatives. KAISER—’52 Deluxe 7. $225*. 
MERCURY—’53 2-dr., $980*, $920*. ‘51 


club coupe, $300*. °49 station wagon, 
$120. 

NASH — '‘'51 Rambler club coupe, $360; 
Ambassador 4-dr., $300*; Statesman 4- 
dr., $255*, $225. 

OLDSMOBILE — ’55 (88) 4-dr., $2,490*; 
club coupe, $2,370*, °54 (88) 4-dr., $1,- 
815* (ps). ’53 (98) 4-dr., $1,375* (ps). 


’51 (98) 2-dr., $430. 50 (98) 4-dr., $255*. 
"49 (88) 4-dr., $205*; club coupe, $165. 
PLYMOUTH—’54 Belvedere 2-dr., $1,000; 


Cambridge station wagon, $790; Cran- 


PONTIAC—’55 Star Chief (8) club coupe, 
$2,260*. ’50 Silver Streak (8) 2-dr., 
$230*; coupe, $130. 

STUDEBAKER—’55 Champion club coupe, 
$1,325. ’52 Commander club coupe, $350*. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Aug. 30.) 

(Market fairly steady here this week. 
We could have sold 75 more clean autos 
as out of town dealers were grabbing at 
good merchandise. Sold 107 cars out of 


1000. .... . $17.00 





500. eevee 8.75 148 offerings.) 
250 4 50 BUICK—’55 Special Riviera, $2,260*; Cen- 
Se 2 oS oS - tury conv., $2,155*; 2-dr., $1,750*. °’54 
Century Riviera, $1.305. ’'53 Super conv., 
Enclose Check with Order. $1,205*; 4-dr., $1,090*. $1,060*; Riviera | 
Shipments Prepaid. couve, $1.165*. "52 RM 4-dr. $800*. 
F Used Cer Systems & Aids $705*; Riviera, $855*. conv., $730*%, ’51 
doutanee. Super Riviera, $615*; Special 4 - dr., 
$575*; 2-dr., $275. ’50 RM 4-dr., $300*. 
BARRY AUTOMOTIVE co. CADILLAC—’54 (62) coupe deVille, $3,- 
a 400* (ps). 
(SYSTEMS DIVISION) | CHEVROLET—’55 Bel Air (8) conv., $1,- 
Ste. “A”, Bex 1037, Cleveland 2, Ohie 730; 4-dr., $1,650%; Two-ten (8) 2-dr., | 
$1,610. °54 Bel Air conv., $1,040*; Two- 
ten 4-dr., $1,010, $1,000, $990, $955, 
saa $945, $930, $900; 2-dr., $1,025, $980, | 











$970, $965, 2 at $955, $950, 2 at $945, 
$940, $935, $860, $820, $815; One-fifty 4- 


dr., $885, $860. ’53 Bel Air 2-dr., $940, 
$840, $830*; Two-ten 2-dr., $800, $775, 
$765, $760; One-fifty 2-dr., $675, $660; 


club coupe, $675; 4-dr., $665. °52 %-ton 





panel, $330. °51 SL Deluxe 4-dr., $325. 
’*50 SL Deluxe Bel Air, $430; conv., 
$320*; SL Special 2-dr., $305. °49 SL 
Deluxe 4-dr., $245. 
DeSOTO—’52 Fire Dome (8) 4-dr., $590*. 
DODGE — ’53 Coronet 4-dr., $650*. '52)| 
CHROME NAME PLATES Meadowbrook 4-dr., $370*. ’51 Coronet 


conv., $330*. ’50 Coronet 4-dr., $250. 
FORD—’54 Main (8) station wagon, $1,- 
275, $1,150; Crest (8) 4-dr., $1,195; Vic- 
toria, $1,180*; Main (6) 2-dr., $875. ’53 
Custom (8) 2-dr., $750*. ’52 Custom (8) 


Precision Die-Cast 


2-dr., $680*. 
ated HUDSON—’53 Wasp 4-dr., $610*. 
— = ~_ a. — KAISER—’51 4-dr., $200*. 
auty. ginal designs. Sketc’ LINCOLN—’50 4-dr., $210°. 
submitted for your approval, Quan- MERCURY—’54 Monterey 2-dr., $1,660*; 
tities as low as 100 may be ordered. 4-dr., ee 51 Custom 2-dr., $515°*. 
*50 2-dr., 25. 


Free sample and prices on request. 
’51 Statesman 4-dr., $205. 

OLDSMOBILE—’55 (88) conv., $2,335*. '51 
(98) 4-dr., $580*. '50 (98) 4-dr., $260*; 
2-dr., $130*%; (88) 4-dr., $405*. 

PACKARD—’53 Clipper 4-dr., $905*. 

PLYMOUTH—’53 Cranbrook 4-dr., 
$640, $270;. Cambridge 4-dr., $525. °52 
Cranbrook 2-dr., $375. °51 Cambridge 
station wagon, $510. '50 Deluxe 2-dr., 
$200. 

PONTIAC—’ 54 Chieftain (8) station wag- 
on, $1,070*. ’°53 Chieftain (8) Catalina, 
$1,100*, ’52 Chieftain (8) 4-dr., $605*. 
‘50 Silver Streak (6) 4-dr., $225. 

WILLYS—’52 station wagon, $500. 


OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday. Prices are for sale of Sept. 1.) 
(Clean cars are bringing top prices; 


29th & McKean Sts. 
Phila. 45, Pa., Dept. A 





KEY CASES 


The Key to Repeat Business 


Send for FREE personalized sample case and 


club coupe, $990; Plaza 2-dr., $900. ’53) 


brook 4-dr., $630. °52 Cranbrook 4-dr., | 
$305. ’51 Cranbrook 2-dr., $290, $265; 
4-dr., $285. °50 Special Deluxe 4-dr., 
$170. 


NASH—’52 Rambler station wagon, $425. | 


$675, 





Used-Car Auction Prices 





(Continued from Page 53) 


$570*; 4-dr., $445*, $400*; RM 4-dr., 
$295", $205*. 
CADILLAC—'55 (62) 4-dr., $4,200* (ps). 
| "54 (62) 4-dr., $3,260* (ps). 
CHEVROLET—’'55 Two-ten (8) 2-dr., $1,- 
475. '54 Bel Air 2-dr., $1,235*; One- 


fifty 2-dr., $855. '53 Bel Air sedan, $1,- 
055; club coupe, $980; Two-ten 2-dr., 
$900. '52 SL Deluxe 4-dr., $645. '51 SL 
Deluxe 2-dr., $550, $405*. '49 2-ton chas- 
sis and cab, $655; SL Deluxe 4-dr., $200. 

CHRYSLER—’53 Windsor 4-dr., $850. ’52 
Imperial sedan, $655. 

DODGE—’51 Meadowbrook 4-dr., $325. °49 
%-ton pickup, $260. 

FORD—’55 Custom (8) conv., 
dr., $1,840*; 4-dr., $1,790*; Fairlane (8) 
4-dr., $1,810*. '54 Custom (8) 4-dr., $1,- 


190. '53 Crest (8) conv., $1,225*; Cus- | 
tom (8) 4-dr., $700; Main (8) 2-dr., | 
$875, $785; station wagon, $990; Main 
(6) 4-dr., $800. ’52 Custom (8) 4-dr., 
$780*. '51 Deluxe (8) 2-dr., $515; Cus- 
tom (8) 2-dr., $400; %-ton panel, $245. 


’50 Custom (8) 2-dr., $395, $365*, $300*; 


Deluxe (8) 2-dr., $290; %-ton pickup, 
$335. 
KAISER—’52 Deluxe 4-dr., $565. 


MERCURY—’55 Monterey 4-dr., $2,130*, 
$1,975* (ps). °54 Monterey Hard Top, 
$1,675*; 4-dr., $1,595; Custom 4-dr., $1,- 
460*, $1,270*; 2-dr., $1,285*. '53 Custom 
4-dr., $1,150*; 2-dr., $1,075*, $1,020. ’51 
2-dr., $500. ’50 conv., $415; club coupe, 
$345*. 

NASH—’52 4-dr., $510. 

OLDSMOBILE—’55 (88) Holiday, $2,365*; 
2-dr., $2,225*. ’°54 (88) 2-dr., $1,725*. ’53 
(98) 2-dr., $1,400*%; (88) 2-dr., $1,120. 
"52 (88) Super club coupe, $890*; 2-dr., 


$880*. '50 (88) Holiday, $605*; (98) 
4-dr., $345*. 
PACKARD—'53 Clipper 4-dr., $600* (ps). 


"50 4-dr., $270. 
PLYMOUTH—’54 Belvedere 4-dr., $1,155*. 
’53 Cranbrook 4-dr., $700. ’51 Cambridge 
4-dr., $385. '49 Deluxe conv., $280. 
PONTIAC—’54 Chieftain (8) 4-dr., $1,490*. 
"53 Chieftain (8) 4-dr., $905. ’52 Chief- 
tain (8) station wagon, $800*; 4-dr., 
$620. '50 Silver Streak (8) sedan, $355*. 
'49 Silver Streak (6) 4-dr., $175. 
STUDEBAKER — ’51 Commander coupe, 
$295. '50 Commander conv., $300*. °49 
Champion 2-dr., $125. °48 Champion 2- 
dr., $100. 
MISCELLANEOUS 





"50 Frazer 4-dr., $225. 


PHILADELPHIA 


(Harold B. Robinson Auto Auction. Sales 
every Tuesday and Thursday. Prices are 
for sales of Aug. 25-30.) 

(Market still at same level. More buy- 
ers present this week resulted in an amaz- 
ingly high percentage of sales. Sold 246 
cars out of 289 offerings.) 

BUICK—’54 Super 4-dr., $1,845* (ps), $1,- 

675; Special 4-dr., $1,250. ’°53 Special 2- 


dr., $900, $830. ’52 Super 4-dr., $890°*, 
$680; Special 4-dr., $860*, $660; RM 
Riviera, $775*. ’51 Special 2-dr., $710*. 


’50 RM 4-dr., $430*, $260. °49 RM 4-dr., 


CADILLAC—’55 (62) club coupe, 
(ps). ’'50 (62) conv., $1,270*. 
CHEVROLET—’55 Bel Air (8) Hard Top, 
$1,990*, $1,880; Two-ten (8) 4-dr., $1,- 
425. ’54 Bel Air Hard Top, $1,410*; Two- 
ten station wagon, $1,200*; 4-dr., $1,110*, 
$1,080, $1,050, $1,030, $1,000, $970, 2 at 
$960, $950, $930, $870; Delray coupe, $1,- 
010*; %-ton pickup, $740. 
station wagon, $790; Hard Top, $980; 4- 
dr., $900*; Bel Air 2-dr., $790; One- 
fifty 4-dr., $675, $650, $630, 2 at $600, 

$550. °52 SL Deluxe conv., $500. 
DeSOTO—’ 54 Fire Dome (8) 2-dr., $1,300*. 
’53 Custom (8) sedan, $590*. ’52 Custom 


$4,050* 


conv., $570. °51 4-dr., $490. °49 4-dr., 
$250. 
DODGE — ’52 Wayfarer 2-dr., $500. ’51 


Coronet conv., $450*; 4-dr., $450, $425; | 


Meadowbrook 4-dr., $380; %-ton panel, 
$330, $320, $310, $305, 2 at $290, $260. 
’50 conv., $220. 


FORD—’55 Fairlane (8) Crown Victoria, 


$2,230* (ps); Victoria, $2,000*; 4-dr., | 
$1,720; Custom (8) 4-dr., $1,580. °54/| 
Crest (8) 2-dr., $1,300, $1,050, $1,010, 
$1,000; conv., $1,245; 4-dr., $1,130*; 


Main (8) 2-dr., $950, $910, 3 at $880. 

HUDSON—’51 2-dr., $250. 

KAISER—’51 4-dr., $230*, 2 at $150. 

LINCOLN—’55 Capri Hard Top, $3,050*. 
'49 4-dr., $110. 

MERCURY—’54 Monterey coupe, $1,810*. 
’53 Custom Hard Top, $1,090. ’51 2-dr., 
$650, $500, $490, $280. ’50 2-dr., $345. 

NASH—’53 Ambassador Hard Top, $725*. 
"51 Rambler station wagon, $500; States- 
man sedan, $250. ’50 2-dr., $180, $175. 

OLDSMOBILE—’54 (88) Holiday, $1,960*; 
(98) 4-dr., $1,900*. '50 (88) 2-dr., $480*, 


$410. °49 (88) 2-dr., $280*. °48 4-dr., 
$110*. 

PACKARD—’53 4-dr., $825*, $770*, $750. 
*52 4-dr., $500. ’51 4-dr., $330*, 2 at 
$300. 

PLYMOUTH—’55 Belvedere (8) conv., $1,- 
870*; 4-dr., $1,750; Belvedere (6) 4-dr., 
$1,730, $1,550; Savoy (6) 2-dr., $1,550; 
Plaza (6) 4-dr., $1,420; 2-dr., $1,360, 
$1,310, $1,290. '54 Belvedere conv., $1,- 
030*; 4-dr., $1,000. 

PONTIAC—’54 Chieftain (8) 4-dr., $1,- 


180*, ’52 Chieftain (8) 4-dr., $815*. ’51 
Silver Streak (8) 4-dr., $530*, 
STUDEBAKER—’53 Champion 4-dr., $420. 
"52 Champion 4-dr., $380. ’51 2-dr., $140. 
’49 2-dr., $110. 
WILLYS—’52 2-dr., $400. 
* * * 


— Auctions in Brief — 
SYRACUSE, N. Y. 


Syracuse Auto Auction. Sale every Wed- 
nesday (Aug. 31.) Many of the cleaner and 
sharper cars brought the top dollar; but 
the market for the common run of cars 
appears to be easing off. 

. * 


HARRODSBURG, KY. 

Blue Grass Auto Auction. Sale every 
Thursday (Sept. 1). Good sales with a high 
percentage of cars selling. Clean units 
bringing the top dollar. 

. * * 


$1,900; 2-| 


’53 Two-ten | 





ACTUAL 








The N.A.D.A. Official Used Car 
Guide is based on fact—not on 
opinion ... auto dealers in your own 
region report actual sales trans- 
actions to provide you with reliable 
price information. 


Complete . Localized . Current 


e Lists average loan, 
“as is”, and retail 
values for all 
models. 

¢ Accurate —concise 
— easy to read. 

¢ Published every 30 
days in six regional 
editions. 


Subscribe for all your 
key employees, only 





(quantity prices 
on request) 


NATIONAL AUTOMOBILE DEALERS 
Useo Car Guipe Co. 


1800 H Street, N.W. Washington 6, D. C, 





ee ems) 
MECHANICAL 
tae tai 
pt stat 1g 
Bie t tis) 
CARBON 

STAINLESS PIPE 
STAINLESS FITTINGS 


‘DETROIT, MICHIGAN 
Representatives for PITTSBURGH TUBE COMPANY 
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literature. Save by buying direct from mfg. 


rough cars as usual, 
Keep your name in front—and stay in front. 5 : $2,520* 


BUICK—’55 Special Riviera 4-dr., LITTLETON, COLO. 





d ll 37 Hillside Avenue (ps); 2-dr., $2,080*. ‘54 Super Riviera, Denver Auto Auction. Sale every Friday 
ad - sells HILLSIDE, ILLINOIS| $1,750*; Special 2-dr., $1,470*. ‘51 Spe-| (Aug. 26). Market good. Sold 122 out of 
cial 4-dr., $395*. °’50 Super Riviera, | 239. 















56 


Sales Conditions in Various Areas... 





Atlanta 


July registrations of new cars in | 
Fulton and DeKalb counties (At- | 
lanta) were 900 units above last 
July, but 146 units less than June, 
1955. Total new-car registrations 
for July were 3,373. 

New -truck registrations during 
July totaled 466, down 35 units 





from June, but 205 units above July | 
a year ago. 

Registrations of new cars by 
make were: Ford, 960; Chevrolet, 
904; Buick and Oldsmobile, each 
299; Pontiac, 233; Plymouth, 197; 
Mercury, 178; Dodge, 71; Cadillac, 
57; Chrysler, 47; Studebaker, 31; 
DeSoto and Nash, each 29; Lin- 
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a good month ahead,” said a 
spokesman for one large deal- 
ership. 


Auto Market Reports 


coln, 17; Packard, 16; Willys, 1, 
and miscellaneous, 5. 
New-truck registrations by make: 


Chevrolet, 179; Ford, 158; White, | 
45; International, 
Dodge, 12; Mack, 6; Studebaker, 3, | 


40; GMC, 22; 


| 
| 
| 


Other reports indicate the opti- 


| mistic attitude, with current sales 
being better than anyone had 
| predicted or expected—(M. L. 


| 
| 
| 
| 


| Schwartz.) 


* x x 


Sioux City, Ia. 


New-car registrations in Wood- 


| bury County (Sioux City), Ia., in 


| August totaled 349, a decline of 9| 
| percent from the 383 registered in 
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and Reo, 1—C. C. Bash.) | July. 
* * * 

New-truck registrations, how- 
ever, advanced 13 percent to 42 
units in August. 

The July car count was: Ford, 

Chevrolet, 67; Plymouth, 41; 


Ottawa 
New-car sales in Ottawa picked | 
up well with cooler weather and | 
early September sales are encour- | 74; 


aging many dealers to forecast @| Buick, 37; Pontiac, 36; Oldsmobile, | 


better fall season than last year. | 24: Dodge, 20; Mercury, 14; Chrys- | 

“We've had a pretty good start (jer, 10; Studebaker, 6; DeSoto, 5; | 
this September and our new sales | Nash, 5; Cadillac, 4; Packard, 3: 
as well as prospects foreshadow | Willys, 2, and Volkswagen, 1. 


Truck registrations by make 
Letterbox 


|were: Ford, 15; Chevrolet, 11; 
| Dodge, 5; International, 4; Dia- 
a a oa ae | mond T, 2; GMC, 2; Studebaker, 2, 
basic problem of weight versus | and White, 1. 
horsepower and the performance | * * & 
area in the operation of an auto- 
mobile which is fast gaining great- 
er recognition and emphasis. 
While we are conducting consid- | 
erable research and product de- 
velopment activity with the various | 
automotive manufacturers and sup- | 
pliers, it is only through the medi- 
um of people in your position that 
an appraisal of the aforementioned 


Baltimore 


Baltimore dealers registered 3,308 | 
new cars and 299 new trucks dur- 
ing July. 

New-car registrations by makes 
included: Chevrolet, 929; Ford, 760; | 
Plymouth, 376; Oldsmobile, 280; | 
Buick, 248; Mercury, 155; Pontiac, | 
kind can be effectively presented, | 152: yo ee ~~ 2 ak a | 
and we shall be pleased to furnish | ilac, 55; Chrysler, 52; Studebaker, 

5 : 49; Nash, 27; Packard, 21; Hudson, 
any material or background infor- | 16: Lincoln, 10: Will 1 4 mio 
mation on any of these matters | 1°; -incoln, 10, Willys, 1, and mis 

cellaneous, 7. 


that we can be of assistance. — M. : ; 
C. Crockett, automotive industry} Truck registrations were: Chev- 
rolet, 126; Ford, 86; International, 


manager, Kaiser Aluminum & t 
Chemical Sales, Aluminum Divi- | 23; GMC, 21; Dodge, 20; White, 14; 
Brockway, 3; Mack, 3; Reo, 2, and | 


sion. 
miscellaneous, 1—(Kate Savage.) 
Plastic Tops ~ i 


Please advise if and where there | Kansas City, Kans. 
is a company manufacturing trans- This Kansas City i . = 
y is still boom-| 

parent tops for 52-54 Ford ing along at a merry rate with) 


convertible coupe. In 1947 we pur-| site competition among dealers for | 
chased from somewhere in Detroit = fm of the chil. ” 


a clear plastic top for a ’47. Since ‘ 

then we have lost the address.|. New-car stocks are ample if not | 

Please help us if at all possible—| high, and dealers are playing the 

Marvin Ciaypoot, Frankfort, Mich. | cleanup close to their belts so the | 
Eprror’s Note: Plastic tops are | Tesults cannot be accurately pre- 

available at the Midwest General | dicted. 

Co., 440 E. Jefferson, Detroit 26. There may be a lot of ’55s on 


U. S. Export Sales Drop 
To Year’s Lowest Point 


buses account for 12.59 percent of 
factory sales, compared with 6.93 
percent last year. 


* * * 








DETROIT.—Export sales of U. S. 
motor vehicles totaled 31,224 units | 


the lots when the whistles blow 
for the ’56 models. Several large 
dealers are expanding their op- 
erations and evidently expect to 
increase their volume next year. 


Repossessions are headed upward 
but the word is seldom mentioned 
|in polite company. Outside of a few 
| short-lived strikes, employment is 
probably at an alltime high here, 
| but the end of the construction sea- 
|son in the late fall may tell a dif- 
ferent story before spring. 

Dealers are pessimistic on net 
| profits but optimistic on ability to 





| sell in volume.—(L. H. Houck.) 


(Continued from Page 12) 
General 
Machine Tool Builders Assn., Interna- 
tional Amphitheater, Chicago, Ill. 
Sept, 21-22 — Federation of Automobile 
Dealer Assns. of Canada, Sheraton- 
Cadillac Hotel, Detroit, Mich. 


Sept. 22-24—Automotive Parts Rebuilders 
Assn, Convention, Fort Shelby Hotel, 
Detroit, Mich, 

Sept, 22 - Oct. 2—37th International Auto- 
mobile Exhibition, Frankfurt am Main, 
Germany. 

Sept. 29-30 — National Automobile Trans- 
porters Assn. Convention, Sheraton- 
Cadillac Hotel, Detroit, Mich. 

Oct. 6-16—Paris Auto Show, Paris, France. 

Oct. 10-12 — 8th Annual Convention and 
Show, Truck Body and Equipment Assn., 
Inc., Morrison Hotel, Chicago, Ill. 

Oct. 13-17—American Trucking Assn. 
Roadeo finals, Washington, D. C. 

Oct, 1415— Annual convention of the 
Western Engine Rebuilders Assn., Fair- 
mont Hotel, San Francisco, Calif. 

Oct. 17-21—American Trucking Assn., 
Annual Convention, Hotels Statler and 
Mayflower, Washington, D,. G. 

Oct. 19-2I—Gasoline Pump Manufacturers 
a Seaview Country Club, Absecon, 
Oct. 19--29— 40th International Motor 
Show, Earls Court, London, England. 
Oct. 2425— Automotive Electric Assn., 
Regional Conference, Hotel Statler, Los 

Angeles, Calif 

Oct. 26-28 — 10th Annual Technical Con- 


vention, American Society of Body En- 
gineers, Rackham Memorial Building, 
Detroit, Mich. 


Oct. 28— l6th Anniversary Dinner, Auto- 
mobile Old Timers, Waldorf - Astoria, 
New York City, N. Y. 

Oct. 29-Nov, 6—Pacific International Auto 
Show, Oakland Exposition Bldg., Oak- 
land, Calif. 

Oct. 31-Nov. I—Automotive Electric Assn., 
Regional Conference, Hotel Multnomah, 
Portland, Ore. 

Nov. 6-7 — Texas Independent Automobile 
Dealers Assn., Inc., !ith Annual Con- 
vention, Shamrock Hotel, Houston, Tex. 

Nov, 10-I11 — Automotive Electric Assn., 
Regional Conference, Hotel Muehle- 
bach, Kansas City, Kans. 

Dec. 4-5— Automotive Affiliated Repre- 
sentatives, Officers Meeting, Sheraton 
Hotel, Chicago, Hl. 

Dec. 6—Automotive Affiliated Representa- 
tives, Board of Directors Meeting, Sher- 
aton Hotel, Chicago, Ill. 

Jan. 11-14—American Need Builders Assn's. 
54th Annual Convention ne Audi- 
torium, Miami Beach, 

Jan. 15-17—Second Annual hoe Trim Show 
Hotel Statler, New York, N. Y. 

Jan. 23-25—|5th Annual Meeting, Truck- 
Trailer Manufacturers Assn., Edgewater 
Gulf Hotel, Edgewater Park, Miss. 

Feb. 6-9--Automotive Accessories Manu- 
facturers of ~_ Exposition, Navy 
Pier, Chicago, Ill. 

Feb. 21 22 — MEMA, NSPA and MEWA 
— Conventions, San Francisco, 
alif, 











in July, lowest of any month this 
year, according to figures released 
last week by the Automobile Manu- 
facturers Assn. 

Included in the total were 15,334 | 
cars, 15,850 trucks and 40 buses. | 

These figures compare with the 
June count of 36,120 vehicles, com- | 
prised of 18,473 cars, 17,575 trucks 
and 72 buses. A year ago in July, 
exports took 31,036 vehicles, includ- | 
ing 14,635 cars, 16,346 trucks and | 
55 buses. 

Exports of all types of vehicles 
accounted for 4.06 percent of fac- 
tory sales, according to AMA fig- 
ures. A year ago, the July export 
slice was 5.85 percent. In January, 
February and May of this year, 
exports ran above 5 percent. 

In the first seven months of this 
year, 4.92 percent of all vehicles 
sold by the factories were shipped = 
abroad. 

Passenger -car exports during 

July accounted for 2.32 percent 

of factory sales, according to the 
AMA. A year ago, the percentage 
was 3.24. June’s export figure of 
2.85 percent was the only other 
month so far this year when car 
exports dipped below 3 percent. 

Exports account for 3.31 percent 
of all factory sales of cars thus far 
this year. 

July truck exports amounted to 
14.46 percent of factory sales; com- 
pared with 20.82 percent a year ago. 
For the year to date, truck exports 
stand at 15.46 percent. 

Bus exports stood at 13.51 per- 
cent of factory sales during July, 
compared with 22.44 percent last 
year. So far this year, exports of 


SELL SAFETY 
CHILDREN 


HOUSER'S SAFETY DOOR 
LOCKS CANNOT FAIL 
100% EFFECTIVE 


Beautifully designed knobs that replace 
the rear door handles. 
Just snap them on. 
Takes only a couple minutes to install. 
= moving parts to break and cause 
ailure 
Only 7 styles NEEDED. 
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Notes of Caution, 


July Automobile Debt! 


timism ... 


are NEWS, SEPTEMBER 12, 1955 


Rises $477 Million | 


WASHINGTON. — Auto install- 
ment debt rose $477 million during 
July, the Federal Reserve Board 
reported last week. This compares 
with a $130 million increase in auto 
eredit in July, 1954. 

It was the seventh straight month 
that auto paper had shown an in- 
crease. The Federal Reserve Board 
said that the total consumer debt 
on automobiles was $25,476,000,000 
as of July 30. 

This represented a July exten- 
sion of $3,131,000,000 in auto 
credit with a “payoff” of $2,569,- 
000,000 during the same month 
for the $477 million boost. 

At the same time, the National 
Foundation for Consumer Credit 
said that installment credit was in 
healthier condition today than at 
any time since World War II. 

However, in St. Louis, the Federal 
Reserve Bank said heavy financing 
of automobiles “apparently” was 


ADVERTISEMENT 


DEALERS! 


Detroit Car Manufacturers Of- 
fer Safty Belts to the Motoring 
Public. 


From the car capital of the world 
comes the important news that 
many of the new car manufac- 
turers will offer safety belts as 
optional equipment on their new 
models. 





The exclusive patented cam action that 
only the Auto-Crat buckle offers, gives 
the ultimate in quick release and jam 
prevention. The Auto-Crat Safety Belt 
is identical to that chosen by one of 
the foremost auto manufacturers after 
several years of research and testing 
of all different designs of safety belts. 
Used by commercial airlines and State 
Police, now popularly priced for every 
automobile owner. 


Now Available 
in Nylon 


COLORS: 


Gray, Tan, Blue, 
Maroon, Green, 
Red, Black, White. 
Yellow or Royal 
Blue. 


When ordering, 


please specify 
color. 


Congtate | 1 95 


Per Person List 
Price 





DEALERS: Write today on 
your letterhead! 


HOWARD SCHEIB, 
AUTOMOTIVE 


Dept. AN 
605 So. Arroyo Parkway 
Pasadena 1, California 


the cause of heavy borrowing noted | 
at member banks when it raised 
its discount rate to 2.25 percent on! 
money loaned to the banks. 


This is the highest rate since| 
1934 and was designed, the bank 
said, to curb inflation. | 
The report said that loans by 
member banks increased $16,000,- | 
000 in contrast to an average rise 
of but $5,000,000 in corresponding 
weeks during the past six years. 


The raise was the third in six 





months by the St. Louis bank, 
which was joined in similar moves 
by the Federal Reserve Banks in 
Cleveland and Atlanta. However, 
the nine other banks across the 
U.S. held their rates at 2 percent, 
indicating that in their areas there 
was no undue raise of consumer 
credit. 

The NADA Newsletter noted that 
most economists agree that the) 
current installment credit situation | 
is healthy enough, even with the 
record total of outstanding debt. | 

It quoted the Biddle survey as 
saying that any one of three} 
changes in the picture will rn 
serious trouble. They were: 

1. Any spurt in borrowing may 
mean that too much of the public’s | 
disposable income is tied up in com- 
modities it doesn’t own. 

2. If prices start moving up more} 
than is normal for higher labor and | 
overhead costs, credit buying will | 
be largely to blame. 

3. If repayments start lagging, 
defaults and repossessions are sure 
to follow. 

NADA added a fourth: The 
quality of credit. It warned that 
the “balloon” payment —a large 
final payment which must be re- 
financed later — “can bring a 
wagon load of headaches if the 
borrower is not made fully aware 
= the eventual need for refinanc- 

ng.” 
The consumer credit foundation, 
in commenting on today’s situation, 





| said “recently published fears about 


the current situation $32 billion 
consumer debt, result from unfamil- 
iarity in dealing with the ‘new age’ 
statistics on economic conditions.” 

It pointed out that disposable 
incomes of individuals is running 
steadily at more than $261 billion 
as compared to $70 billion in 1939. 
Thus, it said: “All relative meas- 
urements must reach comparably 
greater totals.” 

The foundation also noted that in 
1935-39 over 3 percent of auto bal- 
ances were delinquent, but today 
less than 1 percent are lagging. 

“It is untrue,” the group said, 

“that retailers and financial insti- 
tutions generally are dealing with 
fringe and unsound credit risks.” 

On the contrary, it said that mil- 
lions of families only now are “be- 
coming accustomed to using their 
credit in family budgeting. Con- 
sumer debt totals are destined to 
rise as this trend continues.” 


Obituaries 


Edward Leon Hite 
KOKOMO, Ind.—Edward Leon Hite, 65, 
an auto dealer from 1932 to 1950, died 
Sept. 1. Mr. Hite became a Dodge dealer 
in 1932 and later was a Packard dealer. 
* * 


Stanley W. Brandel 
JAMESTOWN, N. Y.—Stanley W. Bran- 
del, 66, board chairman of Marlin-Rockwell 
Corp., died Aug. 30. He joined Marlin- 
Rockwell in 1918, became president in 1947 
and board chairman in 1954. 
* * * 


William McVittie 
NIAGARA FALLS, N. Y.—William Mc- 
Vittie, 72, a former Studebaker dealer and 
retired chief mechanic of automotive equip- 
ment for the City of Niagara Falls, died 
Aug. 30. 

* * * 
J. A. Ramsey 
LOS ANGELES.—J. A. (Jack) Ramsey, 
66, founder and former president of Ram- 
sey Corp. and one of the pioneers in the 
development of the piston ring for automo- 
biles, died here Sept. 5. Ramco, the com- 
pany founded by Mr. Ramsey, was sold to 

Thompson Products in 1950. 

+ * * 


Bard Wallace 
FORT WORTH.—Bard Wallace, secre- 
tary of Ransom-Burke Motor Co. (Chrysler- 
Plymouth), is dead. 
* 





C. Schmidt 
BUFFALO. — William C. Schmidt, 81, 
founder and president of Schmidt Trailer 
Coach Co., Inc., died Aug. 30. Mr. Schmidt 
founded the company in 1948. 




















CLIP THIS AD AND ATTACH TO 
YOUR LETTERHEAD 


SEND copies of The Auto- 
motive Adman’s IDEA & GUIDE 
BOOK, FALL EDITION @ $10.00 
each. Check covering amount 
enclosed. 





MONEY-BACK GUARANTEE 


...and The Automotive Adman 
Will Heip You Do it! 


Just Off the Press — Fall Edition of 

IDEA AND GUIDE BOOK 

For Your New and Used Car Advertising and Sales 
Promotion. Worth Hundreds! Costs Only $16.00! 


7 Newspaper Campaigns for Your Fall Selling—with 40 Ads in Various 
Sizes—alive, imaginative selling ideas. Art and headlines in finished 
form, ready for your engraver. All you do is supply descriptions of 
your cars for sale. Exclusive, Original Art by a nationally known, 
Walt Disney-trained artist, that would cost you hundreds of dollars if 
purchased individually. All ready for immediate reproduction —no 
retouching required. Layout Sheets showing newspaper ads in com- 
pleted form to serve as your make-up guides. 6 Full Color Designs for 
Showroom Windows and Outdoor Banners. No Automobile Dealer— 
New or Used — can afford to be without this invaluable Promotion Aid. 


THE AUTOMOTIVE ADMAN 
2445 Huntington Drive, San Marino, California 


OKLAHOMANS ARE CAR-MINDED 


There’s more room to roam in Oklahoma 
and folks take advantage of it. 

For instance, among families in 49 cities 
surveyed by the U. S. Bureau of Labor 
Statistics, Oklahoma City ranked— 


BR 5th in gasoline expenditures 


e,—@ 


eee 


ea 14th in auto operation 


Oklahoma is one of America’s best auto- 
motive and gasoline markets. The way to 


13th in auto purchases 


sell your product to this market is through 
the Southwest’s biggest Sunday newspaper 
—The Sunday Oklahoman. 


OKLAHOMAN 


and TIMES 


Published by The Oklahoma Publishing Company 
The Farmer-Stockman, WKY, WKY-TV 
Represented by The Katz Agency 
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First-Half Gross Off, but Net Sta sat 3%... 


Cost Cuts Keep Dealers in Black 


(Continued from Page 1) 


Percent expenses; Group II (150- 
399), 13.6 and 11.5, and Group I 
1-149), 9.2 and 11.8. 

Percentage of gross profit to new- 
car sales was 23.3 percent during 
the first half, with Group II dealers 
bagging 24.3 percent and Group IV 
dealers 21.8. In between were the 


22.8 of Group I dealers and 23.9 of 
Group III. 

Truck gross to sales was 18.1 per- 
cent, broken down ag follows: 
Group I, 18.2; Group II, 19.3; Group 
III, 17.8, and Group IV, 16.2 

” * a 
HE used-car situation remained 
on the negative side, indicating 
the increased tradein allowances 


How Dealers Are Faring 
On Expenses, Profits 
First Half, 1955 


(Taken from report by NADA Business Management department) 


New Cars and Trucks 
Inventory Per Dealer 


Trucks 
(Per Truck 


Cars 


Days’ 


Supply Trucks 


1954 1955 1954 


r) Cars 
June 30 June 30 June 30 June 30 June 30 June 30 ©=June 30 June 30 
1955 1954 


1955 
3.5 
6.7 

13.6 

20.7 


8.7 
21.6 
40.8 
74.2 


Group I 
Group II 
Group III .... 
Group IV .... 
Industry 
Average ..... 


27.5 
45.5 
74.5 


15.2 12.4 4.9 


Percent Gross 


ist Half 


Used 


Selling Price 
Per Unit 


First 

Half 

1954 
$718 
$748 
$727 
$687 
$724 


Supply in 
Inventory 
June 30, June 30, 
1954 
42 
34 
27 
¥ 26 
Industry Average .... 32.1 38 


1954 
3.4 
7.0 

12.6 

20.9 


1955 
38.0 
32.7 
24.3 
17.6 


66.0 
62.2 
42.4 
43.7 


42.9 
38.3 
28.5 
23.0 


63.1 
48.7 
53.6 
33.2 
37.3 54.2 59.0 


4.5 31.7 


Profit to Sales 


Trucks 

ist Half Ist Half 

1955 1954 
18.2 
16.5 
18.3 
18.1 
17.9 


Ist Half 
1954 
21.1 
22.3 
21.9 
21.0 
21.5 


Cars 
Ratio Used-Unit 
Sales to New 
First First 
Halt Half 
1955 1954 
1.8 1.8 
1.6 
12 


18.2 
19.3 
17.8 
16.2 
18.1 


Gross Loss Per 
Used Unit Sold 
First 
Half 
1955 
$ 98 
$152 
$176 
$225 $139 
$135 $ 65 
Pet. of Used 
Vehicles in 
Stock 30 Days 
Or Longer 
June 30, June 30, 
1955 1954 
47.3 46.6 
34.5 42.4 
25.8 34.2 
27.2 29.8 
41.3 42.7 


First 
Half 
1954 
$ 40 
$ 74 
$126 


1. 
1. 
1. 
is 


9 
1.6 


Average Cost 
Per Used Unit 
In Inventory 
June 30, June 30, 
1955 1954 
$651 $727 
$740 $741 
$740 $748 
$709 $762 
$683 $733 


Parts 
(Accessories Not Included) 


Average Sales 
Per New Unit 
Sold 


6 Mos. 
1954 1955 
$386 30.7 
$329 30.4 
$249 30.5 
$191 27.8 


6 Mos. 

1955 

$285 

$227 

$197 

.. $161 

Industry 
Average ...... $239 


$330 30.3 


Customer Labor 


Average Sales 
Per New Unit Sold 


Percentage of 
Gross Profit 
To Sales 


No. Mos. 
Supply in 
Inventory 
June June 
30, 30, 
1955 1954 
6.7 6.4 
4.9 5.0 
4.5 45 
4.1 4.4 


6 Mos, 
1954 
30.2 
30.4 
29.4 
28.4 

5.7 


30.1 5.7 


Sales 
Percentage of Gross 
Profit to Sales 

6 Mos. 6 Mos. 
1955 1954 
40.5 40.6 
44.6 45.1 
48.8 46.4 
50.6 48.9 
43.7 43.0 


6 Mos. 
1954 
$279 
$257 
$190 
$161 
$246 


Total Service Sales 


(Includes labor, parts and all other service and stockroom sales, 
except accessories with new vehicles.) 


Average Sales 
Per New Unit 
Retalled 


6 Mos. 
1954 
$907 
$793 
$580 
$468 


Industry Average .. $780 


Percent of 
Gross Profit 
To Sales 
6 Mos. 6 Mos. 
1955 1954 
32.0 31.4 
34.6 34.4 
36.7 35.2 
37.6 37.8 
33.8 33.0 


*Percentage of 
Service 


A 
6 Mos. 6 Mos. 


1954 


56.0 


* The percentage of operating (or fixed and semi-fixed) expense covered by gross 
profit from all service and parts operations. Officers’ or owners’ salaries included. 


Percentage of Departmental Sales to Total Sales 


New Cars 
and Trucks 
6 Mos. 6 Mos. 
1955 1954 
57.8 50.0 
. 61.4 55.2 
. 63.1 60.3 
. 69.6 64.6 


and 
6 Mos. 
1955 
26.4 
24.7 
24.1 
19.6 
53.9 


.. 60.8 24.9 


Used Cars 
Trucks 


Total Service 
and Parts 

6 Mos. 
1954 
17.9 
16.5 
14.2 
13.1 


Miscellaneous 
Sales 
6 Mos. 6 Mos. 
1955 1954 
3.9 
1.6 
18 
1.5 


6 Mos. 
1954 
28.2 
26.7 
23.7 
20.8 


@ Mos. 
1955 
14.4 
12.3 
11.1 
10.6 

16.6 2.9 


26.6 12.9 





required for turnover of the vol- 
ume output of new models. 


Gross losses on resale of used 
units averaged $135 in the first half. 
The first-quarter gross loss was 
$112 and the deficit for the 1954 
half, $65. 

The average used-car loss for 
Group I this year was $98; Group 
Il, $152; Group III, $176, and 
Group IV, $135. 

The percentage of gross profit to 
parts sales firmed up slightly in 
the year’s period. The industry 
average was 30.1 a year ago and 
30.3 as of June 30, 1955. Annual 
turnover of parts investment re- 
mained constant at 2.1 percent. 

* * = 

Gre profit in relation to sales 

also rose on customer labor (43 
to 43.7) and on total service sales 
(33 to 33.8). The service absorption 
percentage, though, fell from 56 to 
55.4, with the smaller volume deal- 
ers all showing declines as Group 
IV rose from 58.2 to 63.1. 

New-car and truck sales grabbed 
off 60.8 percent of the average 
dealer’s total sales in the first half, 
compared to 53.9 percent in 1954’s 
first half. 

Used vehicles’ ratio of the busi- 
ness dropped from 26.6 to 24.9; total 
service and parts, from 16.6 to 12.9, 
and miscellaneous, from 2.9 to 1.4. 


/ L 
B G DEA 


DEALIN' FAST te LOOSE 


Breakdown of Dealer Expense 


First Half, 1955 
(Percentage of Total Sales) 


Industry 


Group I Group II Group III GroupIV Average 


Warranty, policy, delivery 
Salaries, commissions, 
compensation to salesmen.. 
All other salaries, wages; 
except mechanics .................. 
Rent and expense in lieu 
of rent 
Shop tools and supplies 
Advertising, other than 
factory cooperative 
Insurance, other than building 
All other expense 


TOTAL EXPENSE 


1.72 


1.06 1.12 98 1.02 


2.04 2.18 
3.11 


-69 
23 


80 
18 


AMC Contract Recognizes 
Problems of Smaller Makers 


(Continued from Page 2) 


new contract closely follows the 
Ford-GM pattern. 


= * * 


Canada Strike Looms 
EANWHILE, the last of the 
17,000 General Motors workers 
in Canada were voting last week on 
whether to strike to back up their 
contract demands. The union has 
been in protracted talks with GM of 
Canada management in an effort 


| Cleveland, which produces 





to secure the guaranteed wage and 
about 100 other demands. 

International Harvester officials 
were waiting last week to hear the 
union’s reply to the company’s 
“final” offer. Eighteen IH plants 
have been closed by a strike of 
40,000 UAW members. 

In Cleveland, the strike at 
Eaton Mfg. Co. was continuing, 
with the dispute centering around 
the company proposal to scrap 
the existing piecework plan. 





7 wy 


“Beat it, you Buzzards, I’m not 
through yet!” 


Eaton had offered the workers 
\the same settlement won by the 
auto workers but the union re- 
jected the supplemental unemploy- 
ment plan, demanding instead 
increased hospital and surgical 
benefits. 

A strike was also in progress at 


'the Midland Steel Products Co. in' 


auto 
frames for Buick, Lincoln, Stude- 
baker and Willys. 
* * ~ 

McKay Strike Spotlighted 
ON THE dealership front, the 

strike at Douglas McKay Chev- 
rolet Co. in Salem, Ore., gained 
national attention last week when 
the AFL Machinists charged that 
Secretary of the Interior McKay 
was attempting to break the union. 

Recalling President Eisenhow- 
er’s 1952 promise to protect work- 
ers against “union-breaking,” the 
Machinists declared that “cam- 
Paign promises should bind the 
members of the President’s cabi- 
net.” 

A McKay spokesman said Mc- 


‘|Kay, who founded the dealership 


in 1927, turned over the company’s 
operation to his two sons-in-law 
after his election as Oregon’s gov- 
ernor in 1948, although the dealer- 
ship is still registered in McKay's 
name. 

Touching off the squabble was an 
ad in the Portland Sunday Ore- 
gonian in which the dealership 
sought to recruit workmen to re- 
place its striking staff. The ad also 
stated, “Union membership not 
necessary. Strike now in process.” 


Chrysler Previews “Taut’ 56 Models 


(Continued from Page 2) 
one hour of speech can be played 
from one side. 

This indicates that a speed even 
lower than the conventional LP 
33% r.p.m. is being used. The 
content of the records ranges 
from Tschaikovsky through Don 
Juan in Hell to Davy Crockett. 

The LifeGuard safety door latches 

will be standard equipment on all 
Plymouth, Dodge, DeSoto, Chrysler 
and Imperial cars. The company 
said they virtually eliminate the 
possibility of car doors coming 
open under collision impact. 

They are designed so that a heavy 
band of steel completely encloses 
the latch-bolt assembly and sur- 
rounds the striker when the door 
is closed. The striker itself, Chrysler 
said, is made from even heavier 
gauge steel with deep, double “V” 
slots that engage the teeth of ro- 
tary bolt. 

They were developed, the com- 
pany said, during two years of 
research and testing, followed by 
rollover and collision tests. 

The four-door hardtop has the 
same full-width rear doors that are 
found in four-door sedans, Chrysler 
said. The glass windows are in two 
segments and raise and lower with 
a scissors-like motion, operated by 
a single power or manual control. 
The two sections overlap when 


|raised and a small retainer bar 


snugly holds the closed window. 

The firm said that no rear-door 
sag occurred following 10,000 miles 
of “punishing operation on rough 
endurance roads” at the proving 
grounds. 

The pushbutton control for the 
Powerflite transmissions was termed 
the “most advanced step toward 


automatic driving” by James C. 
Zeder, engineering vice-president. 

The control panel, containing 
four buttons for neutral, low, drive 
and reverse, is situated on the in- 
strument board just to the left of 
the steering post. 

As a safety measure, it is im- 
possible for the car to start unless 
the transmission is in neutral and 
it is also impossible to shift into 
reverse at speeds over 10 m.p.h. 

However, Chrysler said the car 
can be rocked forward and back- 
ward in mud or sand. 

The engines on all cars have in- 





creased displacements and com- 
pression ratios as well as higher 
torque and power output. However, 
specifications on these power plants 
will not be revealed until the in- 
dividual cars are announced by the 
respective divisions. 

Among the new features listed 
were a 12-volt electrical system, 
new spark plugs and new cush- 
ioned, cradle-type front engine 
mountings. 

The new plugs are 14mm. and 
have longer tips which, the com- 
pany said, enable the cars to oper- 
ate on leaner mixtures. 


Ohio Board Puts 
Dealer, 5 Aides 


'|On Probation 


15 Million— 


H. M. Taylor, manufacturers sales vice- 
president, poses with the 15-millionth tube- 
less tire produced by Firestone Tire & 
Rubber Co., Akron. A truck tire, it will be 
used as original equipment on a 1956 
model. 


DAYTON, O.—R. S. Jenkins, pres- 
ident of Jenkins Auto Sales, Inc. 
(Dodge-Plymouth), and five of his 
salesmen have been put on proba- 
tion for 90 days by the Ohio Deal- 
ers’ and Salesmen’s Licensing Law 
Board. 


Jenkins said his notice from the 
board listed a 90-day suspension 
for all six of the company repre- 
sentatives. But he said the suspen- 
Sion was lifted and that all were 
put on probation for 90 days. 

In its decision, the board cited 
the firm’s alleged practice of fail- 
ing to give itemized statements 
with car sales and billing for more 
prone the agreed price at delivery 
time. 


Sun Opens Coast Offices 


CHICAGO. — Sun Electric Corp. 
has opened executive offices in the 
— Morris Bldg., Beverly Hills, 

alif. 
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Nash Dealer Profits 


SIX MONTH OPERATING PROFITS 
EXCEED THE 3.1% INDUSTRY AVERAGE 
SHOWN BY N.A.D.A.’s 
BUSINESS MANGEMENT SURVEY! 


Here’s proof of what we’ve been saying: “Jt pays to sell 
Nash!’ While industry-average profit for dealers remains 
unchanged, the second quarter profit for Nash dealers 
shows a marked increase. In fact, this latest N.A.D.A. 
survey, for the first six months of 1955, reveals that the 
profit ratio for Nash dealers is now higher than for any 


Oe 





year since 1950—the year of the big Korean boom! And 
these are CASH profits! 

Just stop and consider this record! Nash dealer profits 
go up while those of competitors remain static or, in some 
cases, are going down. 

No wonder more and more alert automobile men are 
joining the trend to Nash. Why don’t you look into this 
opportunity? A letter to the DEALER DEVELOPMENT 
DEPT., NASH MOTORS DIVISION, AMERICAN 
MOTORS CORPORATION, DETROIT 32, MICHIGAN, 
will bring full details—in confidence! 


And Look At The PLUS Attractions 
The Nash Franchise Offers! 


SKYROCKETING SALES 


Nash sales for July were up a whopping 74% 
over the same month in 1954. What other car 
make can claim such growth in sales volume? 


97% MARKET COVERAGE 


Nash dealers have the cars and the prices 
to meet the requirements and budget limita- 
tions of 97% of all car buyers. What other 
automobile franchise can cover so wide a 
market range? 


HIGHEST RESALE VALUE 


The resale value of cars sold by Nash dealers 
tops the market. The Rambler, according to 
N.A.D.A. figures, is number one in the nation 


All This And N.D.V.I.F., Too! 


Nash dealers enjoy the extra profit advantages of the exclu- 
sive Nash Dealer Volume Investment Fund which actually 
shares company profit with the dealers. As overall Nash sales 
volume grows, each dealer’s profit per car grows, regardless 
of his individual volume. There’s nothing else in the automo- 


tive industry—or any other industry—like N.D.V.1.F. 


in maintaining its price while the Nash 
Ambassador ranks right up with the leaders. 


EXCLUSIVE PRODUCTS AND 
FEATURES 


Nash dealers sell cars that are distinctive— 
with features, such as Nash Airliner Reclining 
Seats, Twin Travel Beds, All-Season Air 
Conditioning, that can’t be obtained in any 
other car on the market. 


AGGRESSIVE ADVERTISING AND 
PROMOTION 
Nash superiority is sold to millions of motorists 


through America’s leading all-family tele- 
vision program, Disneyland. This program 


reaches one of the largest audiences of any 
television show sponsored by an automaker. 
In addition, the Nash sales message is carried 
to the public through all other advertising 
media—and is backed up at the local level by 
proved, factory-developed sales promotion 
programs. 


AN EFFECTIVE USED CAR SALES 
PROGRAM 


With the Nash Bonded Select Used Car 
Program, the Nash dealer can move his 
trade-ins in volume at a profit! This revolu- 
tionary new merchandising program is backed 
by a $1,000,000 surety bond—builds the con- 
fidence of the customer by protecting his 
purchase. 












Your Name is 
PI ann 


Important 


WELL WITH DOUGLAS EMBLEMS 


Chrome-Craft Die Cast License Frames 


Aristocrat Rear Deck Plates 


Chrome-Craft Die Cast Name Embiems 


Scotchlite Day-Nite and Krome-Kal Ads 


a he EL Company: 


NOW 





MCFARLAND "GREAT" UMBRELLAS 
AT NEW REDUCED PRICES 


NEW SIZES « NEW DESIGNS ¢« NEW COLORS 
STATIONARY AND REVOLVING TYPE 





Give Your Display the "NEW LOOK" 


and Increase Your SALES and PROFITS 


Get Our New Reduced Price List and 
information Now! Wire, Write or Call 


M°FARLAND GREAT UMBRELLA CO. 


742 $.W. 8TH st.” 


OF McFARLAND AWNING CORP 
MIAMI, FLORIDA 


PHONE 2-8153 





$8,000 to $20,000 a Year 


Servicing 
Profits 


Little space 


$8,000 . $12,000 . . . $14,000 
a year and up—that’s why so many 
dealers and garages are enthusi- 
astic about their radiator servicing 
department. 

Little overhead is required. One 
man handles the work, and he can 
get free training in a prominent 
factory school. 

Little space is needed. One dealer 


reports setting up his radiator de- 
partment in a wash stall. One 


radiator shop reports using an old 
coal house. A department can be 
started with only 2 pieces of equip- 
ment, others can be added later. 


The potential] in radiator servic- 







Inland’s modern equipment and 
free factory training enable you to 
do professional work . . . fast and 
easy . . . increase profits. 

Send for NEW 48-page book,’ 
“Blueprint For Profit,” with letters 


INLAN D—World's Largest Manufacturer 
of Radiator Servicing Equipment 
Offers One Complete Package—EQUIPMENT, 


MERCHANDISING! 


Inland Manufacturing Co., 


Please send NEW free book “Blueprint 


Radiators 


pay for equipment quickly. 


is required. 


ing is enormous. Of the 60-million 
autos, trucks and tractors in the 
U. S., over 20-million require radi- 
ator service yearly. More than 
80% of all vehicles, in use 1 year 
or more, have radiators plugged at 
least 25%. That’s enough to cause 
trouble on a long hard drive. 
Greater plugging can cause serious 
engine damage. Newly overhauled 
engines will fail prematurely if 
the radiator is partially plugged. 
Besides the jobs that come direct 
from car owners, an added volume 
always comes from other dealers, 
as well as garages, body shops, 
service stations, etc., who have no 
radiator servicing equipment. 


TRAINING, 













. AN-9 
108 Jackson St., Omaha 8, Neb. 











I 
from customers, equipment, prices § For Profit.” 
and details of ‘“Pays-For-Itself" | Fir i 
payment plan. : Address. l 

a —Zone___Stat 
INLAND MFG. Co. | ©” eet 
1108 Jackson St. lis oe make of car sold. | 
Omaha 8, Nebraska ta Pr 
“Sold Exclusively By Mail” | oO Yes. 0) No 
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Four New Auto Outlets 






ned . 


| Dealers Show Faith in Atlanta 


By E. C. Bash 
Staff Correspondent 

ATLANTA—Reflecting confi- 
dence in the future of the Atlanta 
metropolitan area, four new deal- 
erships have opened in this vicinity 
and several other dealerships are 
scheduled for openings in the near 
future. 

The latest to open is Candler 
Jones Motors (Dodge-Plymouth) 
in nearby Decatur. Officers are 
H. Candler Jones, president, and 
W. M. Tumlin, vice-president. 

In neighboring Buford a new, 





Trucks to the Rescue— 


firm, Etheridge Motors (Chevrolet) 
has ‘been opened by Alvin R. Ethe- 
ridge. 

Atlanta Willys Co. was recently 
opened on Peachtree St. in Atlanta. 
Tom and James Downing operate 
this company. Another Willys deal- 


BBB Elects Dahlem 


SAN FRANCISCO.—Earle C. 
Dahlem, general manager of Wil- 
liam L. Hughson Co., Inc. (Ford), 
has been elected president of San 
Francisco’s Better Business Bureau. 


The floods that hit many eastern states had a grim aftermath: A water shortage. 


Because of the danger of polluted water, residents of Waterbury, Conn., 


“imported” 


supplies from neighboring communities with trucks. Petroleum firms swung into action 
and brought in tank loads of drinking water and chlorinated water for scrubbing 


and laundry purposes. 


NADA Young Execs Set Up 
Council, Steering Board 


WASHINGTON. — Appointment 
of the first council and steering 
committee brings the organization 
of NADA’s Young Executives Group 
near completion. 


The council is composed of 54 
chairmen representing each of the 
“NADA states.” Each chairman 
was selected by his “state’ NADA 
director, in cooperation with local 
association officers, and will serve 
for one term. 

Successors will be elected by and 


from group members. The steering: 


committee consists of 12 regional 
chairmen elected by and from the 
state chairmen and the officers of 
the group. 

Any man between 21 and 40 who 
is regularly employed by and spon- 
sored by an NADA member is eligi- 
ble for membership. An intensive 
charter membership campaign was 
launched early in August with the 
aim of bringing thousands of prom- 


U. C. Dealers Split 
In Dayton Over 
NIADA Recruiting 


DAYTON, O. — A rift between 
two factions of used-car dealers 
here has been reported as organ- 
izers from the National Independ- 
ent Automobile Dealers Assn. have 
become busy in the area. 

One faction is represented in the 
Miami Valley Used Car Dealers 
Assn., formed in 1946, which is re- 
portedly trying to hold its own 
against the new group. 

It is called the Greater Dayton 
Independent Auto Dealers Assn. Its 
members are said to be not satis- 
fied with the older group, which 
represented 19 of the 60 dealers. 

The original association has what 
it termed “selective membership.” 
It policed its members and worked 
closely with the Better Business 
Bureau, it was said. It also had 
“screened” members for the old 
National Used Car Dealers Assn. 
Sources close to the older group 
said it would pull out of the na- 
tional association if it didn’t cease 
taking Dayton memberships with- 


A 


ising young men into the organi- 
zation. 

National officers are Al Norman 
jr., Evanston, IIl., national chair- 
man; Malcolm L. Milks, Lansing, 
and Stewart Johnson, Syracuse, 
national vice-chairmen. 

The steering committee members 
are: John D. McBeath, Boston; 
Charles F. Straub jr. Keyport, 
N. J.; H. Deets Warfield jr., Mt 
Airy, Md.; Rhae W. Adams, Vir- 
ginia Beach, Va.; James O. Berry, 
Cleveland; James C. Craig, Rock- 
ford, Ill.; John D. Wise jr., Hazel- 
hurst, Miss.; George C. Hicks, Pipe- 
stone, Minn.; Walter Jennings, Lit- 
tle Rock, Ark.; John Nash, Austin, 
Tex.; Forrest S. Knox jr., Loveland, 
Colo., and Frederick Nelson, 
Seattle. 





Beat the Heaf— 


Tying in with Chevrolet's campaign to 
sell air conditioners, Mike Persia Chevro- 
let Co., New Orleans, had a clown parade 
in front of the dealership, reminding mo- 
torists to “beat the heat” with a Chev- 
rolet air conditioner. Mike Persia jr., vice- 
president, right, and Joe Conti, sales man- 
ager, said 15 air-conditioned cars were 
sold during the first week as a result of 
the promotion. 


ership, City Motors, was recently 
established in suburban Marietta. 

There are reports also that a 
new Chevrolet outlet will be opened 
in Hapeville as well as an Oldsmo- 
bile outlet on Atlanta’s north side. 

There has been considerable in- 
terest here in the open Oldsmo- 

bile franchise since Capitol Auto- 
mobile Co. (Cadillac) gave up 
Oldsmobile late last month. 
Elwyn Tomlinson, Capitol presi- 

dent, said he gave up the Oldsmo- 
bile franchise because he “wants to 
concentrate on selling Cadillacs 
and to render his Cadillac custom- 
ers better service.” 

Tomlinson, who is also Cadillac 
distributor for northern Georgia, 
said, “We had no quarrel or misun- 
derstanding with the Oldsmobile 
officials. We parted friends and ex- 
pect to stay that way. 

“We left Oldsmobile in a blaze 
of glory. We were the leading 
Oldsmobile and Cadillac dual 
dealership in sales in the U. S. 
and our sales manager was third 
in the country.” 

One source said he thought there 
had been some pressure on Capitol 
to increase Oldsmobile sales next 
year and that Tomlinson wasn’t in- 
terested. The firm sold about 550 
cars this year. 

This source declared, “It is no 
honor to sell Oldsmobile anymore, 


;|;as every Tom, Dick and Harry in 


town is selling Olds. There are six 
Oldsmobile dealers in Atlanta and 
vicinity and every other used-car 
lot in town is selling Olds.” 

Recently one Atlanta Chrysler- 
Plymouth dealer advertised in a 
newspaper that he had seven ’55 
Oldsmobiles with less than 350 
miles at bargain prices. 

Boomershine Pontiac has ex- 
panded its facilities by leasing a 
large two-story building which 
will be partly used for storage 
and partly for sales and service. 

Tom Mitchell Buick has pur- 
chased a 3%-acre tract on Peach- 
tree Rd. for $162,000. An ultra mod- 
ern service and sales room will be 
started at this location early in 
1956. Cost: About $200,000. 


Car Concentration 
Greatest in L. A., 


Survey Indicates 


LOS ANGELES.—The Los Ange- 
les basin, consisting of the 1,630 
square miles around Los Angeles 


*|which is surrounded completely by 


the Pacific Ocean and the moun- 
tains, has the greatest concentra- 
tion of motor vehicles in the world. 

The Air Pollution Foundation re- 
ports that this concentration is 50 
percent greater than in the five 
New York burroughs, greater than 
in any U. S. county and exceeded 
by the total number of vehicles in 
only three foreign countries. 

By 1960 there will be 3.1 million 
vehicles in the basin, which con- 
sists of portions of the Los Angeles 
and Orange Counties, according to 
the Foundation. 

It was also noted that the basin 
population—more than 5 million— 
was greater than the total popula- 
tion of Washington, Oregon and 
Idaho, and also greater than the 
total population of Arizona, Colo- 
rado, Montana, Nevada, New Mexi- 
co, Utah and Wyoming. 

Neal Goedhard compiled the re- 
port which is an attempt to define 
the limits and the problems in the 
area most affected by the smog. 


Houdaille to Boost 
2 Bumper Plants 


BUFFALO. — Houdaille-Hershey 
Corp. is expanding its bumper 
plants at Chicago and Huntington, 
W. Va., Ralph F. Peo, president, 
announced. 

Both plants now are operating 
on a six-day multishift basis. 

New machinery will be installed 
at both plants and building space 
at Huntington will be increased. 
The new installations should be 
completed by Sept. 1, 1956, Peo said. 

Peo also said consolidation of the 
company’s executive offices at Buf- 
falo, where four Houdaille plants 
are located, has been completed. 
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Some Dealers Ridicule Blitz .. . 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 








Week Week dan, 1 dan. 
Ended Ended ras oe 
“ts” “ar ie Saree “ea “Tha 
AMERICAN MOTORS 234 1,813 229 7,111 68,441 124,002 
BEN sivecttbcivesaseviitivwns 62 667 oF 2,188 22,373 39,604 
TEINS. ‘niitisiisweshandabavctnecivores 172 1,146 175 4,923 46,068 84,398 
CHRYSLER CORP. 3,450 324 6,387 69,556 459,039 961,691 
ueokiiieds 61 244 66,821 124,576 
saveeibiee 239 802 45,895 89,742 
josiiaews 1,723 10,690 85,754 211,689 
324 4,364 57,820 260,569 535,684 
FORD MOTOR. .............. 9,000 25,931 3,004 169,155 1,247,665 1,506,168 
SNES Sesibsihbeecotcbecesbessisesanes 7,500 22,161 1,551 140,453 1,024,600 1,186,791 
IIR \ ischtiecdocinbciessiteinee 1,000 374 833 1,764 28,192 24,945 
Mercury ............0...006.. 500 3,396 620 26,938 194,873 294,432 
GENERAL MOTORS.... 61,636 40,624 75,004 355,752 2,096,206 2,898,763 
EM vives otccsineceutscteteteens 11,420 10,146 14,160 65,383 390,472 578,266 
eee 2,560 2,019 3,251 14,864 87,046 113,788 
G@hevrolet .. 28,800 19,758 35,423 164,005 1,053,781 1,317,983 
Oldsmobile .................... 9,705 8,216 11,675 59,989 310,943 463,305 
er 9,151 485 10,495 51,511 253,964 425,421 
KAISER MOTORS ................ Be atc © ala 14,814 6,679 
EE Sigubcixtiubisiiaabielinciuss © sencaidagy. °'S “vetsentten’ eae | eee 5,803 1,020 
RE ee” | cadens), watered 9,011 5,659 
PE MEPIS | sntcivessstisnssevesss c0stisonns 860 1,298 12,810 74,897 137,579 
MITE sussoestsecsspecsinvdver:, sobscphens ee = sens 4,459 24,968 53,356 
Studebalker .........0..0066..0 ccs. 356 1,298 8,351 49,929 84,223 
Total Cars, U.S. ...... 74,320 69,739 85,922 614,384 3,961,062 5,634,882 
*Revised. 


COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 





Week Jan.1 = Jan. 1 
Same Ended Total To To 
Week, Sept.3, August Sept.11, Sept. 10, 
1954 1955*  Output*  1954* 1955 
4,339 8,125 37,183 241,559 282,377 
55 108 517 2,411 4,777 
32 80 359 2,233 2,592 
SS a 8,097 62,328 71,701 
3,532 1,149 24,251 217,844 246,385 
805 2,219 9,627 57,016 71,923 
1,206 140 8,616 69,579 91,196 
68 308 1,510 4,678 10,153 
48 127 541 6,005 3,781 
48 288 1,714 8,379 12,881 
170 368 1,256 7,409 9,735 
1,288 1,888 3,223 44,677 52,305 
56 80 418 4,685 3,540 
Total Trucks, U. S..... 12,639 12,830 14,880 97,312 729,303 863,346 
Total Cars, Trucks, 
Fils Ne sa heticsssneakivetecbiiplste ons 86,959 82,569 100,802 711,696 4,690,365 6,498,228 
Total Cars, Trucks, 
I, facssictsicccccicincie 5,600 1,990 5,015 24,065 291,652 367,611 
Grand Total, 
Cars and Trucks, 


. 92,559 84,559 105,817 


735,761 4,982,017 6,865,839 


*Revised. Miscellancous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Federal, etc. 


N.B.: All U. 8. totals include cars and trucks for military orders. 


IH Raises *56 Prices, 
Offers New Series 


CHICAGO.—A new line of trucks 
featuring increased horsepower and 
two-tone color styling, is announced 
by International. 

Prices were increased from 
$65 to $240. 

Designated the S-Line, the new 
models include a wide range of 
four and six-wheel gasoline and 
LPG-powered trucks with gross- 
vehicle-weight ratings from 4,000 to 
33,000 pounds. 

According to W. C. Schumacher, 
general manager of the Motor 





Whiting Dealers Lauded 
In Blast Emergency 


CHICAGO.—The police of Whit- 
ing. Ind., have doffed their hats 
many unnamed auto dealers in 
‘an city for doing a “splendid 
job” during the reign of martial 
law following the awesome refin- 
ery blast and fire. 
Specifically, the police credited 
S dealers with giving vital aid 
in the tremendous task of evacu- 
= 2,800 a from the 





Truck Division, “light and medium- 
duty truck specializations are of- 
fered in the S-Line to a degree 
never before achieved in a new-line 
introduction.” 

S-Line models, he said, range 
from the light-duty S-100 series 
through the heavy-duty S-180 series. 


The line includes pickup, panel, 
stake, and multi-stop delivery 
models with factory - mounted 
added capacity bodies; farm 
trucks; Roadliner tractors; five 
cab-forward models; fire. truck; 
school bus; four and six-wheel 
Loadstar dump-truck chassis, and 
three four-wheel-drive models, in- 
cluding a new light-duty S-120 
(4x4) rated at 7,000 pounds GVW. 


In announcing higher prices, the 
company said that in many in- 
stances the new models have larger 
engines and a number of new func- 
tional and styling features as 
standard equipment which were 
available only as optional equip- 
ment at a higher price in previous 
models. 


The heavy-duty R-Line, includ- 
ing Western models, will be con- 
tinued with increased power and 
new styling features. 





Cleanup Ads Losing 
The Frenzied Note 


(Continued from Page 6) 


and used cars”) advertised new 
Oldsmobiles, Pontiacs, Fords, 
Buicks, Mercurys and Chevrolets. 
Allegheny County Chevrolet Deal- 
ers, in a half-page ad extend-over 
two pages, announced dollar-saving 
deals on six-cylinder, two-door se- 
dans as low as $1,795.25, and V-8 
two-doors as low as $1,894.25. The 
dealers keyed the message to “see 
your neighborhood Chevrolet deal- 
er.” 

Port Lanp, Ors.: Hal Steiner Buick 
offered a free Hawaiian vacation 
for two, “a full week of fun,” with 
the purchase of “any one of our 
30 executive cars and demonstra- 
tors.” The offer ended last Satur- 
day (Sept. 10). 

Hollywood Ford posted a price 
of $1,698 for a “brand new 1955 
Ford four-door.” The ad also said 
that “$25* cash delivers any car 
(*upon secured credit).” 

Corder Motors (Oldsmobile), 
Vancouver, Wash., across the 
Columbia River from Portland, 
told the public to “cross over the 
bridge and save. No tax to Ore- 
gon buyers.” Corder also offered 
a $20 bill “for the privilege of 

presenting our deal” The ad 
said: “Bring your figures, if we 
can’t beat the deal on any new 
(not a driveout) 1955 Oldsmobile 
(from any authorized Oldsmobile 
dealer) we'll give you a $20 bill.” 
Mount Vernon, N. Y.: Vernon 

Pontiac Co., Inc., sent out post- 
cards telling of a midsummer clear- 
ance sale and telling the recipient 
to “bring in this card to get dis- 
counts up to $1,000. Ask for St. 
Peter, our motto—Hagen can’t say 
no.” 

Mancuester, N. H.: Clyde Gar- 
field’s Ford Corner, which has 
started calling itself “New Eng- 
land’s Wildest Trader,” staged two 
all-night one-cent sales. A penny 
would buy, it was advertised, a 
radio, clock, whitewall tires or 
heater. 

Dertrorr: Dodge-Plymouth dealers 
launched a “saturation” sale adver- 
tising campaign which was designed 
to clear showroom floors. Glenn 
Walker (DeSoto-Plymouth) adver- 
tised censored prices. “Our sale 
prices are so low they can’t be ad- 
vertised,” Walker said. 

T. A. Grissom Chevrolet an- 
nounced SOBS (shove over bar- 
gain sale). “We're shovin’ over 
for the ’56 models. Hurry, hurry. 
Anything down, name your own 
terms.” Grissom offered 500 new 
and used cars to pick from. 

Buick dealers advertised “you 

don’t need a ‘bundle’ to wrap up 
this bonus-bargain.” The car ad- 
vertised was a two-door, Special 
sedan at $2,313.88, “the biggest sell- 
ing Buick in history.” 

Dunn, N. C.: “Wanted for mur- 
der,” headed an advertisement of 
Parrish Motor Co. (Ford) which 
carried a picture of one of the 
firm’s representatives. 

“If you see this man, stop him,” 
the ad read. “He’s guilty of mur- 
dering prices on automobiles—new 


Pike’s Peak Climb 
Cracks Record 


COLORADO SPRINGS, Colo. — 


Bob Finey, Colorado Springs, in} 


his Frenzel Special, set a new rec- 
ord of 14 minutes 27.2 seconds in 
the 33d annual Pike’s Peak Auto 
Hill Climb over the 12.5-mile course 
to the summit of the 14,110-foot 
peak. 

This was his first win in many 
competitions. Victory was worth 
$5,650. Second place was won by 
Loren Roberts, Denver, with a time 
of 14 minutes 39.5 seconds. Twenty 
racing cars entered the race this 
year. 

The race is sponsored by the the 
Pike’s Peak Hill Climb Assn. Lloyd 
Faddis, Colorado Springs, drove the 
pace car. 


Plates for Antiques OK’d 

OLYMPIA, Wash. — The Wash- 
ington Legislature has approved 
distinctive “horseless carriage” li- 
cense plates for vehicles more than 
30 years old. 









Fords and good used cars. He’s 
liable to practically give cars 
away.” 

NasHviLLE: Beaman Motor Co. 
(Dodge-Plymouth) proclaimed “this 
is the end. Yes, sir ... here at 
Beaman’s we're having a sale to 
end all sales. Nashville’s highest 
tradein allowances plus big factory 
discounts equals the best deal ever 
on a low-priced or medium-priced 
automobile.” 

Beaman said it had 100 cars to 
choose from. 





GM °56 Changes Begin 


Cadillac Is First Division to Halt ’55 Run; 
Week’s Output Hits Year’s Low 


“Sure, if that’s all you got to 
trade we'll allow you $500 on it.” 








(Continued from Page 1) 


man units through the end of the 
month. The El Segundo plant will 
build out on Ramblers. Both plants 
are expected to close Sept. 30 to 
enter changeovers to ’56 models. 

Revised figures credit the man- 
ufacturers with the production of 
614,384 cars during August, or 
second only to the record August 
of 1950 when 681,854 cars rolled 
from the lines. 

GM copped 57.9 percent of total 
industry output with an outturn of 
355,752 cars during the month. Ford, 
despite its changeovers, turned out 
140,453 cars, or only 3,000 fewer 


Truck Output Halted 


BUFFALO.—William J. Swal- 
low, manager of the Ford assem- 
bly plant here, has announced 
the cessation of truck output at 
the Buffalo plant. Swallow said 
the Buffalo plant will discontinue 
the assembly of trucks during 
1956 to make room for increased 
output of cars. 








units than it produced during July. 

Chrysler Corp. produced 69,556 
cars; Studebaker - Packard, 12, 810, 
and American Motors, 7,111. Kaiser- 
Willys did not produce a car during 
August, and has built only 18 units 
since the end of June. 

Truck output during August 


‘totaled 97,312 units, or 9.4 percent 


below July’s turnout of 106,413 
trucks. It still, however, was well 
above January and February’s out- 
put of 91,891 and 61,689 trucks re- 
spectively. 

Truck output last week was esti- 


Clark Equipment 
To Establish Plant 
On West Coast 


SAN FRANCISCO.—Clark Equip- 
ment Co. will establish a West Coast 
plant before the end of the year, 
George Spatta, 
president, dis- 
closed in an ad- 
dress before The 
Security Analysts 
of San Francisco. 

Spatta said 
Clark’s West 
Coast facility will 
be used as a parts 
depot at the out- 
, set and later will 

be expanded as 
George Spatta an assembly plant 
for fork lift trucks. It will be 
located at Emeryville, Calif., near 
Berkeley, and will occupy a struc- 
ture which formerly housed a 
Kaiser production facility. 

Complete stocks of service parts 
for Clark and Clark-Ross industrial 
trucks and straddle carriers and for 
Michigan tractor shovels and exca- 
vator cranes will be warehoused, 
he said. 

“Accelerated industrial expansion 
on the West Coast necessitates our 
establishing plant facilities that will 
permit us to service this growing 
market,” Spatta said. “The plant in 
California will enable us to make 
overnight deliveries of spare parts 
anywhere west of the Rockies and 
our customers will also benefit 
from reduced shipping costs.” 


mated at 12,639 units, a slight drop 
from previous week’s turnout of 
14,880 trucks. | 


* 


Chrysler histian Plant 


Is 75 Pct. Completed 


KOKOMO, Ind.—Chrysler Corp.’s 
new automatic transmission facility 
here is 75 percent completed and 
production machines are being 
moved into the area, according to 
J. E. McKinney, Chrysler construc- 
tion engineer. 

Other progress on the 800,000 
square foot project, which is ex- 
Pected to employ some 3,500 when 
completed, includes: Administra- 
tion building, 50 percent completed; 
power house, 70 percent; concrete 
work, 60 percent, and the 200,000 
gallon reserve water sphere, 100 
Percent. 


Key manufacturing personnel are 
expected to move into their offices 
next week to supervise installation 
of equipment. 


AAA Convention 
To Emphasize 


Road Financing 


WASHINGTON. — Delegates to 
the 53rd annual convention of the 
American Automobile Assn. will 
place special emphasis on the fi- 
nancing of a national highway pro- 
gram and control and regulation 
of speed when they meet here Sept. 
19-22. 

More than 1,200 delegates and 
their wives have made reservations 
to attend what is expected to be 
the biggest meeting in AAA his- 
tory. The delegates will come from 
34 states, Canada and the Canal 
Zone and will represent nearly five 
million motorists who are members 
of clubs affiliated with the AAA. 


Highway financing proposals will 
be debated Sept. 21 by Rep. Brady 
Gentry, Texas Democrat, and Rep. 
Russell Mack, Washington Repub- 
lican. Both are members of the 
roads subcommittee of the House 
Public Works Committee. 

Highway speed will be the topic 
of a panel discussion Sept. 21, and 
Paul Friedlander, New York Times 
travel editor, will lead a panel dis- 
cussion on “Horizons of Tomor- 
row’s Traveler,” Sept. 20. 


Dealers Warn Public 


On Flood-Damaged Cars 


NEWARK, N. J.—“Beware! 
Flood Damaged New and Used 
Cars!” warned the Essex County 
Automotive Trade Assn. in a full- 
page advertisement in the New- 
ark News. 

The ad pointed out that flood- 
damaged cars were being offered 
for sale by some dealers. “Be 
sure ... be safe,” the ad said. 
“Buy your new or used car from 
- » « &@ member of the Essex 





detrimental or contrary to 
public interest or the retail 
tomotive industry.” 
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For Richardson 


ALEXANDRIA, Va. — By selling 
73 Packards in three days, Hardy 
Richardson Motor Sales of Alexan- 
dria won the nationwide “Fired 
Sale,” sponsored by Studebaker- 
Packard. 

For his,.72-hour effort, Hardy 
Richardson and his wife were 
awarded a free one-week vacation 
in Nassau. He has been a Packard 
dealer since 1946. 


HELP WANTED 


SALES MANAGER—FORD dealer, estab- 
lished over 30 years in the second largest 
city of the eastern United States selling 
1500 to 2000 ncw units annually, needs 
an experienced, aggressive man to take 
complete charge of new car and truck 
sales. Salary and bonus to the right man 
who wants permanent employment. Give 
complete history over past 10 years, age 
and family status. Furnish phone num- 
ber and a recent snapshot. All replies 
strictly confidential. Box 5303, c/o Auto- 
motive News, Detroit 26. 


GENERAL SALES MANAGER—One who 
can increase our volume, hire and train 
additional salesmen, keep interest at 
peak. New building and two adjoining 
used car lots. Send complete informa- 
tion, compensation and recent photo to 
R. A. Hanbury, c/o McLean Hanbury 
Pontiac Corp., 2323 High St., Ports- 
mouth, Va. Dial Export 9-7573. 





COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 
Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For our readers who 
wish to protect their identity when an- 
swering box number ads, we suggest 
you send your replies direct to Classified 
Manager, Automotive News, Enclose a 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; 
otherwise it wilt be forwarded im- 

mediately to the advertiser. 
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HELP WANTED 


WANTED—GENERAL SALES manager— 
Have opening for a strong general sales 
manager, Ford volume operation with top 
earnings and opportunity to become gen- 
eral manager. Write complete details. 
Box 5300, c/o Automotive News, Detroit 
26. 


WANTED—GENERAL SALES manager— 
Good opportunity for experienced general 
sales manager, volume Lincoln-Mercury 
dealership with splendid remuneration. 
Reply only if experienced. Give full de- 
tails. Box 5301, c/o Automotive News, 
Detroit 26. 


ATTENTION 


Business Management Represent- 
atives and Managers 


Cessna Aircraft Company, the world's 
leading producers of business aircraft, 
offers an unusual career opportunity for 
a@ man with the following qualifications: 


® Accounting training. 


® Piloting experience not required. 
The man selected will headquarter in 
Wichita, Kansas. Some travel required. 
Send resume to the employment manager 
of Cessna Aircraft Company, Wichita, 
Kansas. (No phone calls please.) 
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HELP WANTED 


BUSINESS 
MANAGEMENT 


Large automotive firm requires men ex- 
perienced in the business management 
hases of automobile dealer operations. 
he position requires men who are able 
to evaluate and discuss with dealers all 
dealership opera- 


aspects of successful 
tions, Dealership experience and college 


training preferred, however candidates 
with automobile sales experience and 
limited accounting and business manage- 
ment experience and training will be 
considered. Good salary and benefit pro- 
gram. Our personnel know of this adver- 
tisement. Send replies in strictest confi- 
dence to Box 5342, c/o Automotive News, 
Detroit 26. 





WANTED—GENERAL MANAGER (Ford) 
—This is a rare opportunity. No invest- 
ment required. Owner will be absent from 
dealership city. Your salary will be $1,000 
monthly and I will give you 20% of all 
net profits before income taxes as a 
bonus. I will give you a contract to buy 
me out from proceeds of your bonus. 
This is a volume operation and a gilt 
edge opportunity for the man who can 
qualify. I will need complete details from 
you in the first letter which will be 
treated in a strictly confidential man- 
ner. Box 5299, c/o Automotive News, 
Detroit 26. 








LEADING USED-CAR AUCTIONS 


IN THE NATION 


Frequency Rates: Minimum space, 1 inch on 1 column—Maximum: 5 inches on 2 columnas— 
Contact WANT AD DEPT., Automotive News, Detroit 26, Mich. 





MIDDLE ATLANTIO 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 
and checks are insured 
EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David 


AUTO AUCTION 


TIM ANSPACH 
"Midway," 20 
Albany-Schenect Road 
ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 








MANHEIM AUTO 
AUCTION 


MANHEIM, PA. 


On Route No. 72—4 Miles Off 
Pa. Turnpike 


Sale every Friday 10:00 A.M. sharp 


Modern Bidg. & Restaurant 
Member of N.U.C.D.A. & NAAA. 


Phone Manheim 5-240] 








New Jersey's 
Only Original Auction 
LEBANON AUTO AUCTION, INC. 
On Route 22—3 miles west of N. Plainfield 


Sale Every Wednesday at 12 Noon 
Dunelien 2-0915 and Dunellen 2-9849 





Gn U. $. Route 20A 


MIDDLE ATLANTIO 


NEWEST, MOST MODERN 
IN THE EAST! 


N. A. D. E. 


Nati. Auto Dealers Exchange 


Route 206, Bordentown, N. J. 
Just South of Exit 7, 
New Jersey Turnpike 


Every WED. 11:00 
All checks and titles guaranteed 
Phone AXMINISTER 8-1702 








EAST NORTH CENTRAL 


HOME OF GUARANTEED 
CHECKS 


MOBILE'S INC. 


Ohio's Largest Automobile Dealers’ 


WHOLESALE AUCTIONS 


COLUMBUS—FRIDAY 
DAYTON—TUESDAY 





GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half ate west of Grandville, 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill Nagy 
"Michigan's Best" 

Phone: ARdmore 6-4720 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER miss” 


All Checks insured by Fidelity Ins. Co. of Tena. 


Your Good Wili—Our Most Valuable Asset 
Phone 9009 





EAST NORTH CENTRAL 


WES COON 
AUTO AUCTION 


GRAND RIVER and Telegraph 


U. S. 16 and 24 
On the outskirts of Detroit, Mich. 


THURSDAY 
At 12:30 P.M. — KE. 1-9694 








EAST SOUTH CENTRAL 


JOHNSON AUTO AUCTIONS 


LAWRENCEBURG, TENN. 
Every Tuesday 
HUNTSVILLE, ALA. 
Every Friday 
Insured Checks and Titles 











MOUNTAIN STATES 


COLORADO 
AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 
DEALERS ONLY 
Sale Every Monday—11:00 a.m. 
Owners: 

Francis R. Cassell 

Carroll 
Phone Denver, SUnset 1-7821 
Wire Colorado Aute Auction FAX 
Denver, Colo. 





Auctioneers: 
Colonels Johnny Wood and Dean Davis 


All cars paid for our own check through 
the First National Bank of Englewood. 


Crossroads 


. . . where they meet . . . buyers 
and sellers . 


- « New and used car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 


You will reach both groups through 
an ad in Automotive News. 
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NG, DETROIT 26, MICH 


HELP WANTED 


USED CAR -MANAGER — Small Pontiac 
dealer on Florida east coast needs expe- 
rienced man to run all phases of used 
car operation. We want a low pressure 
man who can handle established clientele. 
Year round operation due to huge civilian 
payroll from nearby (6 miles) Patrick 
Air Force Base. Salary and commission 
for right man who wants to work—and 
who can find time to fish. Write to Hei- 
man Pontiac Corp., Melbourne, Fia. 


Sales Representatives 
Wanted 


To sell and supervise installation and 
operation of unusual merchandising 
program. No competition; franchise 
agreement available. Dealer contact 
experience of automotive background 
in sales or service required. Our sales 
representatives enjoy permanent, dig- 
nified, high income bracket positions. 
Program approved by major automo- 
tive manufacturers and sold interna- 
tionally. Expansion program provides 
immediate openings over the entire 
U. S., Canada and Alaska. 


Eight territories, ovt of 26, remaining 
to be filled. 

Write Sales Engineering Institute, Inc., 
P.O. Box 150, Detroit Lakes, Minn., giv- 
ing full details and recommendations; 
appointments will be arranged. 





SALES MANAGER. We are looking for a 
successful sales manager with a good 
past record, capable of organizing, train- 
ing, supervising and directing volume 
Ford sales organization. The man we 
want must have had experience in a 
volume operation such as ours — over 
2,000 units yearly. We are located in 
the highest potential area in the north- 
east region. In reply, give age, present 
connection, past experience and with 
whom, family status—if married, ad- 
dress and telephone number with a 
recent photograph, if available. This 
opportunity offers the right man a salary 
plus profit percentage with potential ex- 
ceeding $30,000 yearly. All replies strictly 
confidential. Box 5331, c/o Automotive 
News, Detroit 26. 


SALES MANAGER: Dodge-Plymouth deal- 


ership city in Iowa. Opportunity and 
future for man capable developing sales 
force. Give age, past and present con- 
nections, family status, Replies strictly 
confidential. Box 5325, c/o Automotive 
News, Detroit 26. 








POSITION WANTED 


BUSINESS MANAGER or office manager. 
Nine years’ experience in the General 
Motors accounting and business manage- 
ment field with a large retail dealer in 
the midwest. Plenty of experience in 
other parts of the business besides ac- 
counting. Married, no children, 32 years 
old, Would be interested in the midwest 
or western part of United States. Will be 
able to make a change within a month to 
six weeks, Can give you very high refer- 
ences. Can arrange for an interview. Box 
5320, c/o Automotive News, Detroit 26. 


GENERAL MANAGER—Aggressive, hard 
hitting executive with 17 years’ experi- 
ence in all phases of dealership manage- 
ment. Can take complete charge and 
assume full responsibility for a profitable 
operation. Will consider purchase of 
dealership on a manager’s buyout plan. 
Not interested in dealership that is try- 
ing to be a factory hub. Box 5332, c/o 
Automotive News, Detroit 26. 


SALES OR GENERAL MANAGER. I am 
31 years old, married, children, veteran, 
10 years’ experience; retail, new, used. 
Used car manager, sales manager and 
general manager. Can supply best refer- 
ences including factory. Ford, General 
Motors only. Washington, Oregon and 
northern California, I’m not afraid to 
work, my record proves that. Box 5333, 
c/o Automotive News, Detroit 26. 





START FINANCE CO. or take over direc- 
tion of one already established. Thor- 
oughly experienced in insurance and loan 
and discount (18 years) as manager of 
largest national in business and officer 
of an independent, Looking forward to 
a real future and willing to invest. Dick 
Pointer, Box 14, Atchison, Kans. 


FULL CHARGE BOOKKEEPER, Office 
Manager. Graduate accountant. Satisfac- 
tory qualifications and references. Will 
relocate. Box 5314, c/o Automotive News, 
Detroit 26. 





DEALERSHIPS AVAILABLE 


FOR SALE BY OWNER—Dealership han- 
dling DeSoto-Plymouth. Urban and metro- 
politan area of Detroit, Mich. Upwards of 
400 units. Must qualify Chrysler Corpora- 
tion franchise. Excellent opportunity for 
aggressive man. Old established firm. 
Complete parts and accessories, signs, 
equipment, and used car lot signs and 
equipment. $35,000. Good lease with op- 
tions. Replies strictly confidential. Box 
5321, c/o Automotive News, Detroit 26. 


DEALERSHIP NOW HANDLING Stude- 
baker and Nash, 120 car potential, grow- 
ing south Texas city of 60,000. Owner 
has other interests. Stock and equipment 
approximately $18,500. Fine modern 
building, centrally located, lease avail- 
able. Box 5286, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING FORD. Fast 
growing town in the uranium country. 
Present rate 90 units. Well equipped and 
manned for purchaser who can qualify 
financially and otherwise with factory. 
Required cash—$40,000. Box 5311, c/o 
Automotive News, Detroit 26. 


DEALERSHIP HANDLING DeSOTO- 
Plymouth in southern Calif. Old estab- 
lished deal. No used cars or accounts 
receivable. Satisfactory lease. Approxi- 
mately $10,000 will handle. Box 5312, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING MERCURY— 
Located in northeastern Ohio industrial 
metropolitan area, Land, buildings and 
business for sale as unit or will sell 
business and lease realty. Present fran- 
chise earnings year to date in excess of 
sale price of business. Real estate will 
pay out in ten years at current market 
rentals. Dealer selling of own volition to 
invest in new venture. Principals only. 
Box 5344, c/o Automotive News, Detroit 
26. 








HELP WANTED 


OPPORTUNITY 


Regional Sales Managers 
and 


District Sales Managers 
with 
Truck Manufacturing Company 


--- Better than Average Salary 
---Generous Bonus Plan 


Truck manufacturer with aggressive merchandising programs and 
expanding sales volume has openings immediately for qualified 
men with Commercial Vehicle sales experience. Box 5343, c/o 


Automotive News, Detroit 26. 











GENERAL BUSINESS MANAGER 
CONTROLLER 


Large midwestern dealer with six volume dealerships and 
expanding into chain operation offers unlimited income possibili- 
ties for right man. The man selected must be thoroughly familiar 
with volume operation, must be able to install and operate daily 
operating controls, budgets and forecasts. 

This is a high caliber position and requires a high caliber 
individual. Do not apply unless you are experienced and can 


assume heavy responsibilities. 


Box 5341, c/o Automotive News, Detroit 26. 
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DEALERSHIPS AVAILABLE 


DEALERSHIP LOCATED IN large indus- 
trial city in Ohio handling Dodge and 
Plymouth. Doing close to one million 
dollars worth of business per year. Will 
sell building, land and parts inventory 
or parts inventory and lease building on 
long term lease. Large modern building, 
2000 square feet of show room on main 
highways. Large blacktopped used car 
lot adjoining building. Fully equipped 
service shop. An excellent-going business. 
Selling due to ill health. All replies 
strictly confidential. Reply Box 5340, c/o 
Automotive News, Detroit 26. 

AUTO AGENCY — HANDLING Dodge- 
Plymouth, 1954 sales $488,489; down- 
town, N.E. Ohio; drawing from 50-mile 
radius, Well organized showroom, office, 
parts - body - paint service departments. 
$125,000 for controlling interest, Agency 
handling Ford, autos-tractors. 25 years 
present owner. 1954 sales $200,000. Com- 
plete repair, service departments, office, 
showroom, gas pumps, 7-room suite. Sell- 
ing account illness. Apple Co., Brokers, 
Cleveland, Ohio. 





DEALERSHIP HANDLING STUDE- 
BAKER in beautiful Colorado city— 
30,000 trade area. Tremendous tourist 
business. Gross sales over $150,000 for 
1955. 75-100 car potential, Will sacrifice 
for immediate sale. Net profit standing 
exceptional. Excellent opportunity for 
young man who wants to get into the 
business with the least amount of capital. 
Box 5327, c/o Automotive News, Detroit 
26. 


DEALERSHIP AVAILABLE HANDLING 
Dodge and Plymouth, For sale—parts 
bins, shop equipment for three mechanic 
garage, Weaver lift, greasing and steam 
cleaning equipment. All necessary signs 
for Dodge and Plymouth dealership. Pro- 
gressive northeast Texas town. George L. 
Grogan, Jr., Box 45, Atlanta, Texas. 


AGENCY NOW HANDLING DeSOTO- 
PLYMOUTH, 2 acres, lovely 4-bedroom 
gentiemen’s modern home, landscaped, 
tlowers, shade, chain-fenced. On highway 
in Maryland, 30 miles from D. C. 180 foot 
showroom, 60-30 body shop, 11 stall 
garage, 5 safes, office accessories, tools. 
John Burdoft, 13318 Colesville Rd., Silver 
Spring, Md. Call Evergreen 4-3846. 





FOR SALE—Dealership in lowa handling 
also well known | 


one of ‘‘Big Three,’’ 
line of farm machinery. No used cars 
or accounts receivable. Sell or lease build- 
ing. Box 5334, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING Chevrolet in 
Pennsylvania. 375 planning potential. 
Would consider selling 50% or more of 
present corporation. No real estate. Good 
lease. Box 5335, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING FORD in a 
midwest town of 20,000. Ideal facilities 
in a good market. $75,000 will handle. 
No real estate. Box 5336, c/o Automo- 


tive News, Detroit 26. 


DEALERSHIP HANDLING Chrysler-Plym- 
outh, 150 car potential, near Albany, 
N. Y., in Tri City area—city of 18,000. 
Will lease or sell building and used car 
lot—stock and equipment about $19,000. 
Must have factory approval. All inquiries 
strictly confidential. Write Box 5337, c/o 
Automotive News, Detroit 26. 


AGENCY HANDLING FORD—Northeast- 
ern Indiana town 4,000. Gas pumps. 
National highway. No real estate. Box 
5328, c/o Automotive News, Detroit 26. 


DEALERSHIP WANTED 


PRESENT FORD DEALER in midwest 
looking for larger deal. Prefer Ford but 
would consider Buick single or dual. 
Want spot doing 300-500 volume, Capital 
and factory approval arranged. Location 
immaterial for right deal. Ready to move 
now. Replies treated confidentially. Re- 
ply to Box 5326, c/o Automotive News, 
Detroit 26. 


WILL PURCHASE General Motors, Ford 
or Chrysler product dealership, any size, 
southeastern or southwestern coast of 
Florida. Lease building or will buy. All 
cash; consider paying some blue sky for 
desirable dealership. Factory approval 
already assured. Box 5323, c/o Auto- 
motive News, Detroit 26. 


CADILLAC OR CADILLAC combination 
dealership desired. Cash available for 
immediate transaction. Replies strictly 
confidential. Box 5305, c/o Automotive 
News, Detroit 26. 


WILL PURCHASE GM or Ford dealership 
—single or dual, 150 to 400 car potential. 
Have ample capital and successful deal- 
ership record assuring factory approval. 
Prefer Ohio or adjacent states but will 
consider any location. Replies will be held 
confidential and answered. Box 5307, c/o 
Automotive News, Detroit 26. 

WISH TO PURCHASE FORD or GM deal- 
ership in New Jersey-—150-200 car con- 
tract preferred. Will buy or lease present 
facilities. Have factory approval. Box 
5308, c/o Automotive News, Detroit 26. 











DEALERSHIP WANTED 


GENERAL MOTORS LINE—New England. 
250 units minimum. Submit complete in- 
formation, Immediate action. Box 542, 
White Plains, N. Y. 


BUSINESS OPPORTUNITIES 
to 


PARTNER WANTED. Backer willing 
invest 50% or more. Has excellent build- 
ing and equipment in community of 
40,000 population near Denver, Colo, for 
dual dealership. Box 5329, c/o Automo- 
tive News, Detroit 26. 


BUSINESS GIFT and advertising specialty 
catalog sent free. Ideal, AN, 1133 Broad- 
way, New York 10, N. Y. 

BUSINESS FOR SALE 
AUTO .WRECKING BUSINESS new and 


Going business, 
5318, c/o Automotive News, 


DEALER SERVICES 


will sell or lease. Box 
Detroit 26. 








INVENTORY SERVICE 
BUYING OR SELLING A 
DEALERSHIP? 


© Buy Right 


Parts—Accessories—Equipment 
© @ A disinterested certified physical 
Inventory will save your money @ @ 


DON'T GUESS—BE SURE 
Call or write for service details. 
AUTOMOTIVE INVENTORY 


SERVICE CO. 
10040 Freeland, Detroit 27, Mich., WE 3-6445 








HAVE YOU MET 
MR. AUTO INTEGRITY? 


He symbolizes a superior public relations 
program which you may secure exclusively 
for your firm in your area, For details 


without obligation mail your letterhead to 


MERITSEAL, INC. 
2 Depot Plaza White Plains, N. Y. 








MANUFACTURERS REPRESENTATIVES 





WANTED—MANUFACTURERS 
REPRESENTATIVES 


| having an established following with new-car 
| dealers and or automotive accessory stores. 
New non-competitive automotive acc 
Nationally advertised — Exclusive territories 
available. Reply Box 5330, c/o Automotive 
News, Detroit 26. 





PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 


UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


SAME-DAY DELIVERY 


If it’s really urgent, our company- 
owned plane will deliver, at rea- 
sonable extra cost. 


GORDON BUICK 


Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 





PARTS WANTED 





G.l. & CIVILIAN 
SURPLUS PARTS for 
FORD, CHEVROLET & GMC 
TRUCKS WANTED 
AUTOMOTIVE PARTS CO. 
614 West Sist St. New York 19, N. Y. 
JUdson 6-4941; 4948 





WANTED—1955 4-door DeSoto body. Up- 
dyke Motor Co., Kirksville, Mo. 
ACCESSORIES FOR SALE 
1955 PLYMOUTH MOPAR heaters—model 
701 with control packages. Complete 
$39.50, F.O.B. Huntington, N. Y. Write 
Twin Town Sales, Chrysler Dealer, Hunt- 
ington, N. Y. 





STATES NOW AVAILABLE 


© New Jersey 
© Michigan 


® New York * 
© Wisconsin ° 


Massachusetts 
®@ Kentucky 


West Pennsylvania * 
Indiana © Illinois 


Quaker Maid Ice Cream Stores (not custard stands) now being developed nationally 


on state contract basis 
contract holders. NO FRANCHISE FEES. 


providing exceptional long-term profit opportunity for state 


Management has more than 75 years’ experience in chain store management and 


Ice Cream industry 


Distinctive Quaker Maid Stores designed by one of nation's leading industrial 


designers 
We manufacture our major equipment 


50 REAL ICE CREAM PRODUCTS dynamically merchandised 


Quaker Maid Real Estate Company assists state contract-holders in finding and 
surveying retail locations; handles leasing and erection of building 


We train retail dealers in territorial pilot unit. 


FINANCING PROVIDED FOR QUALIFIED DEALERS. 


Organizational 


ability to develop and direct state organization. Cash required: 


$15,000 to $30,000—amortized on short-term basis, NO FRANCHISE FEES. 
WRITE OR WIRE: 


H. B. Kedney, Sr. 
NATIONAL QUAKER MAID STORES SYSTEM 


Executive Offices: First National Tower, Akron 8, Ohio 








used parts, located busy U. S. highway. | 


© Sell Right | 





““DEALERS”’ 


Selling 1 - 200 
1953 - 1954 
4-DOOR SEDANS 


Fords—Chevrolets— 


Plymouths 
“EX - TAXIS" 


Contact Dick Hunt 


| RED CAB, INC. 











|| 2020 N. ILL. WA. 6-4587 
Indianapolis, Indiana 





SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a large number of 
1953 and 1954 fleet leased cars. Many 
makes and body styles. We can deliver 
most locations. Phone or write for infor- 
mation. 


Robinson Auto Rental Div. 
229 S. Hanson St. Philadelphia, Pa. 


I. E. Spatig, Used Car Manager 
Sherwood 8-1500 











ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW —LOWEST PRICES EVER 


1951-1952 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
Séth & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 17-2300 



















CARS WANTED 


CADILLAC, CHRYSLER, DeSOTO eighi 
passengers wanted. Cash or liberal allow- 





a 


ance. Sharp late models. McClintock- 
Cadillac, Phone IV. 7-5046, Lansing, 
Mich. 





TRUCKS FOR SALE 


FOR SALE—2%-ton wrecker. Holmes W-45 
crane, F-7 Ford V-8 truck, 900 tires, all 
steel body, good condition. Picture 
request. Will take $2,500— cost new 
$7,000. Pratt Motor Co., Ford Dealers, 
Summerville, 8. C. 


TRUCKS WANTED 


WANTED USED JEEPS, Willys 4 x 4 sta- 
tion wagons and pickups. Take transport 
load. Call, wire or phone Kurland 
tors, 1134 Broadway, Denver, Colo. 





F 





WANTED — 35 foot used car transport. 
Updyke Motor Co., Kirksville, Missouri. 


Passengers. One or twenty, 
ters. Dealer, Box 5324, c/o Automotive 
News, Detroit 26. 


NEW LINES WANTED 
ESTABLISHED DISTRIBUTOR contacting 
automotive trade in southeastern states 
desires additional allied lines. Box 5338, 
c/o Automotive News, Detroit 26. 


OFFICE EQUIPMENT WANTED 
WILL BUY USED bookkeeping machine. 
Late model, 18-19 totals, in excellent 
condition only. Send description and 
price. Harry May and Sons, 905 8. Mon- 
roe St., Monroe, Mich. 


SHOP EQUIPMENT FOR SALE 

FOR SALE—PAINT drying oven. Fostoria, 
infra-red ray, drive 
BGJ 448, 
sions 8’ w. x 14’8’’ 1. x 10’ h. Cap. 156 
KW. 440-60-3. Uses Q-30 375 watt bulbs. 
New, late 1951. Used briefly for drying 
paint on tractors. Clark Equipment Co., 
Buchanan, Mich. 


SHOP EQUIPMENT WANTED 


WANTED TO BUY—Used parts bins in 
southeastern area, Box 5339, c/o Auto- 
motive News, Detroit 26. 


MISCELLANEOUS 


AUTO SAFETY BELT 
by 
SAF-T-LOK 


Revolutionary with split second release, 
metal on metal locking device, automatic 
lock on adjustment, quick installation 
mounting bracket, overall installation 
meets 5,000 Ib test. 

The best looking, strongest, most durable 
belt on the market. 

paste, distributors send for further de- 
ails. 


SAF-T-LOK MFG. CO. 


Box 2625 Gravois Sta., St. Louis 16, Mo. 







1000 BUSINESS 















MISCELLANEOUS 


CARDS—raised printing, 
(1 color) $3.50; (2 colors) $4.50. Cut 
insertion—50c per 1000. Samples free. 
Business Specialties, 1422-A Rosemont, 
Chicago, Ill. 


MISCELLANEOUS 


Ask the Man Who 
Tows—He Knows 


Automatic BraKinG 


Is the Cheapest 
- INSURANCE - 


You Can Buy 


COMPLETE with & 61 45 


Guide Cables and 
BRAKE HOOK-UP......... 

Meets ALL 1.C.C. Requirements 
am es * 


WITH BRAKE HOOK-UP 


ONLY. ..*51“ 


Meets 1.C.C, Strength Requirements 


—SPECIAL— 
Protecte Covers (Tailor Made)......$6.95 
SAFETY CHAINS, set of 2, only......$2.50 


STEEL (Tow Bar) CARRYING 
CASE vin Wheels & Handles $1 3.95 
(Add 5&c for Padiock with 2 Keys) 


CINCL-TOW Samper $1 9.50 


seeeeeee eee 


TRI-KING 3-Point Hook- 


Up Intra-State Tow Bar...... $42.50 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


TOW BAR SALES CO. 


Exclusive Factory Distributors 

AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 
40 So. Cliaton St., Chicago 6, Ill. 




































OUR NEW MODEL 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meet 1.C.C. Requirements 


MOTO-MATIC 
TOW «+ GUIDE 


BRAKE-MOBILE 


TOW PILOT 


with Automatic Brake 
Cannot Be Matched 
At Any Price 
Write Today for 
Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The Industry" 
Since 1939 
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For Quick Results 
Use Automotive News 


1953 
PLYMOUTH SEDANS 
250 Units For Sale 


TAXICABS — BEING REPLACED DAILY BY NEW 
Upholstery Like New—Covered with Leatherette 
Bodies — Motors — Top Condition 
Priced Fraction of N.A.D.A. Loan Value 


PHONE - WIRE - WRITE 


SID LAVENE 


—JOHN BARTRAM HOTEL—PHILADELPHIA, PA.— 
PHONE KINGSLEY 6-1100 


OR 
THRIFT MOTORS, INC. 
2654 DELAWARE AVE., BUFFALO, N. Y. 
PHONE VICTORIA 8344 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


TRADE CONNECTION: 
Truck Dealer [J 
Insurance [] Financial [] 


Car Dealer (] 
Jobber [] 


Me BOOS Oa iS citsaah seen ansie ss ekahanees 


Manufacturer [) 
Supplier (1) 
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Here's why Biggest car of the low-price 3! 


Most beautiful car of the low-price 3! 


Most comfortable car of the low-price 3... 
gives a big-car ride because it is a big car! 


Top two engines of the low-price 3...with the 
smoothest running 6 and the highest standard horsepower V-8! 


Greatest value of the low-price 3...with the 
greatest number of high-price car features! 





